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UNION 
FLEX-BEAM 


UNIGN RAZOR-BACK 


Consult your new UNION Catalog and Selling Guide before 


you order spring requirements. If you have not yet received ‘4 “" THE UNION FORK & HOE CO. 


a copy, ask your jobber’s salesmen or write us direct for this 
useful 64-page reference book. 501 Dublin Avenue, Columbus ta; Ohio 
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recommend and sell 


For more information, contact your jobber or write 
for one of our illustrated folders describing in detail 
the uses and advantages of SILVER STREAK. 
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Vanishing Door 
Hangers ind Track 


Richards. Wilcox 


Today’s greater demand for small homes 
makes the full utilization of every inch of 
space more imperative than ever. And the 
answer to this need is an entirely new 
Vanishing Door Hanger by Richards- 
Wilcox that is designed for thin-wall in- 
stallation and noiseless operation. R-W 
Silver Streak Vanishing Door Hangers 
and Aluminum Track are adapted for use 
on parallel residential wardrobe doors, or 
for any doors in any room of the house. 
Note these points of special importance 
to you and your customers: 














® Four types of hangers to accommodate various size 
doors and building requirements. 


® Bronze hanger and aluminum track to withstand salt 
air for seaboard use. 


® Adapted to thin wall to save space and reduce 
building costs. 


No interference with room furnishings or decorations. 
®@ Tight fit of door to floor cvoids drafts, loss of heat. 


® Adapted to single sliding and parallel sliding house 
doors. 








SILVER STREAK 
R-W No. 1019 
Vanishing Door 
Hangers and 
Aluminum Track 


panes “A HANGER FOR ANY DOOR THAT SLIDES” 
OVER 71M EARS AURORA, ILLINOIS, U.S.A. Branches in all principal cities 
SUDING Rreyey HANGERS & TRACK « FIRE DOORS & FIXTURES * GARAGE DOORS & EQUIPME 


INDUSTRIAL CONVEYORS & CRANES * SCHOOL WARDROBES & PARTITIONS 
ESN fe] Melele) Meld. hi lem sell d lai 
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Don’t be surprised on Christmas morning 

if you find you've sold your entire stock 

‘of Barcalo Combination Wrench Sets. 

They'll go like hot cakes in this hand- 

some, transparent plastic case containing 

six Nickel-Chrome- Molybdenum Alloy 

wrenches in all the popular sizes. Chrome 

plated, with highly pdlished ends and 

panels, they're packed for easy, instant selection and 
use. Makes a truly wonderful gift for dad or the 
handy man of the family. Order a big supply of these 
special Barcalo Christmas Promotional Packages.now! 





CATALOG NO. Openings Finish Weight 





3/8 
7/16 


1/2 
9/16 Polished carton 


5/8 Ends and , of 
11/16 Panels. sets. 


Chrome 8 Ibs. 4 oz. 
Plated. per 
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BUFFALO 4, NEW YORK 





A COMPLETE 
SELECTION OF 
CABINET LOCKS 

FOR YOUR CUSTOMERS 











Ns 









G. | 


ate line i ies locks 
yo 


renge of styles and types of security 
“to > meet a wide variety of needs. 





EAGLE LOCK cc MPANY Subsidiary of Bowser, Inc., TERRYVILLE, CONNECTICUT 
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Dealers who offer these great mowers will 
win new friends and please their old ones. 
For Pennsylvania quality is recognized 
and admired by every owner. In fact, 
Pennsylvania gets a tremendous amount 
of word-of-mouth advertising from satis- 
fied owners. This isn’t just an accident. 
Fact of the matter is that Pennsylvania 
Mowers, both power and hand models, 
are made intentionally better for that very 
purpose. 


Order Through your Wholesaler 
—and order early, please 


These new 1952 Pennsylvania Mowers have all the grass- 
cutting ability that has made Pennsylvania a favorite with 
dependable dealers and their customers for 76 years. As 
usual, Pennsylvania Mowers will be well advertised in THE 
SATURDAY EVENING Post, BETTER HomMEs & GARDENS, 
AMERICAN HoME, PATHFINDER, SUNSET, FLOWER GROWER 
—great magazines read by millions. 

No one knows how many mowers will be available for 
1952, therefore it’s more important than ever to order 
through your wholesaler as early as possible. 


ENNSYLVANTA 


GMALITY LAWN MOWERS SINCE 1877 
a 


) PENNSYLVANIA LAWN MOWER DIVISION “ 
AMERICAN CHAIN & CABLE 
Bridgeport, Conn. « Camden, N. J. ~ ) 








GREAT AMERICAN 


Choice of 
professional gardeners. 


PENNSYLVANIA, JR. 


For heaviest duty and 
unusual cutting conditions. 
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For terrace and 
very fine grasses. 
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SPECIFICATIONS— POWER MOWER 


Height of cut %” to 2”. Five extra wide 
crucible analysis steel blades. Rubber tires. 
Briggs & Stratton motor. 


MODEL R-15 


Wheel 10 in. dia. 
Width of cut 18 in. 
Shipping weight 130 Ibs. 
111 Ibs. 
Motor 1 h.p. 


Net weight 





PENNA-LAWN 
For small lawns or 


use with PLM Power Mower. 





MODEL T-15 
Wheel ~ 10 in. dia. 
Width of cut 21 in. 
Shipping weight 136 Ibs. 
Net weight 116 Ibs. 
Motor 1% hp. 


with rewind starter 
and fool box 


To simplify your serv- 
ice problem, Pennsyl- 
vania offers you a com- 
plete REPLACEMENT 
PARTS CATALOG. A 
copy will be sent free 
of charge on request. 


eI oe ate nnn mae 


| ALSO—A Well-Rounded Line of High Quality Han 


d Mowers J} 








TRIMMER AND ED R 
Does trimming and edging 
easier, faster, better. 
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Fair Trade Isn't Dead, 
But It Needs Help 


We recommend that you read carefully the 
article on Fair Trade that appears on page 14 of 
this issue. This article, written by Rod Keagy 
who has been following the Fair Trade situation 
closely for many years, reveals that Fair Trade is 
far from dead, despite the hasty burial it was 
given immediately after the famous Schwegmann 
court decision. 

To the contrary, there are many signs that the 
Fair Trade program is acquiring new vigor and 
that a determined effort will be made to accom- 
plish two important things: 

(1) Provide an educational program on Fair 
Trade at local levels, and, — 

(2) Encourage the passage of new Federal 
legislation to put teeth into Fair Trade agree- 
ments. 

HARDWARE AGE has long felt, and has often said 
on these pages, that Fair Trade has much merit 
in it for the small independent retailer. We will 
not rehash here all the well known pros and cons 
on the subject. But we would like to repeat again, 
as a matter of added emphasis, what seems to us 
to have been the chief obstacles in the past to wider 
acceptance of Fair Trade. 

The first point is that far too many manufac- 
turers pay only lip service to Fair Trade and seem- 
ingly close their eyes to obvious violations by cer- 
tain larger outlets. This appears to be especially 
true in the electrical housewares field. Probably 
no other factor has been so important in alienat- 
ing retailer support than this failure to enforce 
agreements. 

The second point is that the smaller retailer, 
who stands to gain much from a strong Fair Trade 
program, must take a more active role in this new 
effort. Only by active participation will a retailer 
be in a position to force correction of abuses that 
may crop up in the program. 

Of course, if you have no objection to the sense- 
less price wars that we witnessed early this year, 
then stick to the sidelines. But if you want to 
help prevent the national brand merchandise that 
makes up the bulk of your stock from becoming 
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ust Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


a price football again, then lend your strength to 
this effort. 

Plans afoot to bring information on Fair Trade 
to the grass roots should be very helpful in en- 
couraging wider consumer acceptance of the Fair 
Trade program. But the first educational effort 
should be directed to the retail level where it will 
do the most good. 

We will continue to keep you advised on develop- 
ments in Fair Trade. In the meantime, don’t for- 
get to read the article on page 14. 





Don't Neglect Profits 
In Tool Sales 


A large New York newspaper recently devoted 
almost an entire page to discussing home work- 
shop power tools, the people who use them and the 
people who sell them. 

The newspaper’s writer wanted his information 
accurate and first hand. So he went to a hard- 
ware store ... Patterson Bros... . to get it. 

He could have gone to Macy’s or any one of a 
number of big retailers who sell power tools. But 
he didn’t. He went to the logical source for such 


information . .. a hardware store. And it seems 
to us that therein lies a moral. 

When the average person needs tools . . . hand 
tools, power tools, mechanics tools . . . he invari- 


ably thinks first of a hardware store. It’s a 
natural association of ideas. But how many deal- 
ers take advantage of this sales opportunity? 

Take a look at your tool display. Is it in the 
back of the store? Tools coated with a layer of 
dust? Lighting so poor you can’t read the brand 
name? Are any of the power tools hooked up ready 
for a demonstration? Is there anybody on your 
sales staff that really knows tools? 

These hand tools represent one of the keystones 
of a successful hardware business. They bring in 
traffic. As yet you don’t have as much competition 
on them as you have on many other lines. They 
are profitable in themselves. They offer an almost 
unlimited opportunity for related selling. 

They deserve far more attention than they 
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usually receive. Spend a little time with your tool 
layout. Clean it up, give the background a coat 
of paint. See that it’s well lighted. Use the spe- 
cial Christmas wraps manufacturers are making 
available for the Christmas market. Wrap up a 


couple of hand tools as gifts. Put some signs . 


around stressing the gift value of tools. 
You’ll find that this effort will more than pay 
for your time. 





Sales Make Profits; 
Outs Kill Profits 


The task of avoiding “outs” on seasonable mer- 
chandise is going to be a real headache from here 
on in. Efforts of some dealers to reduce inven- 
tories by curtailing buying is going to lead to 
many outs, unless this reduction has been done 
very carefully. 

Outs on seasonable items are bad business for 
two big reasons: One, you lose vitally needed 
sales, and, two, you send a potential customer to 
a competing store. 

This situation was summed up well in a recent 
remark by O. L. Davis of Our Own Hardware, who 
said, “It is an unfortunate fact that although your 
cash register and other records tell you how much 
money you take in, no machine has yet been in- 
vented to tell you how much money walks out of 
your store every day because you were out of an 
item a customer wanted.” 

The consequences inherent in any drastic across- 
the-board curtailment of buying are often exactly 
opposite of what you want to achieve. The answer 
to the present difficulty is not less buying; it is in 
more selling. The only sane and safe way out of 
this inventory situation is sales and more sales, 
and you can’t sell an item if it’s out of stock. 

So while the desire to reduce buying is under- 
standable, it can also be dangerous unless you 
keep an eye on seasonable needs and take steps to 
assure buying an adequate supply of these items. 

In short, put the same careful planning into 
buying that you put into selling. 





Hamsters or Gardenias, 
It's a Waste of Money 


Would you like to have the latest information 
on how to raise hamsters; or on gardenia or orchid 
culture? Or perhaps you’d like a booklet on games 
and “self-testing” activities. Maybe you’d prefer 
to know how to work leather or how to home dye 
with natural dyes. 

Well, for a very modest fee your ‘economy 
minded” Government will be glad to send you 
copies of books on these subjects, and many others, 
via the Superintendent of Documents. 

This whole thing is so ridiculous that in the 
folder describing these booklets, the Superin- 


8 


tendent of Documents apologizes, in a sense, and 
offers the weak explanation that some of these 
booklets were written as a “part of a regular pro- 
gram of a Government agency,” but are now being 
made available to the public. 

And still they ask for mora taxes. 

Devoting time and material for selling such pub- 
lications is no proper function of a Government in 
an emergency. With Washington officials com- 
plaining about a shortage of help in their bureaus, 
the personnel and facilities used for handling this 
hobby booklet program should be shifted to a job 
where they will have something more important 
to do than stuff books on hamsters into envelopes. 

And don’t forget, it’s your money, your taxes 
that pay for this boondoggling. 





Christmas Is Coming! 


Have you looked at your calendar recently? 
Here it is past the middle of October already .. . 
and how much planning have you done for 
Christmas? Have you given any thought to store 
decorations? Have you ordered those consumer 
catalogs? Are you plugging your Lay-Away plan 
in your newspaper advertising? 

It’s not too early to start planning for Christ- 
mas. And when you start this planning, keep 
handy the HA Sept. 20 issue containing the 
Christmas Selling Guide. This guide is packed 
with ideas you can put to work in your store this 
Christmas. 





Worth Reading 


The next issue of HARDWARE AGE will contain a 
detailed report of what happens and what is said 
at the Atlantic City meeting of the American 
Hardware Manufacturers Assn. and the National 
Wholesale Hardware Assn. 

This annual meeting attracts the top executives 
of the nation’s wholesale hardware firms and 
hardware producing companies for an examination 
and appraisal of common problems. 

This year’s meeting will be especially sig- 
nificant in view of the confused outlook for raw 
materials. The statements made at this meet- 
ing, and which we will promptly report in HARD- 
WARE AGE, will be of great value to dealers in plan- 
ning for the future. Look for this issue. 





Tax Facts 


Total income of all Americans earning more 
than $6000, after payment of federal income 
taxes, amounts to $6.5 billion. That is less than 
the amount being authorized for foreign aid this 
year. 
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The Ilco UNIVERSAL Door Closer 
is always ready for installation on 
right or left hand doors without 
change. The ideal closer for quick, 
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Get YOUR share of 


Door Closer Business 


Ico dealers are selling new and replacement door closer 
installations to schools, hospitals, stores, apartments, fac- 
tories, institutions, public buildings and homes in their 
communities. They know that when properly installed, 
Ilco guarantees unconditionally for 2 years, every Uni- 
versal and Ball Bearing door closer. No dealer can ask 
for better assurance than this. . 
faith in the superior design and performance of its 


products. 


Ilco door closers are no longer seasonal merchandise... 
you'll find them in demand the year around. Proper door 


control prevents heat-loss and is a “must” for effective 


air conditioning. 


Check these opportunities in your territory right now... 
place your order and be prepared to get your share of 
this profitable Ilco door closer business. 
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. concrete proof of Ilco’s 


mum maintenance. 





The Ilco BALL BEARING, 
AND PINION Door Closer assures 
precision door control .. . 
back-checking action .. . 
at maximum efficiency with mini- 





Reversible. 


SEE YOUR JOBBER OR 
WRITE US TODAY ABOUT 
YOUR DOOR CLOSER NEEDS 


Reversible. 
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’ 
No. 3001 Ilco Senior Screen and 
Storm Door Closer, slightly smaller 
than DeLuxe model, excellent value 
at moderate cost, silver gray finish. 





No. 3002 Iico DeLuxe Screen and 
Storm Door Closer has 
heavy enclosed spring. Attractive de- 
sign, finished in durable silver gray. 
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INDEPENDENT LOCK COMPANY 


FITCHBURG, MASSACHUSETTS 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Retail Ceilings for Brand Items 
May Be Set at Producer's Level 


Progress is being made on an OPS order whereby 
the merchant’s ceiling prices on brand-name hardware 
items would be set at the manufacturer’s level. 

A hand tool company, for example, might want its 
trademarked products sold at specific retail prices. 
The proposed final prices would include factory selling 
prices, plus freight costs, plus the wholesaler’s and 
retailer’s profit margins. As a result, there would be 
less bookkeeping for the retailer, who would get his 
usual percentage of profit. 

There is considerable concern at the Capitol about 
the effect of factory price-setting on the small retailer 
—that is, the businessman whose firm does no more 
than $100,000 worth of business per year. Actual 
issue of an order, allowing the manufacturer to name 
the retail price for his products will depend to a great 
extent on the retailer’s view, as expressed to officials 
who determine price ceiling practices. 

A logical follow-up to a recent order extending for 
two months the regulation applying to manufacturers 
of builders’ hardware, metal wire and cable, and 
similar hard goods would be to take into account the 
effect of existing pricing methods on the retailer. 


OUTLOOK—Prospects are that no general 
order affecting the status of the hardware 
dealer will be issued until Congress goes home. 

& This indicates nothing but wariness, however. 
When the government price stabilizers feel 
certain that it’s time to move on ceiling price 
problems, results of the intervening study will 
show up quickly. 


Government Economists Against 
Unloading Inventories at Bargains 


Production of electrical appliances and other con- 
sumer durables is headed for still rougher weather. 

New government control orders are going to cut 
deeper into production of refrigerators, freezers, 
washing machines, etc. Primary reason: the acute 
copper shortage. 

The picture is not quite so dark for manufacturers 
of lighter appliances like toasters, coffee-makers, 
mixers, and irons. Ability of makers to switch 


10 


quickly from nickel-bearing stainless steel to straight 
chromium stainless steel will keep assembly lines 
rolling for a while. 

Use of copper or aluminum for any ornamental or 
decorative purpose on all consumer products except 
jewelry now is strictly prohibited by NPA orders. 

Production during the current calendar quarter of 
consumer durable goods is going to result in further 
reductions of output, since these allocations are based 
on 58 pct of the carbon steel, 54 pct of the copper, 
and about 46 pct of the aluminum used in the base 
period (either the first six months of 1950 or the 
last six months of 1949). 


OUTLOOK—F urther cuts in allocations for 
the first three months of 1951 are in prospect, 
as far as copper is concerned. NPA says there 
is no relief in sight until at least Oct. 1, 1952 

* Government economists look at it this way: 
Don’t unload those current inventories at dis- 
tress prices. Keep in mind the time lag 
between the production line and display 
shelves. 


Revenue Bureau Working With 
OPS on Violation Penalties 


Federal fines and tax penalties face retailers who are 
violating OPS price ceilings. 

Price Stabilizer Mike DiSalle points out that the 
Defense Production Act gives him the authority to tax 
over-ceiling payments. 

Methods of invoking the penalties will be worked out 
with the Internal Revenue Bureau and other govern- 
ment agencies, DiSalle says. If this authority is used, 
over-ceiling payments and fines for ceiling price 
violations could not be charged off as tax-free costs 
in income tax returns. 


OUTLOOK—OPS is “looking into the pos- 
sibility” of using this authority. Currently, 
the agency is seeking a way to trip up cattle 
slaughterers and packers, but the penalty pro- 

ra visions of the price-control law apply equally 
to all types of sellers. OPS investigators plan 
to carry their enforcement drive into every 
trade and service—wholesale and retail. 
(Continued on page 206) 
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Look at the bank vault door. Let it remind 
you of Master Padlocks! 
LAMINATED—steel plate upon steel plate, 
united under pressures up to 300,000 
pounds. Like a bank vault door here’s pad- 
lock strength your customers can see and 
feel — strongest construction known! 














For as little as 45¢ your customer can 
protect his property with a Master LAMI- 
NATED padlock. Many sizes — every price 
range. Check your Master padlock stock. 
Order from your jobber NOW! 








Make sales faster with ony 
Master Padlocks f\ EXTRA SALES 
EVERY QNE AN OUTSTANDING VALUE QA 





Cr 








Master Jock Company, Milwaukee. Wis. + World's Leading Padlock Manufacturers 
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LATEST 


Meat Thermometer 


This new Cooper De Luxe pack- 
aged Roast Meat Thermometer is 





6%4 in. long with a white porcelain 
enamel temperature scale. The pre- 
cision instrument is packaged in a 
colorful display box, with a stain- 
less steel skewer for easy insertion 
into the roast. Retail: $2. Cooper 
Oven Thermometer Co., Pequabuck, 
Conn. 


Motor Lunch Set 


This Universal Motor Luncheon 
Set comes in a compact travel case 
17 x 15 x 6% in., with a linette 





12 


finish and red plastic binding and 
handle. There is equipment for 
four people, including two qt vac- 
uum bottles, a white enameled 
lunch box, can opener, salt and pep- 
per shakers, and four each knives, 
forks, teaspoons and red plastic 
plates. Landers, Frary & Clark, 
New Britain, Conn. 


Open Handle Iron 


This Open Handle iron, retailing 
for $12.95, has the front of the 
handle open instead of closed. This 
helps eliminate physical strain in 
ironing by keeping the hand and 
wrist in a natural, relaxed position, 
and it is cooler. Other features in- 





clude seven fabric temperature set- 
tings, a 1000-watt Corox heating 
element in a cast iron sole plate, 
chromium plate finish on the steel 
cover of the iron, and a 7-ft. cord 
side-mounted. Operates only on 
AC. Electric Appliance Div., West- 
inghouse Electric Corp., Mansfield, 
Ohio. 


Plastic Toilet Seat 
This is a new all-plastic toilet 
seat, called the Rocket 700. There 


INFORMATION ON NEW PRODUCTS AND SERVICES 


are smooth corners and edges, and 
the modern hinge design makes in- 
stallation easy. Packaged one to a 





carton, and available in white, 
coral, sandstone, blue and green. 
Century Plastic Products, Inc., 
8219 Almira Ave., Cleveland, Ohio. 


Improved Chain Saw 


A new and fast-cutting chain is. 


a feature of this improved one-man 
chain saw, the DO-101. This silver- 
colored, improved variation of the 
DO-100 has a sturdier crankshaft, 
a rapid-action stop switch, new fan 
housing, and a 3.5 hp engine. The 


eq 


new chain has a smoother cut- 
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in hardware merc 


FOR THE HARDWARE DEALER 


ting action and increased lateral 
stability, teeth that are easy to 
sharpen, and the saw is effective on 
all types of wood. Henry Disston 
& Sons, Inc., Tacony, Philadelphia, 
ra. 


Toy Dishwashing Set 


This 12-piece Doll-E-DoDish set 
has all the necessary utensils, 
cleanser and soaps to wash dishes. 
There is a dishpan, metal drain bas- 
ket, sink strainer, dishcloth and 
towel, a sponge, dish mop, bottle 
brush and a plastic apron. Vel, a 
junior-size Brillo soap pad, and 





Ajax cleaner are included. Equip- 
ment is smaller to scale and diffi- 
cult to break. Retail: $2.29. Ameri- 
can Metal Specialties Corp., 200 
Fifth Ave., New York 10, N. Y. 


Tankless Water System 


This new tankless domestic water 
system, the Close - Cupld Bal- 
anced-Flow Jet, is a complete, self- 
contained, shallow-well water sys- 
tem, operating without a storage 
tank, and measuring 20x1114x15 
in. overall. Permanent alignment 
and quiet operation are features of 
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the unit, and cast iron parts that 
touch water have been treated with 
a special coating to resist corrosion. 





Pump capacity is 520 gph at 10 
ft. suction lift. Retail: $109.50. 
Goulds Pumps Inc., Seneca Falls, 
mM, 2. 


Fishing Kits 

Both No. 200 and No. 300 Kwik- 
Pac fishing kits contain complete 
bait casting outfits. No. 200 has a 
4 ft. 6 in. light action glass fiber 
Wonderod, breaking down into two 








sections with detachable metal Tru- 
aim double offset handle. There is 
also a Criterion Deluxe level wind 
reel for fresh or salt water casting, 
75 yds. of 20-lb. test Wexford 
(Continued on page 180) 





holding 12 of the Clark-Craft plac- 
tic items. 
Baby 
Cushion, Hand-Savers, and others, 
all of which have been attractively 
re-packaged for self-selling. Dis- 
play bars are offered free to deal- 
ers with minimum orders of Clark- 


Craft plastics. Robert H. Clark Co., 
9330 Santa Monica Blvd., Beverly 
Hills, Calif. 


Red Devil Catalog 


all Red Devil products. 
illustrated and designed for quick 
reference use. Catalog includes all 
types of glaziers’ tools, putty knives 
and wall scrapers, wood, paint and 
glass scrapers, paint conditioning 
machines, 





TO HELP YOu 


SELL 


NEW DISPLAYS 
AND OTHER DEALER 
SALES HELPS 


Now available is a display bar 





Included are Vani-Toes; 


Bather, Bag-A-Bound, Air 





A 96-page catalog, No. 21, covers 
It is well 


floor conditioning ma- 
(Continued on page 195) 
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HDWE. 
JOBBER 
STOCKS 


Weeks’ supply 
on hand 





Source: Dept 


of Commerce 











Retail Sales Rise 
Slowly; Inventories 
Are Being Reduced 


Retail trade didn’t recover as 
fast as had been expected follow- 
ing Labor Day but by the end of 
September it had improved to the 
point where sales had surpassed the 
volume of the like week of the pre- 
vious year. 

Department store sales were 2 
pet higher in the last week of the 
month, than they were in the com- 
parable week of 1950. 

Retailers have gradually been 
paring the high inventories they 
acquired in the year. 

The latest available data, from 
the Dept. of Commerce, on whole- 
sale hardware inventories, show 
that while they were 41 pct higher 
in August than they were in Aug- 
ust 1950, they were 6 pct lower 
than they were in the previous 
month. 

Dealers are now beginning to 
notice the changes in merchandise 
which have been brought about by 
the stringency in the metals needed 
for the defense effort. 

A dealer pointed to a rack of key 
blanks, which were all of brass. He 
said, “We never used brass ones as 
long as we could get nickel silver 
ones, even though they cost more. 
Judging by the rate of increase in 
the price of brass ones we don’t 
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> Early Fall Trade Improves 
> Wholesaler Stocks Still High 
> Dealers Sign F.T. Contracts 


know how much longer we’ll be able 
to get this kind.” 

There’s little brass in a key blank 
but this points to things to come. 


Department Store 
Sales About Even 


Department store sales showed a 
drop of 1 pet from a year ago in 
the week ended Sept. 22, the Fed- 
eral Reserve Board reported. Sales 
in the four weeks ended Sept. 22 
were off 4 pct from a year ago 
while sales for the year up to that 
date showed a 3 pct rise. The 
weekly index, without seasonal ad- 
justment, was at 319, a 10-point 
drop from the previous week. 


Can It Succeed? 





Large Stores Had 
More Trade in August 


Sales of large independent re- 
tail hardware stores were 8 pct 
lower in August than they were in 
the same month of 1950 but they 
were 4 pct ahead of the previous 
month. 

The sales of large independent 
retail stores of all kinds were 10 
pet lower in August than in Aug., 
1950, but were 10 pct higher than 
they were in July. 

The biggest increases in busi- 
ness from July to August were 
shown by department stores (19 
pet); furniture stores (18 pct); 
jewelry stores (16 pct), and ap- 
pare] stores (14 pct). 





Fair Trade Appears to be Gaining Momentum 


To many observers, the Supreme 
Court ruling in the famous Schweg- 
mann case sounded the death knell 
of Fair Trade. This, followed by 
Macy’s spectacular but unprofitable 
price battle during the summer, 
seemed to administer the final 
stroke. 

But now, five months after Fair 
Trade was suposéd to have died, a 
check-up by HARDWARE AGE editors 
indicates that while perhaps still a 
little groggy, Fair Trade is far 


from dead; in fact it is showing 
new signs of strength. 

These new signs are, briefly: 

Two bills introduced in Congress 
to restore teeth to the Miller-Tyd- 
ings bill; and 

Independent campaigns of the 
two leading Fair Trade organiza- 
tions to educate the consuming pub- 
lic and get “grass roots” support; 
and 

A number of large firms have 

(Continued on page 222 
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“Loaded” with sales appeal, the new PROTO 
*Rotomat Toolmart” is a store owner’s dream 
come true! Actually, it was tested for many months 
before being offered to dealers, and everywhere 

it was tried it proved highly successful. Designed 
‘to draw and impress customers, it sharply boosts 
impulse sales and thereby increases turnover. 
Like other PROTO tool departments, it contains 
the tools in greatest demand. And these tools 

are the finest obtainable—PROTO professional 
tools. Why not plan right now to buy a 

low-cost PROTO tool department? As your 

first step, write for Booklet 4930R to 


PLOMB TOOL COMPANY 
2227M Santa Fe Ave., Los Angeles 54, Calif. 


5187 
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ABIG | 
NIGHTLATCH DEAL 
FOR EVERY DEALER! 





















... backed up by the biggest nightlatch 
___—— Promotion in YALE history! 


¢ Backing you up, Yale advertising is going all out with such high- 
powered ammunition as the ad illustrated at left. Sending it home 
to 14 MILLION hardware prospects with one of advertising’s biggest 
guns, THE SATURDAY EVENING POST! 
Tie-in your store campaign with the 
colorful, hard-hitting reproduction of 
this ad that’s in every promotion kit! 











YALE & TOWNE 





YALE is a registered trade mark. 
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SELL MORE NIGHTLATCHES THAN EVER BEFORE 
.. ORDER THIS TRIPLE-PROFIT PACKAGE TODAY! 


|. Get FREE hoard 


Make extra sales with this eye-catching silent salesman, 
a reversible nightlatch board (illustrated at right). 

It fits neatly on your wall and shows your 
customers six popular Yale nightlatches and ~ % IMMY RESISTANT 


deadlocks—all easy to remove for demonstration. 19) — , 


SECURITY 


mn — oo al 
Rie LONG THROW 
‘ : DEAD BOLT 
: phi 7 CANNOT BE 
PRIED 
Point up your selling with this complete package 
of dramatic window streamers and interesting sie EXTRA THROW 
counter folders (use them for envelope enclosures, - bonne 
too). They are designed to increase store traffic and CF | PRESSURE 


establish you as the local headquarters for 
security hardware at its finest! 
PIN- TUMBLER 
SPRINGLATCH 


SAU FOR RESIDENTIAL 
USE 


3. Minimum stock [a4 


SPRINGCATCH FOR 
x se ° lil _ TR : NARROW STYLE 
Your total initial supply is held down to a minimum of LIGHT DOORS 


only 12 pieces (6 on the board, 6 as extra stock). 
This fast-selling supply includes two of each of 
the following: #21, #36, #80 and #042 nightlatches, ADEQUATE 
together with #197 and #2 deadlocks. Be H Py PROTECTION AT 


A POPULAR 
PRICE 





Don't miss a days profit 


CHECK YOUR JOBBER FOR DETAILS TODAY! 


THE YALE & TOWNE MANUFACTURING COMPANY 
STAMFORD, CONN. 





we 
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STEEL a 
% Tightly wrapped hinge joints. . . for long, 
hard service 
% High-quality zinc coating... wards off rust 
and corrosion 


% Tough, full-gage wires .. . for strong, per- 
manent fencing 

% Springy tension curves... keep fence tight 
and trim 








Advertisements in regional 
farm magazines are catching 
the attention of fence buyers. 
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BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by 


Bethlehem Pacific Coast Steel Corporation. Export 2 
Distributor: Bethlehem Steel Export Corporation 
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a half-century 
of achievement 


T MONTH of October in the year 1901 marked 
the founding of National Manufacturing Company 
at Sterling, Illinois. Those were the colorful days at 
the turn of the century when horses and moustached 
bike riders made way for the advent of the horseless 
carriage. This brought the present garages into being 
and the end of useless frills in home construction. 


f rust ‘ a _— ' 
Out of this transition evolved buildings and homes with 
stig new labor-saving features marking a rapid advance 
in the art of modern living. 
tight 


We are happy to have had the opportunity to work 
and share in the building of a greater America during 
this progressive era. 


£880 2255025 
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OUR PRESENT ENLARGED FACILITIES 
BRING YOU THIS EXTENSIVE LINE. . . 











BUILDERS’ 
HARDWARE ie 





ORES mao 
a‘4 s 


als Ab EY jasaues 1B 


“6. me ma a its ey? ED ee = a 


ide Ge 
ae 


= 
= ae 


equati 


ommuite: ssa | 
caaeaag aoe pot iat HOM. 
WHEE ew lik | “Elial: 





NATIONAL MANUFACTURING 
STERLING. ILLINOIS 





This V-Belt Program is 


Made to Measure for Profits! 


Goodyear’s Fractional Horsepower V-Belt program is 


tailored to your store — designed for profits. Compare 
these features with ANY other V-belt merchandising 


program and you'll see why it will pay you to tie up with 


the Goodyear deal: 


HINERY 
iGHT MAC 

2 pe : APPLiANe 
h) So 


Complete department in 1% sq. ft. of counter 
space with Ser Vomatic—only counter merchan- 
diser in the field. Holds enough belts to handle 
70% of your customers’ needs—makes inventory 
and re-order problems simple—encourages self- 
service—insures quick turnover. 


“ABC of Simple V-Belt Design’ Book solves drive 
design problems in 3 simple steps—no complicated 
equations, ratios, higher mathematics needed. 


Alternate Belt Replacement Chart shows at a glance 
which standard size belt can be used to replace 
specials—eliminates need for carrying slow- 
moving belts — increases turnover of standard 


belts up to 20%. 


Replacement Catalog lists right replacement belt 
for every application from oldest washing 


Se lll i 


Exclusive Beltmeter measures old belts faster, 
easier. Eliminates clumsy “yardsticks.” So easily 
and accurately operated you can encourage your 
customers to use it themselves. 


machine to the newest home appliance —lets your 
customer serve himself. 


Space-Miser Packaging saves your valuable space 
on counter, wall or ceiliig—key to neater display, 
since it saves up to 50%. 


And many other sales helps. Compare all these out- 
standing features. Then write today for full infor- 
mation. Make your store V-Belt Headquarters in 


your area. For details, write Goodyear, Akron 16, 


Ohio, Dept. 742-C. 


OODFYEAR 


THE GREATEST NAME IN RUBBER 


We think you'll like “THE GREATEST STORY EVER TOLD” - Every Sunday — ABC Network 
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BE SURE YOUR LINE INCLUDES 
THIS LOW-PRICED 


Cyclone “Red 77 


99 


Lawn Fence 































PA 


@ Here’s just the fence for those cus- 
tomers who want economical boundary- 
line protection or complete enclosures. It’s 
Style “L-X” woven Cyclone Lawn Fence 
—single-loop construction. 

It features the firm, uniform weave char- 
acteristic of Cyclone Lawn Fence. Picket 
tops are symmetrical and even, and stay 
that way because the ends are crimp-locked 
securely into the two top cables with a re- 
verse twist. All wires are galvanized. 

You'll find this fast-moving Cyclone 
Lawn Fence in reasonably good supply, so 
check your stocks and order from your 
jobber today. 

And don’t forget the other Cyclone 
styles: Style “F” (double-loop) woven 
fence, “L-X” and “F” welded fence, trellis 
and flower bed border. They all carry the 
familiar Cyclone “Red Tag” label, so well- 
known to hardware customers everywhere. 
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CYCLONE FENCE DIVISION 


(American Steel & Wire Company) 


WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 





CATCH-ALL BASKETS HARDWARE CLOTH 
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US CYCLONE “Red Taq’ HARDWARE PRODUCTS 


LAWN FENCE - GATES - HARDWARE CLOTH - INSECT WIRE SCREENING - CATCH-ALL BASKETS 
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NOTE THESE GREAT 
SELLING FEATURES! 
“STA-TEMP” Blades 


Hardened and Tempered 
to Stay Sharp Longer 
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It's a fresh triumph of Savage engineering " 

and precision-manufacturing—this new electric Finger-Tip 

power mower! The Dyna Chief Electric is Clutch Control 
* 


really quiet . . . the motor makes hardly a sound. 
And it’s as easy to operate as an electric fan 

. just plug it in, motor starts, and the Dyna Chief 
Electric is ready to mow grass. The motor turns 


Free-Floating Handle, 
Parks Upright 


« 
the wheels as well as the cutting blades. . . no pushing : 
required. It runs on ordinary 110 volt, AC current. A 100-ft. Easy Chain 
electric cord comes with the mower at no additional cost. and Belt 

Adjustments 
The Dyna Chief Electric is equipped with covered chain ‘s 
drive. Grass guards prevent grass from winding on reel 
Cutting heights easily adjusted. A 3-piece sectional repay ont 
roller makes the mower easy to maneuver. % h.p. Motor 

e 


Get full information on this terrific business- 
builder. Write today for literature on the entire 
Savage lawn mower line—two 


Long-Wearing 
Timken Bearings 


gasoline-driven power “f 

mowers, a rugged rotary, 18-inch 

three fine hand mowers, Cutting Width 

and the new Savage 

Dyna Chief Electric. 
You can 
demonstrate 
THIS mower 





Precision-Built by the Makers in your store! 


of Famous SAVAGE Firearms 


SAVAGE ARMS CORPORATION « Lawn Mower Division « CHICOPEE FALLS, MASS. 
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@ Put your money on the spot . . . GREEN 
spoT, of course . . . for the biggest garden goods 
profit opportunity you’ve ever had. 

For in ’52, GREEN SPOT . . . America’s most 
complete, high quality line of garden hose ac- 
cessories . . . is broader than ever, with a spe- 
cial accessory for every special gardening need. 

As a further sales clincher, GREEN SPOT gives 
you, at no extra charge, a great new 52 Pro- 
motion Kit . . . featuring the tested, “related 
sales’’-building window display (shown be- 
low), give-away booklets on lawn care, counter 
card, dealer newspaper ad service . . . many 


other sales helps. And every GREEN SPOT item 
is promotion-packaged . . . silent salesmen and 
product displays help sell fast-moving items. 


Heading the ’52 parade is the WEATHER- 
MATIC, queen of automatic sprinklers . . . with 
free-spinning arms mounted on 22 ball bear- 
ings, and distance-marked, adjustable nozzles. 
Right up front are three brand-new volume 
items... Dura-Seal hose coupling and mender, 
both with king-size shanks and wider, dip- 
shaped clinching fingers that grip tighter, seal 
stronger . . . new, compact Quick Connector 
machined from brass rod for easier, quicker 
hose connections. Merchandise will be avail- 
able in accordance with metal limitations. 

Get the full GREEN spoT story . . . plus your 
profit-packed Promotion Kit (no fixed assort- 
ment or minimum order required). See your 
wholesaler now. 


HARDWARE AGE, OCTOBER 18, 1951 





OC 


GARDEN HOSE ACCESSORIES 


A PRODUCT OF SCOVILL SPRINKLERS - HAND SPRAYS - HOSE NOZZLES - QUICK CONNECTORS 
“Y"" CONNECTORS + COUPLINGS - HOSE MENDERS - CLAMPS - GOOSENECKS 
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FAIRMONT WALL PLASTER CO? reports: 


40 STYLE GUIDES more than paid for themselves the first month! 





STYLE GUIDES pay for themselves 


Sherwin-Williams Dealers everywhere report that the famous 
Style Guide pays for itself in increased sales and profits. Why? 
Because it shows thg customers . . . dramatically and effectively 
. «. what paint will do for her home in big, full-color pictures 
of actual lived-in rooms. 


Companion shows “WHAT GOES WITH WHAT” 


The Style Guide Companion completes 
your color service because . . . for the 
first time ... it gives an authoritative 
answer to what colors go well together. 
Cash in on these twin sales builders 
now. Order your copies from your 
Sherwin-Williams Representative today. 














i pays 
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* Read what W. W. Breckenridge, Store Manager 
of the Fairmont Wall Plaster Company of Fairmont, 
West Virginia, says about the Style Guide: 

‘When we first learned that you were coming out 
this year with a NEW STYLE GUIDE we raised our 
sights higher for the biggest paint year in our 
history. 

“The results from the (40) Style Guides in service 
in Fairmont are most gratifying. We feel they have 
more than paid for themselves the first month they 
have been in service. While we were not able to 
keep an accurate account of all sales resulting from 
the lendings, we know that for the period from 
March 17th to April 17th, out of 124 lendings, we 
accounted for actual sales of $941.15. 

“Our entire personnel takes great pride in being 
able to give such an outstanding decorative service 
as only the Style Guide and Companion can offer.” 


. 
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‘0 set.. SHERWIN-WILLIAMS 
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GLUE-ALL 


FoRMERLY cascoaer 


SIZES AND PRICES: 


Size of Units. ..... 2 Liq. Oz. 


Packed 12 to 
display unit 


Retail Price ... 2 25¢ each 


Units in Carton .... 48 


Available at your usual discount 
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most effective type 
of advertising 


A constant campaign of cartoons (re- 
search-proved to be most highly read 
of all advertising) featuring Elmer... 
will sell the exclusive story of Elmer’s 
Glue-All to millions in THE SATUR- 
DAY EVENING POST and BETTER 
HOMES & GARDENS. 


ELMERS ¢]U) :\ 8 e features extra uses 


(formerly CASCOREZ) 


for 
extra sales! 


Now CASCOREZ becomes Elmer’s Glue- 
All and it’s sure to be a sales winner. 


For it features Elmer ... famous to mil- 
lions coast to coast in Borden’s regular 
advertising . . . and the star of a special 
campaign to dramatize the unique fea- 
tures of his glue. 


And it gives your customers more uses 
... easier handling . . . more reasons to 
buy ... than any other glue on the market. 


Actually, it’s the one adhesive that 
glues, cements and pastes ... ideal for 
home, school or office. It mends, seals, 
holds on paper, wood, fabric, pottery, 
plastic, leather, glass, linoleum, cork, etc. 
Glue-All is white, yet dries clear. Its ap- 
pealing appearance makes it a natural 
for impulse sales. What’s more, it’s clean, 
non-staining, ready-to-use, fast-setting. 


Available now ... see your jobber or 
mail the coupon for your basic stock and 
sales aids for Elmer’s Glue-All. 


The Borden Co., Chem. Div. 
Dept. HA-101, 350 Madison Ave., N. Y. 17, N. Y. 


Please send me: 

——doz. 2 oz.tizes ———doz. pt. sizes 
——doz. 4 oz. sizes further data 
Bill through my jobber 





(JOBBER'S NAME ) 





NAME ees | 








STORE- 








city ZONE STATE 


ELMERS GLUE-ALL 


THE ONE ADHESIVE THAT 
GLUES, CEMENTS AND PASTES! 








27 





ee 


1.1 H.P. Engine 


































\ | FINER QUALITY CAN BEAR A MODEST PRICE TAG IF TH 


Sales-wise, you’ve only one way to go... up, Up, 
UP ... when you base your lawnmower future on 
the firm foundation of the Davis Golden Anniversary 
Line... 


The DAVIS product slogan for half-a-century .. . 
BUILT THE BEsT . . . means top performance and 
long-life dependability for your customers .. . 


And DAVIS greater values—model for model, hand 
or power—plus exclusive features found in no other 
mower, mean faster turnover and quicker, easier 
sales and profits for you... 


Yes, there’s GOLDEN OPPORTUNITY for you in the 
Davis Golden Anniversary Line . . . We invite you 
to cash in on it. 


~SALES LEADING DAVIS 50/50... 
biggest value in 18” power mower 


Every quality feature plus exclusive Davis 
Flex-A-Matic Safety Clutch. Simplest, Safest. 

@ Briggs & Stratton and Clinton 1.1 H.P. Engine 

@ Hyatt Automotive Precision Roller Bearings 

@ Semi-Pneumatic Rubber Tires 

@ New Easy-Oil Hub Caps 

@ Color: Canary Yellow with Canterbury Blue Trim * 


tExclusive Davis FLEX-A-MATIC 
Safety CLUTCH 


A V-Belt Automatic 

Transmission! Elimi- 

3 nates necessity for sep- 

] Q arate Clutch-controls. 

AN Fully automatic. Safety 

- + release manually con- 

| trolled. Clutch operation 

controlled by throttle 

.. lever. Precision-made 

2 unit . No adjusting 
i] required. 


DAVIS UNIT BOXED 
EXCLUSIVE! PATENTED! 
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Sales-le 
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20” 
1.6 to 
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CE TAG IF THE BRAND-NAME IS DAVIS! 


NEW! Built the BEST DAVIS 1951-1952 Line 
















. up, Up, 
uture on Sales-leading Davis 50/50, Safest, Simplest. Today’s big- 
piversary gest value in an 18” power mower. 

‘Big Brother’ Power Model 52. All the pace-setting 
ury... features of Model 50/50 plus 22” cut. 
unce and Rotary Model 51. Cuts tall grass to carpet smoothness 
ie and grinds cuttings to fine mulch. Pulverizes leaves and 

spreads over lawn providing nature’s best fertilizer. 
del, hand Two superlative hand mowers— Four Square Model 56 
no other and Whispering Model 57. Davis streamlined beauty 
r, easier and mechanical perfection. 

See your Jobber . . . or write us for full details. 
age G. W. DAVIS CORPORATION 
— RICHMOND, INDIANA, U.S.A. «+ Established 1902 
rer ROTARY MODEL 5! 

Cuts to within /2” of walls, fences or other obstructions, 
= a eliminating tiresome hand trimming. Suction-action, 
dened-steel mowing blade raises grass and weeds 
to upright position cutting to smooth height and at the 
, same time chops cuttings and leaves to fine mulch. 
Rubber mulching roller distributes cuttings evenly and 
operator from “kick-back” of rocks, stones, 
rok One piece solid-cast aluminum alloy chassis 
denne ip 
7 e i] 
rim pod includes shock relievi be ray det discs and 
fiber safety friction discs. Semi La aed rub- 
ATIC Rotary 7 front, A x 1.50; reat di id Me x 1.75. 
sven Medel 51 eels moun one ividua 4 
omatic 20” Cut 
ena 1.6 to 2 H.P. 
ontrols. Engine 
. Safety 
ly con- 
eration 
hrottle 
1-made 
jjusting 
Square MODEL 56 
4 New! Improved! Smartly Designed « 
TED! 10” Wheels + Semi- Peete tab 


ber Tires + 6” Reel, 5 Blades, 4 
Roller 
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healer Values 





1932 


SINCE 1902 


Technically Progressive 
Productively Efficient 


Built 
the 
Best 


NEW MODEL 52 
Exclusive Davis Flex-A-Matic 
Safety Clutcht 
Briggs & Stratton 1.6 H.P. Engine 
Hyatt Automotive Precision Roller 
Bearings 
Semi-pneumatic rubber tires 
New Easy-oil Hub Caps 


Color: Canary Yellow with Comber 
Green Trim. 












Whispering MODEL 57 
Streamlined Steel Shield - 10” 
Wheels « i-Pneumatic Rubber 
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“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110, 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
98,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specifie 
with flat and chamfered machined 
p=. Nut end, oval point. Land 
tween threads shiny, bright, 
mirror finish. Carried in stock. 


ae 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


THE FERRY CAP & SET SCREW CO. 


2155 SCRANTON ROAD e e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin ng 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* , 
ADJUSTING SCREWS 


Valve any adjusting screws — 
Hexagon head style — to blue — 
specifications—hexagon head 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


7 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Lo ee in various 
head shapes oil holes and 
grooves o Stherent kinds, and flats 
accurately mill 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
sert — steel cover Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16", 3/4",15/16" across the flats. 


Tapped 1/4” to 3/4” inclusive. 


Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


sage sion antenna an 


REA, 





carried by 
LEADING 
DISTRIBUTORS 


SPECIALS 
furnished to 
BLUE PRINT 

SPECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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k* sells rope to new custom 





The HandyPak®* stimulates impulse buying. 


The SalesMaker* 


More Sales...More Profit...Less Effort 
when you put one of these to work for you 


Give a dealer enough rope—well displayed—and he’ll double his sales. That’s what 
dealers all over the country are discovering about Plymouth Rope Sales Units. Every 


dealer can sell rope today ... 
store requirement... 





because Plymouth sales units fit every type of hardware 
allowing each dealer to choose a rope stock, well displayed, 


that will give him proper turnover with minimum investment and maximum profit. 
Select the‘display which is best for you, then ask your jobber to explain the Plymouth 


3-Way Selling Plan: 


THE SALESRAK* 


Complete unit contains 16 spools, 
(6x 14,6 x 3”’,4x 14”). The 4” 
and 44" sizes are connected in 
units of 3 x 100’ spools. The 4” 
size is connected in units of 2 x 
100’ spools. This rack holds 3 x 4", 
3 x %”, and 2 x 14” spools all at 
one time. 





THE HANDYPAK* 


Thirteen attractively packaged in- 
dividual coils, in 50’ and 100’ 
lengths. Ideal stock for the retailer 
who has steady but small demand, 
builds volume from “‘impulse-buy- 
ing’, answers the universal de- 
mand for rope for household needs. 
Replacement coils available. 





THE SALESMAKER’® 


Displays, measures, cuts rope in 
any six sizes up to 1’’ diameter. 
Designed for retailers whose vol- 
ume justifies inventory in full or 
half coils. Rope fed from basement, 
overhead, shelves, or floor. Nearly 
4,000 retailers testify to increased 
rope sales up to 100%, with this unit. 


IF YOU SELL BINDER OR BALER TWINE 


Plymouth ‘Red Top” and “‘Green Top” Harvest Twines 
are designed for fast, economical, trouble-free operation 
in the field. “Red Top” and “Green Top” Binder Twines 
have proved their dependability for 65 years. Plymouth 
Baler Twine, first ever made, was designed in cooperation 
with the originator of the automatic twine-using, pick-up 
hay baler. 








re 
Sells regular Ope customers 
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It’s the ONLY one of the 3 biggest man-woman 
magazines that offers 3/2-million natural hardware 
prospects—screened for the BUY on their minds! 


ICTURE 3%-million better-income 

families—3 out of 4 of which 
own homes—and remodel or repair 
them at the rate of nearly 2-million 
jobs a year! 


Picture all the families now building 


homes. Do you know that 7 out of 


10 of them read BH&G? 


Yes, home-owning, home-building 
families are your most natural 
prospects. They buy household hard- 
ware, tools and power tools by the 
millions—and seed, fertilizer and 
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Serving a SCREENED MARKET of 3’ - Million Better Families 


a 


garden tools in the same big way. 


And, husbands and wives together, 
these 32-million families read Better 
Homes & Gardens—avidly—to see 
what’s new, what’s better, what’s for 
THEM, among all the things sold to 


make—and keep—a house a home! 


Can you picture a better boost for 
your selling efforts than a campaign 


in BH&G? 








MEREDITH PUBLISHING COMPANY, Des Moines , lowa 
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BRINGS EXOTIC HAWAII INTO THE KITCHEN 


Here’s a delightfully different Decoware pattern 
that’s fast becoming a customer favorite! It fea- 
tures the Royal Anthurium — one of Hawaii’s 
most exotic flowers! Freda Diamond, famous 
designer, achieves an exciting effect by placing a 
brilliant red cluster against a gray, textured 
background. It brings gaiety to the kitchen... 
blends beautifully with other elements. 


Women like their kitchen sets in Decoware. They 
enjoy Decoware’s solid, durable construction, its 
bright, wash-proof lithography, the wide choice 
of colors and patterns. Decoware is the profit 
line to sell! 


To get complete details on Decoware — contact 
our nearest sales office. 








CONTINENTAL C, CAN COMPANY 


CONTINENTAL CAN BUILDING 


100 East 42nd Street 


EASTERN DIVISION: 
100 East 42nd Street 
New York 17 


New York 17, N. Y 


PACIFIC DIVISION: 
Russ Building 
San Francisco 4 


CENTRAL DIVISION: 
135 So. La Salle Street 
Chicago 3 
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ANOTHER STORE 
PROVES THE SALES-POWER 
OF RUBBERMAID - - - 
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in Summit, New Jersey, 
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[ f | TRADE 








COMPLETE DETAILS Wik Lh at : 
MARKSTONE MANUFACTURING CO., INC. 


2460 WEST GEORGE STREET CHICAGO 18, ILLINOIS 
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AUTOYRE ACCESSORIES KEEP MOVING FAST 


bi dentine Sati 
¥ y 























Ai al-1d-mr-]a- Malo le -4-10)240-] lal lore] Mi laal hem Colm -1elele Mm e-1-3.0-) 

no special seasons for good values. That's why, all over 
the country —all through the year — good times and bad, 
Autoyre fixtures move. And, as far as limitations allow, 
we always do our utmost to deliver the goods — 

to assure a steady supply of Autoyre bathroom and 


kitchen accessories for your counters, your customers. 


THE AUTOYRE COMPANY * OAKVILLE, CONNECTICUT 
MATCHED ACCESSORIES FOR BATHROOM AND KITCHEN 


‘Designed to Make the Passer Buy’’ 
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EARL-WICK 


“Custom Built’ Hampers 


covered with 


WASHABLE, QUILTED 


4 hamper styles 
(plus matching 
wastebasket) to 
double your ham- 
per business — be- 
cause they're 
“beautiful enough 
for the bedroom 
as well as the 
bathroom!" 


“Hassock” style 
hamper — doubles 
as vanity seat or 
extra TV seat. 
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Kicking off COSCO’S biggest 


Xmas campaign—a full-color, 
full page in plus 4-color 


ads in 5 other great magazines 
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page size OF “Better Homes © That ma s every el9 
Gentleman, Journal, Dec. issues. es—saying to shopper > This 8 wr ca iy ni AT 1) & Mod ri 
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741,583 messages" actical gift every ~ ot the height a iB - SZ Order 8 
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ALABAMA GEORGIA MARYLAND 

Birmingham Moore-Handley Hdw. Co., Inc. Atlanta. .... Beck & Gregg Hardware Company Baltimore. ....... The Bagby Furniture Company Man 
Birmingham Wimberly & Thomas Hdw. Co., Inc. Atlanta .Chas. S. Martin Distributing Company altimore David Kaufmann's Sons, inc N 
Mobile. ., Moore-Handley Hardware Co., Inc. ee . National Distributors, Inc. Cumberland Felix Half & Brother, Inc. ewark 
ARIZONA IDAHO Hagerst 5 jel, Rohrer & Co., Inc. Newark 
Phoenix... . Momsen Dunnegan Ryan Company Terre re The Salt Lake Hardware Co. MASSACHUSE TTS i Newark 
Phoenix... .Williom Volker & Company ILLINOIS Boston.....-2+eeseeeeees Bigelow & Dowse C NE 
ARKANSAS a Ee Ace Hardware Corporation Boston....+.+++++++eeee Decatur & H 
Fort Smith. . . Eads Bros. Furniture Co. Chicago..... A. C. McClurg & Co. OS eee The W.T 

Little Rock... . .Fones Brothers Hardware Comp any Chi Peck & Hills Furniture Co. Boston nett Milhender Distrit 

CALIFORNIA Chi f Triangle Industries Corr Springfield “e Milhender Distrit 

Fresno William Volker & Company Morehouse & Wells Co. MICHIGAN ie . ‘ 

Los Angele California Hardware Company Eva Hibbard-Spencer-Bartlett & Co. Ann Arbor. 5 Maurice-Robe 

Los Ang Certified Appliance Distributors Peoria Isaac Walker Hardware Company Derk. Sagan r r ws 

Los Angeles Union Hardware & Metal Company INDIANA Detroit oeeees Daybert Vis wr tg 

Los Angeles.\Wm. Vetker & Co. of Los Angeles, Inc. Decotur , The Schafer Company, Inc. ee “ ast § oer ¥ 

: ymentdo C larke Wheeler Company Universal Furniture Company es f ane ae Pee Morle 

Sacramenfo.:.... Wil Capitol Wholesalers Gran j Ror id Michigan Hardware 


William Volker & Company 


sn Diean ~ Y 
an Diego... Van Camp Hardware & Iron Co. 





Eva 
liam Volker & Company Indian 

R 

S 





S 
5 \ M 
San Diego... Western Metal Supply Co. Miller Brothers Hardware Co. Mor 
Sar Francisco . Baker and Hamilton Interstate Distributing Company, Inc. Sapinow. chines Sihmaaiadieail 
an Francise ceeeeeees+M, Seller Company IOWA oie — 0 
San Francise fi} ol on i yra cove 
2 RONG yas bdadckere’s a ker & = B hittenden & Eastman Company Marshall-Wells Compar Utica 
COLORADO CF SCR FIGREHEO, I De: Moine Brown-Camp Hardware Company Coast to € t Store alate 
Denver Wm. Volker & Co. of Colorado, Inc. des Moine Schmitt & Henry Manufacturing Co. Janney-Semple & Ashe 
Grand Junctior The Salt Lake Hardware Co. KANSAS 4 





CONNECTICUT Dodge City W. A. Ll. Thompson Hardware Co. 
































Bridgeport Park City Distributors, Inc. gpg ° Townley Metal and Hardware Co. “ 

Hartford Roskin Distributors, Inc. Topeka W. A. lL. Thompson Hardware Co. MISSISSIPPI ; vetoes 

DELAWARE Wichita......William Volker & Co. of Kansas, Inc. Jackson . r Brothers Hardware High F 
' Wilmington Wilmington Jobbing & Distr. Co, KENTUCKY act Townley Metal and Hardware Co. 

DISTRICT OF COLUMBIA Louisville. Belknap Hardware & Manufacturing Co. Konese City, William Volker & Co, of Missouri, Inc Conton 

Washington. . . Fetterman Hardware Co. Louisville ; . The Otis Hidden Co. eg ke cde itech directa adie ade line 

Washington. Peizman-Grob Co. LOUISIANA ie re <a Associated Furnit 

FLORIDA Monroe Monroe Furniture Co., Inc. St. Louis... hapleigh Hardware mpan 

Jacksonville.......... S. B. Hubbard Company New Orleans United Distributors, Inc. St. Louis. . Witte Hardware C e 

Jacksonville . Swindal-Powell Company New Orleans Woodward, Wight & Co., Ltd. MONTANA e 

Pda awesreoneete L. Luria & Son, Inc. Shreveport lee Hardware Comp any, Ltd. Bill Hardware . 

| Ee er Railey Milam, Inc. Shreveport. . William Volker & Co. of Louisiana, Inc. Ma arshall-Wells ¢ 7 

PE 059.00 80-00% Swindal-Powell Company MAINE Grect Fall es William Volker & ar ' 

St. Petersburg........ Clarke Siviter Company, Inc. ES a er Rice & Miller Co. NEBRASKA e 

TOMPG.. cc vecccccccees |, W. Phillips & Company Portland. .......The Emery- Waterhouse Company Omaha... . William Volker & Co. of Nebr — 

Tampd...seeseeeeeeees Swindal-Powell Company PN cxcccdasincecsesd Nelson & Small, Inc. Omaha....... Wright & Wilhelmy Company ss 
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Moke your store 


ts, 
For bigger volume and profi 


«COSCO Gift 


oved most poP’ 


4-D Step del 8-F Utility Cart, 


Order all models in all co 


A . 
HAMILTON M Colombes, Indiana 


Makers of COSCO Household Stool 


»SHIRE 


Manchester The Emery-Woterhouse Company 
Newark A ae Beller Electric Company 
Newark .....-Eagle Sales Company, Inc. 
Newark eaniaws . «H. Schultz & Sons 
NE XICO 


Momsen Dunnegan Ryan Company 
.....-William Volker & Company 


siackars Albany Hardware & Iron Co. 

peewee Alfred Distributing Company 

cokes owe Roskin Bros., Inc. 

SR ee ere te William Goldenblum & Co. 

ee eb beceeeee Horn Brothers 

pe cyebN mien Lennis Products, Inc. 

et at Barker, Rose, & Kimball, Inc. 

ent : . . .Roskin Bros., Inc. 

Loring Lane Company 

co Masback, Incorporated 

New York Times Appliance Company, Inc. 

Allison's, Incorporated 

- ...Thelsen, Inc. 

Albany Hardware & Iron Co. 
NA 








: Allison Erwin Company 
ae Sullivan Hardware Company 
iia Allison Erwin Company 
ike ov Allison Erwin Company 
seit Odell Hardware Company 

; -Allison Erwin Company 





The Canton Hardware Company 
sai Imex Corporation 

. The Kruse Hardware Company 
. . The York Supply Company 
inna seoutate The W. Bingham Co. 
cneedemeweeesie The Kane Co. 
ec ncniepiaes aes ein . The Kane Co. 
...The Tracy-Wells Co. 

The York Supply Company 
The Bostwick-Braun Company 
, The Kane Co. 

. The Toledo Merchandise Company 


“COSCO Gift Headquarters 


eps 71" 
feature the “Big 

.. e stock and puild your 
> groun 
en de luxe 
ding Model 
G Kitchen 
Model 10-A 
Chair, and 
Chair. Get 


Headquarters 
me aoe the sev 
cosco’s “Big . ular, inclu 


models Pre ool, Models 2-D and 3 


4-A Youth 


e Back Kitchen ush 
Model g-F Postur SCO Christmas r . 
oe jors—today! 


NUFACTURING CORPORATION 


s, Chairs and Uti 


For y 


To increase 
shoppers - -° 
proadside jilustrating all 
a reference for 
LIFE ad; (3) 

jants and pro 
commercials for your Ta 


your Cosco representa 


lity Tables 


OKLAHOMA 


Oklahoma City..... Miller-Jackson Company 
Oklahoma City. Wm. Volker & Co. of Oklahoma, Inc. 
Tulsa. . Miller-Jackson Company 
Tulsa... ‘ ...-William Volker & Company 
OREGON 

Portland F. B. Connelly Co. of Oregon 
Portland Marshall-Wells Company 
Portland William Volker & Co. of Oregon, Inc. 


PENNSYLVANIA 
Good Distributors 
Domestic Distributors, Inc. 
: Peirce Phelps, Inc. 
Everybody's Supply Company 
Franklin Hardware & Supply Co. 
Peirce Phelps, Inc. 
Supplee-Biddle-Steltz Company 
American Hardware Supply Company 
Felix Half & Brother, Inc. 
J. A. Williams Company 
Joseph Woodwell Company 
R. B. Wall Company 
Electric Appliance Distributors 





RHODE ISLAND 


Providence Ballou-Johnson & Nichols Co. 
Previdence Milherider Distributing Co. 
SOUTH CAROLINA 

Charleston ee ee Allison Erwin Company 
RO re oe Allison Erwin Company 
Columbia..... ..+....++National Distributors, Inc. 
Greenville.......... Allison Erwin Company 
Greenville Sullivan Hardware Company 
Spartansburg Sullivan Hardware Company 
SOUTH DAKOTA 

Sioux Falls larson Hardware Co. 
TENNESSEE 

Chattanooga Southern Furniture Sales Company 
Knoxville. House-Hasson Hardware Co. 
Knoxville : C. M. McClung & Co., Inc. 
Memphis. . The National-Rose Company 
Memphis. . . Orgill Brothers & Co. 
Nashville . Moore-Handley Hardware Co., Inc. 
Nashville ieee ....J. L. Perry Co. 
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s Christ Corpus Christi Hardware C 
Christ William Volker & Company 
Cullum & Boren Co. 


Hall Wholesale Company, Ir 


TEXA 

Amarillo Morrow-Thomas Hardware Company 
Amarillo William Volker & Co. of Texas, Inc. 
Austin The Walter Tips Company 
Corr 

Co 

Da 

Da 








Dallas William Volker & Co. of Texas, Inc. 
EI Pas Momsen Dunnegan Ryan Company 
El Paso William Volker & Co. of El Paso, Ir 
Houston Peden Iron & Steel C 
Houston William Volker & Co. of Texas, Inc 
Lubbock Morrow-Thomas Hardware Company 
San Anton William Volker & Co. of Texas, Inc. 
AH 
Salt Lake City The Salt Lake Hardware Co. 


Salt Lake City. . . William Volker & Co. of Utah, Inc. 


VERMONT 


Burlington...... : Vermont Hardware Co., Inc. 
VIRGINIA 

Norfolk. ...... Norfolk Distributing Company 
Richmond... . ...-Natior | Brands, Inc. 
Richmond...... Richmond Hardware Company 
Roanoke. .... Nelson Hardware Company 


Seottle....... F. B. Connelly Company 
Seattle... Marshall-Wells Company 
Seottle. . Nm. Volker & Co. of Washington, Inc. 
Spokane... Jensen-Byrd Co 
Spokane... . Marshal!l-Wells Company 


Spokane....Wm. Volker & Co. of Washington, Inc. 
WEST VIRGINIA 


Charleston A R. H. Kyle and Company 
Huntington. . . Huntington Wholesale Furn. Co,, Inc 


WISCONSIN 


Green Bay.... Morley-Murphy Company 
Milwaukee... .. . Frankfurth Hdw. Co. 
Milwaukee. . . Morley-Murphy Company 
Wousau..... Morley-Murphy Company 











































There is only ONE 
line of enameled 
ware Nationally 
advertised to 
consumers... 





ENAMELED WARE | 
Titanium added for extra life 


And that’s the one that SELLS / 
wand SELLS / 
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ANNOUNCING A BRAND NEW CUSTOM MODEL 


2 AIvin ‘coo. 


C00K, 


completely restyled and streamlined! 


Here’s a new super-deluxe, loaded-with-eye-ap model 
of America’s first and finest, full-size pot pe er. It has 
all the features that have made Arvin Lectric Cook a 
best-seller, PLUS new beauty and richness. Gleaming 
aay og myee finish, with mahogany-bakelite trim. Ready 
in time for your holiday selling. Orders accepted now! 





Model 3550 


For your deluxe tenth +2 g% 


SPECIAL “BAKER’S DOZEN” DEAL ON DELUXE MODEL 


6 Arvin “toon 






C00K 


One FREE with every 12 you buy! 


Has been a national best-seller at $29.95! Now reduced to 
$24.95, a great price leader for profitable promotion! Cook- 


Medel 3500 $+) 4? 5 ing area equals 3 ten-inch skillets, with jiffy-quick conver- 


New low price complete with grids! 


sion to a fully automatic waffier. Get full facts on the 
BAKER’S DOZEN DEAL from your Arvin distributor! 


SOC C OOS EEE HEEEHHEHEHEHEEHEHEE HEHEHE EEE HEHEHE HEHEHE EEE EES Poe ee eee esses eeeeeseeeeee 


All prices subject to change in accordance with OPS regulations. 








Arvin—First in Electric Heaters! 
Famous Arvin Hot-R-Cool year-round heater- 
fan heads a complete line of fan-forced electric 
heaters, all instant-heating, all beautifully fin- 
ished, all with silent induction motors—no TV 
or radio interference. Exclusive Safeguard 
Switch on three models cuts current if heater 
is tilted or upset. All Arvin Heaters operate 
on AC only. Priced from $11.95 to $21.95. 


Arvin—5-year Guaranteed Irons! 
Three beautiful, dependable Arvin Irons to 
meet every customer’s needs. All are light 
weight (3 lbs.) with 1000-watt element cast in 
oversize aluminum sole plate, tapered for easy 
tuck-and-button work. All have heat-control for 
all fabrics. Jerk-proof cord. Model 2100 (shown) 
$12.95. Other models $11.95 and $14.95. 
ALL GUARANTEED 5 FULL YEARS! 


Arvin Toast-Tested Automatic Toaster 
Queen of all pop-up toasters, with exclusive 
Arvin Sta-Warm Shelf to keep toast hot and 
melt in butter if desired—with hinged crumb 
tray for easy cleaning—with the solid integrity 
of Arvin workmanship through and through. 
Triple-tested at the factory for years of satis- 
faction. More features with fast appeal than 
any other automatic toaster. $22.95. 


ARVIN DISPLAYS PUT ZING IN YOUR SELLING! YOUR DISTRIBUTOR WILL GET THEM FOR YOU FREE. 
Electric Housewares Division ARVIN INDUSTRIES, INC., Columbus, Indiana 
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SAVAGE MODEL 99EG 


Hi-Power Lever Action 
Repeating Rifle 
Cals. Savage .300 and .250-3000 




















“First in the Field” display card, in full color. 
Size 27” x 22”. Free to dealers. 


SAVAGE SALES CALENDAR 


1951 NOVEMBER 1951 


The tremendous consumer demand for the Savage Model 99—*‘America’s most 
wanted big game rifle’’—and the hi-power va/ue of the Savage Model 340, make 
these rifles sales naturals. Both models will be nationally advertised in consumer 
magazines this month and throughout the peak buying season. 


SAVAGE MODEL 99 


Of course, your customers are familiar with the famous Savage Model 99 hi- 
power rifle. Although the supply still falls far short of meeting the tremendous 
demand for it, greatly increased production is constantly making more *‘99’s’’ 
available. Two different styles—99EG for fast shots in timber country and for 
general hunting. 99R—especially designed for mounting telescope sights for 
long range shooting. Both styles feature lightweight, streamlined construction 
and fast lever action for rapid, accurate, off-hand shooting. Both are chambered 
for either the Savage-developed .300—which ranks in the top group of hi-power 
big game cartridges—or the Savage .250-3000—the pioneer, hi-speed, flat tra- 
jectory cartridge. 


SAVAGE MODEL 340 


Feature Model 340 as the season's ‘‘best buy"’ in a fine, hi-power rifle. Cham- 
bered for the always popular .30-30 cartridge, it’s the perfect rifle for deer—and 
similar game. NOW—greatly improved and modernized from muzzle to butt 
plate—new, handsome walnut stock, mew round knob bolt handle directly over 
trigger for fast operation; mew ramp front sight and disc elevator rear sight with 
click adjustments. High in quality, it’s the /owest priced .30-30 rifle on the 
market. Check your stock now—don't miss this opportunity for dég fall sales! 


SAVAGE ARMS CORPORATION 


Firearms Division Chicopee Falls, Mass. 





SAVAGE: STEVENS + FOX 


Rifles and Shotguns 


SAVAGE * WORCESTER Power and Hand lawn Mowers 





SAVAGE MODEL 340 


Hi-Power Bolt Action 


Repeating Rifle 
Cal. .30-30 
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Its South Berd! 
Tops nin Tackle! 


Once again South Bend brings you the best in tackle. Here are 
a few of the new rods, reels and lures that will help make 
South Bend your most popular tackle in °52. Your customers 


will be asking for it...ask your jobber about it now. 


No. 3269 

XL® HOLLOW GLASS 
SPINNING ROD — $14.95 
2-piece, 6’3”. Perfect length, 
action for light lures. 


= 
No. 3351 
XL® HOLLOW GLASS 
TROUT ROD — $24.75 
No. 1100 SPINCAST® REEL — $27.50 


No. 900 SMOOTHCAST® REEL — $22.50 
Nylon Gears! Direct Drive! 
Smooth — quiet — fast. No back- 
lashes. Corrosion-resistant chrome 

steel. Available December 1951. 





No. 912 WEE-NIPPEE® — $1.35 
Possesses deadly surface action. 6 
finishes. Weight 3/8 ounce. Model 
No. 916 for spinning, 1/4 oz.—$1.25. 













Superb 2-piece rod with ex- 
Precision-Built! Entirely New! ceptional action. 8’, 8!4’, 9’. 
Designed by expert spin casters 
for spinning at its best. Easier to No. 3260 
use. Available February 1952. ~ 

XL® HOLLOW GLASS , 
TROUT ROD — $15.95 Is 
Good quality at presi | 
price. 2-fiece. 734’, Sy 


Coming four new 
spinning rods for 
fresh and salt 
water fishing de- 
signed by 


Doe Sates, nh. 


outstanding authority 
on spinning. 

No. 1965 FIN-DINGO® — $1.25 
Lively zig-zag action caused by fins. 
Sinks slowly. Molded plastic body. 
Six finishes. Weight 1/2 ounce. 








See This New South Bend Tackle at the NATIONAL 
HARDWARE SHOW — BOOTHS 704-705 


BAIT COMPANY  Neire F BENp 


910 High Street, South Bend 23, Indiana Hiren, 
t 


SOUTH BEND 


z) 
” Stihtinag 
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Every year PRO-TEX-MOR sets new sales records in stores throughout the country 
.-- almost 10 million have already been sold. Are you getting your share of this 
big business? 
The thousands of direct inquiries received from all areas, including yours, indicate a tremendous 
volume potential. Our plants are now in production and hope to be able to take care of all 
requirements. However, we suggest early orders to avoid possible shortages which might 
result from government regulations. 


Plan your fall business now... write or wire for full information. 


PRO-TEX-MOR — SS 


















































































Storm Doors and = 
Storm Windows j tia bil 
are still available | page ant ences ee 

h 1 | v7, re £ 
at the same low | Coa oe 17; Ny a 
1950 ¢ | 4 @ |i 
RETAIL | | 4M “v3 + 
PRICE 100 | } mua eG T 
OF % gh 

HUGE 
NATIONAL 

ADVERTISING 

PROGRAM IN 

FARM PAPERS 

and 
NEWSPAPERS! 
| = 
> 
A 
PRO-TEX-MOR Storm Doors and Storm Windows are shipped in sturdy Websins 

yy packages with full directions for easy installation. Can be put up in a Patent Number 2321078 
y jiffy using only hammer and scissors. 
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PERMACOTE 


otit Chip, Poel or Fade 


PERMACOTE 
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It’s here! The greatest Christmas Bulb advancement 
in years! It’s PERMACOTE . . . the exclusive new 
Westinghouse process that actually fuses a layer of 
colored glass to the body of the bulb. Result—a 
Westinghouse Christmas Bulb with these exclusive 
features: 


© Uniform color that won’t chip, peel or fade 
e Truer, more brilliant colors 


© Completely weather-proof for indoor or 
outdoor use 


Here are great new sales features you can use to 
help boost your Westinghouse Christmas Bulb sales! 


W, HA 7 nj MORE —We’re Backing Up This 
Exclusive Selling Feature 
with a Big, New Christmas Bulb Promotion! 


/ ’ So, for Christmas Bulbs and Christmas 
i 9 / Bulb display helps, specify Westinghouse. 
/ , 
you CAN BE SURE...1F ITS 
eR Se 


it ee ee ee 
PUSH THE NEW “4 ot 
10 LAM. 
4 Ay Westinghouse 
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Sales Representatives 


New York — Julius Levenson, Inc., 7 E. 
17th Street 

Pittsburgh —G. H. Johnston, 130 Car- 
negie Place 

Chicago — D. Sidway McKay, Space 
619, American Furniture Mart Bldg. 

Nashville, Tenn.— Louis Williams & 
Company, Third National Bank Bldg. 

Kansas City, Mo.— Harvey D. Rush & 
Sons, 4638 Nichols Parkway 

Los Angeles — Glenn B. White and As- 
sociates, 1151 So. Broadwa 

San Francisco—Glenn B. White and 
Associates, 1355 Market Street 

Portland — Glenn B. White and Associ- 
ates, P.O. Box 622 











— 


Send for full color circular 
illustrating and describing all 
five Pal automobiles 












A OTHER 


PAL AUTOMOBILES 
ie i7.\9) Mise): 
CHRISTMAS! 


%& No. 625 Pal Torpedo Roadster YX No. 627 Pal Fire Chief 


Just in time for 
hristmas — 







air 
keke) rir. 
LADDER 





MODEL NO. 


635 


Pal is ready for this Christmas! Production is now under 
way on all five of the famous Pal automobiles, and deliveries will 
be made in ample time for your Christmas requirements. 


The same high quality construction, smart styling and fine 
finish, for which the name, Pal, is so well-known, are found in 


these five popular priced models. Body and undergear 


are made from heavy gauge steel; the 8” double disc wheels 
have extra quality rubber tires. The No. 635 is 41” in 
length, and comes fully equipped with a smart windshield, 
a chromium plated gong bell, two natural finish wood 
ladders, a seat pad, and adjustable pedals. 


W No. 637 Pal Station Wagon ye No. 639 Pal Dump Truck 


Products of PAL WHEEL GOODS, Inc. 


18 


MICHIGAN CITY, INDIANA 
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| Boontonware Launches Full Color National Advertising 
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How long can you wait... 


For Your Biggest Housewares Success Story? 


be ae 


Boontonware in two short years of retail selling 


now rates among the top three volume housewares 
producers in many major stores. 


How long can you wait... 

to cash in on a brand new 

Full color national advertising program in 

Good Housekeeping—Better Homes And Gardens 


Just wait a couple of weeks and you'll see the ads 
above in glorious color! BOONTONWARE is launch- 
ing its story to 17,800,000 readers of Good House- 
keeping and Better Homes in November . . . and 
more, watch December issues, too! 


How long can you wait... 

for the most comprehensively merchandised line of 
Melmac® dinnerware today—packaged completely 
to display, sell, ship; strongly promoted at point- 
of-sale; backed by full selling-aids program; Guar- 
anteed Against Breakage; Nationally Advertised— 
and, naturally, still under-produced with demand 
spiralling every day. 

How long can you wait... 

for the finest line of Melmac® dinnerware, a line 
that’s basic for day-in-day-out selling, that turns 
over faster than you can say BOONTONWARE. 


Why Wait? Write today! 


ettengun say A Secciiliinaes gun.tng the finest 
fine dinnerware fashioned of MELMAC® 
A Product of BOONTON MOLDING COMPANY, BOONTON, N. J. — Custom Molders for over thirty years 
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MAKES CAULKING A >NAp a 


Seal Rite 
WORLD'S LARGEST MANUFACTURER OF CAULKING MATERIALS 


announces the sensational new 


I 


A pnaptlalk 


“Dearreivce AND SKELETON GUN 


Y NO WIRES V NO TWISTING 
~ NO THREADS WV NO CLEANING 


Nozzle and Cartridge always lock into correct position for Caulking 


SNAP-I-CALK CARTRIDGES SNAP-I-CALK SKELETON GUNS 


Packed 24 to a carton... available in Packed 12 to a carton. Solid steel con- 
gray or white. Contents approximately struction, brilliant chrome finish. Finest 
1/10 gallon. Can be used in Full Barrel quality materials and workmanship assure 
Cartridge Gun as well asin Skeleton Gun. durability and long life. 


JUST SNAP OUT! 
SOLD THROUGH DISTRIBUTORS ONLY 


REGULAR SEAL RITE DISCOUNTS... ORDER TODAY 


SEAL RITE CAULKING COMPANY, INC. 


192 Green St., Brooklyn, N. Y 6335 Lyndon St., Detroit, Mich 6001 S. Gramercy Pl., Los Angeles, Cal. 
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about these WIZARDS ws WOOD 


. . » that demand for the three specialties illustrated is jumping ahead by 


leaps and boundst... that folks are “hungry” for them. 


.. that dealers 


who feature the displays we provide are astonished at the volume they can 
develop for Firzite, Satinlac and Weldwood Glue. Stock up on all three— 
order these wizards from your jobber today. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 321, 55 West 44th Street ° 


New York 18, N. Y. 





America’s Largest Selling Wood Give 


PLASTIC [ 
RESIN 

For making things 
or fixing things, 
recommend Weld- 
wood Glue— for all 
wood - to- wood 
bonds. Makes joints 
stronger than the wood itself. Mixes 
easily with water. Stain-free, rot- 
proof, highly water-resistant! A fast 
selling item to hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c and larger sizes. 








WELDWOOD" 





Tame that wild grain with 


FIRZITE® 


Over 40 million feet 
of fir plywood are 
sold every week! 

‘ Here’s your market 
for FIRZITE, be- 
cause it’s a “MUST” 
when finishing fir ply- 
wood or any other 
soft woods. Used as 
an undercoat it “tames” unsightly wild 
grain on stain jobs... virtually prevents 
grain raise or checking on paint jobs 
. readies the surface satin-smooth 

for. stain, paint or enamel. (For blond, 
pickled or tinted effects, for that 
“woodsy” look, recommend White 
Firzite on either soft or hard woods.) 








A*Natural” for these modern “natural” finishes 


SATINLAC 


The big modern trend 
is for light natural 
» wood finishes. When 
; customers ask you what 
F to use, you'll make 


SATINLAC 


™ friends by recommend- 
> g ing SATINLAC. It 
brings out and pre- 
serves the natural 
grain and color-beauty of any plywood 
or solid wood. Satinlac avoids that 
“built-up” look; yet will not turn yel- 
low or darken with age. “Water- 
white”; easy to brush or spray; dries 
ready for next coat in 3 or 4 hours. 





In pints, quarts, gallons. 











*Trade Mark 








tStimulated by our accelerated ad 
campaign in Saturday Evening Post, 
Better Homes & Gardens, American 
Home, Living for Young Homemakers, 
Popular Science, and over 20 others. 
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It’s New | 
It's Dittere 










a atelitoh anc) | 


water system 


Mfg. by Goutos Pumps Inc. 
Seneca Fats, N. Y. U.S. A. 





A complete self-contained water system 
for capacities up to 520 GPH. 





Tankless .. requires no storage tank, 
“a a“ . 

no extras. Fresh water always, direct from 

the source, with no intervening tank. It's 

“city” water service at lowest cost. 








The Balanced-Flow principle is an exclusive Goulds design feature. No 
other pump offers your customers so much for so little . 
sounder basis for a profitable water systems business. Get your share of 


.. provides a 


profits from today’s tremendous shallow well market . . . feature the new 

Balanced-Flow, the newest accomplishment of the world’s largest manu- 
P & 

facturer of pumps exclusively. 


SELF-ADJUSTING CAPACITY... 

The Balanced-Flow automatically and instantly adjusts its capacity 
from a minimum of one gallon per minute up to its maximum capacity, 
as the varying demands for water require. The unit runs continuously 
while water is being used without starting or stopping—yet for the same 
amount of water pumped, the Balanced-Flow runs no longer than a 
conventional unit with a tank. 


CORROSION RESISTANT... 


All cast iron parts touched by water are coated to resist rust and 
corrosion. Impeller, guide vane and diffuser of modern plastic. 


PRICED RIGHT... 


Dollar for dollar, there's no better buy! It’s priced to move—and you're 
offering a complete self-contained water system for just the price of a 


pump. 
ONLY ONE MOVING PART... 


Rotating impeller is the only moving part in the quict, safe and compact 


GOULDS PUMPS INC., Seneca Falls, N.Y. COU 


52 


new Balanced-Flow. Close coupled construction insures permanent 
alignment and freedom from wear. Easily installed anywhere. 


CUTS SERVICE CALLS... 


The new Balanced-Flow is engineered for years of trouble-free service. 
Install itc—and oer it! There’s nothing to wear out . . . nothing to 
repair, replace or adjust periodically. You can’t go wrong! 


ALLIED SALES... 


With every sale of the new Balanced-Flow, you create a prospect for 
hundreds of dollars worth of water-using equipment: sinks, bathrooms, 
water heaters, milkhouse and dairy equipment, etc. Sell the pump—the 
pump sells! 


SATISFIED OWNERS... 


Your best advertisement. You'll find new Balanced-Flow users are 
especially enthusiastic boosters of their Goulds dealer. Ask your 
Goulds distributor or write us for fuller details 


WATER SYSTEMS 


FOR EVERY FARM AND HOME NEEO 
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A Complete Line. Rubber Hose and 
BOL oe Pes Tip-Top 


Merchandising Aids 


Enables the Independent De 


Attractive sales disks keep hose neat 
and give you a sales-promoting display any- 
where in your store. 


Disks are slotted, thus providing a con- 
venient hand-hold by which customers can 
easily carry a coil of hose from your store. 


TRUCORD RED 


Gvaronteed in writing for 10 Years. Red colored %%’’ hose ot a 
price your customers will like 


Rot resistant tube @ Layer of rayon cords @ Withstands mony times 
ordinary water pressure @ Cover resists weather and abrasion @ Full- 
Flo Couplings are solid brass. 


Available in BLACK at a lower price. Black is guaronteed in writ- 
ing for 5 Years. 


VULCO 


Guoronteed in writing for 15 Years. A Popular Priced Double 
Braid Hose, of full 56 diometer. 


@ Tube is seamless and rot proof ® Double layer of strong rayon cords 
is bonded together with layer of tough rubber @ Withstands many times 
ordinary water pressure @ Genuine red rubber cover is specially de- 
signed to shed dirt, will resist weathering and abrasion indefinitely @ 
Has solid brass Full-Flo Couplings @ Color will not rub off. 


VULCO (BLACK)—%” diameter. Black VULCO has the same Heavy- 
Duty, Double Braid Construction as Red VULCO but is made in the 
larger %4"’ diameter. 


Gates PLASTIC Hose 


Some customers greatly prefer a Plastic Hose. 
You can give them exactly what they want—and 
‘at an appealing price—from among these Gates 
Plastic Hoses. 


PLASTIC-CORD 


A Reinforced Rubber Hose with a Beautiful PLASTIC COVER. Has 
all the flexibility, long life and othér advantages of a rubber hose with 
the added eye-appeal of a bright and shiny real PLASTIC cover. Guor- 
anteed in writing for 10 Years. Available in %” or 2” diameter. 


@ Inside rubber tube is seamless and rot-proof @ Reinforced with a 
layer of tough rayon cords @ Withstands many times ordinary water 
pressures @ Hos %” solid brass Full-Flo Couplings @ Beautiful shining 
cover will not stiffen up on cold days @ Resists oil, weather, abrasion. 


FULL-FLO MODERNETTE 


RED and GREEN. Guaranteed in writing for 10 Years. Has full 
9/16” diameter — Doesn't Choke Water Flow. 


®@ Has Full-Flo Couplings crimped four times for a permanent connection 
@ Withstands many times ordinary water pressures @ Color will not rub 
off @ Resists oil, weather, and abrasion. 


PLASTI-PLY 


Made with Two Plies of Plastic Bonded Together and Re-inforcing 
Each Other. Guaranteed in writing for 5 Years. 


®@ Withstands many times ordinary water pressures @ Holds solid brass 
Full-Flo Couplings permanently @ Resists oil, abrasion, and weathering 
indefinitely @ Color will not rub off @ Flexible even in cold weather. 


aler to Really Compete 
and get VOLUME Sales at a profit! 





Here is a real 
Price Leader 


RIPPLE 


Designed especially for 
competitive purposes. RIPPLE 
is no undersized hose. It is 
full 4” inside diameter with 
a tough, seamless inside 
tube © Layer of strong cords 
® Rugged corrugated cover 
® Withstands ordinary city 
water pressures ® Standard 
¥e" brass couplings © RIPPLE 
will put a profit in your 
pocket from many a price- 
minded shopper. 


GARDEN 
HOSE 


for 


1952 


For 
Incomparable 


Merchandising 
and Selling 
Aids-- 











Make Every Coil of Gates Hose 
Self-Displaying and Self-Selling 


Every coil of Gates Hose—except RIPPLE, the bargain 
price leader—comes packaged with an attractive sales disk 
printed in two or more colors. Disks are tied securely in place, 
as shown in the pictures—and each one tells a persuasive sales 
story about its particular hose. The photos show how the disks 
make it easy to build a sales-creating display of Gates Hose 
anywhere in your store —out on the sidewalk or in your window 
to catch the eye of passersby and really build sales for you. 


for name of Gates JOBBER nearest you— 
MAIL this COUPON—TODAY! 


The Gates Rubber Company 
999 So. Broadway, Denver, Colo. 


Please send me the name of the Gates Jobber nearest me who 
will call and give full information about your attractive, ey 
building deal in Garden Hose for Independent Dealers. 


Name 
Address 
City. 


State. 
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THE GATES RUBBER COMPANY, DENVER, COLO. 
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he ‘| had my doubts about selling 
1 book in a hardware store. But 
ot any more. This Better Homes 
& Gardens Handyman’s Book fits 
ight in. My clerks didn’t have to 
ell it -- it sold itself. The people 
at come into a hardware store 
ike ours really go for the book. 
e know we're making better 
ustomers out of them, too, ev- 
Mery time we seil them the Handy- 
= 2.man’s Book.” 
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F. R. Rodgers, Manager 
Carr Hardware 
Ames, lowa 













Garoe N his Frank Rodgers of Carr Hard- 
JQUARTERS ware Company, hundreds of retail- 
é ers are finding the Better Homes & 
Gardens Handyman’s Book a big 
seller — and a big business-builder. 
m For every copy sold makes you a 
neat profit — and makes some man 
a better customer for your tools 
and materials. 


This book is exactly what the 
average man-about-the-house 
needs. A big, complete book with 
1660 step-by-step pictures. It shows 
him how to save money by making 
hundreds of home repairs and im- 
provements himself. And to do this 
work, he’s going to need saws, ham- 
mers, drills, paint, putty, nails... 
Cost-- all the things you sell. 



















try 


=e ° — the Handy- 

For Christmas — 327°. 
a wonderful man’s gift. Nationally 
advertised in Better Homes & Gar- 
dens, Popular Science, Popular 
Mechanics, reaching millions of 
families interested in improving 
their homes. 


Order a stock today. See for 
yourself why hardware men say 
“this book is a gold mine for the 
hardware business.” 


54 sales in 3 weeks 
i convinced me’ 





| Better Homes and caries a 


Handymanis 


Hoadauartors 


reports Frank R. Rodgers 
Carr Hardware, Ames, lowa 






Make y your store handyman headquarters 


Fifty-four sales in the first three 
weeks, without any local advertis- 
ing ! No wonder Frank Rodgers has 
been converted from deep doubt to 
glowing enthusiasm for the Better 
Homes & Gardens Handyman’s 
Book. 

The picture shows the store’s only 
promotion for the book — the 
“Handyman Headquarters” display 
— the same waco you can get 


EE See scncpensescenctnsescsunnmvense 


FREE INSPECTION OFFER — for the trade ONLY 


BETTER HOMES & GARDENS, 2110 Meredith Bidg., Des Moines 3, lowa: 


Without obligation, send free-inspection copy of your big new BH&G Handyman’s 
Book, retailing at $3.95 — and full details of your sales-building ““Handyman’s Head- 
quarters” Plan. Unless we return book in 30 days bill us at regular trade discount. 


Ie Bassin a nicnsancnncacinoniocetnensveseneuscncustie 


from your jobber with your order 
for Handyman’s Books. 

Get the Complete Handyman Kit, 
including posters, banners, counter- 
displays, newspaper ad mats. Make 
your store headquarters for the 
handyman who needs tools and ma- 
terials to do home improvement 
jobs. Promote the. Handyman’s 
Book. It makes any man a handy- 
man, and a better customer for you. 
















































kg REL RA IRR te eee eae ee er en ae 
(Order regular stock from your jobber . eke promotion material) 


RETAIL PRICE $3 95 
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You get more... 
you save more with 


CHEVROLET 


va 


r/ 


ADVANCE-DESIGN 


TRUCKS 





ia ai F 
ners Whatever the job you have for a 


. “ hie” truck, Chevrolet has the truck that’s 
inva les: right for your job! It’s a new Chev- 


first tn $4 ‘a rolet Advance-Design truck, built 


4 
. oO a 
ae \) to cut your trucking costs down to 


rock bottom. Saves you money when you buy, because the 
purchase price is low. Saves money right along, because no 


other truck in its price class offers the great combination of 


ruggedness, durability and economy you get in Chevrolet. Just 
look at the extra value features that make Chevrolet trucks 


stand up better, handle easier, cost little to run and maintain. Yout 
best truck deal is the deal you get on a Chevrolet Advance- 


Design truck at your Chevrolet dealer’s. 


56 


CHEVROLET DIVISION OF GENERAL MOTORS 
DETROIT 2, MICHIGAN 


w pFULLER & CO 


aintTs K>? 
paINio-* 








ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD EN- 
GINES—the 105-h.p. Loadmaster or 
the 92-h.p. Thriftmaster—to give you 
greater power per gallon, lower 
cost per load © POWER-JET CARBU- 
RETOR—for smooth, quick accelera- 
tion response * DIAPHRAGM SPRING 
CLUTCH—for easy-action engage- 
ment ®© SYNCHRO-MESH TRANSMIS- 
SIONS—for fast, smooth shifting ° 
HYPOID REAR AXLES—for depend- 
ability and long life © NEW 
TORQUE-ACTION BRAKES—for light- 
duty models * PROVED DEPEND- 
ABLE DOUBLE-ARTICULATED BRAKES 
—for medium-duty models * NEW 
TWIN-ACTION REAR BRAKES —for 
heavy-duty models * NEW DUAL- 
SHOE PARKING BRAKE—for greater 
holding ability on heavy-duty models 
e NEW CAB SEATS—for complete 
riding comfort © NEW VENTIPANES 
—for improved cab ventilation °* 
WIDE-BASE WHEELS—for increased 
tire mileage * BALL-TYPE STEERING 
—for easier handling ® UNIT-DE- 
SIGNED BODIES—for greater load 
protection © ADVANCE-DESIGN 
STYLING—for increased comfort and 
modern appearance. 
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EVERYBODY BENEFITS 





IF EVERYBODY GIVES 
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Give to your local 
Red Feather Campaign 


CAMPBELL CHAIN Gompany 


Main Office—York, Pa. 
Factories—York, Pa. & West Burlington, lowa 


CAMPBELL 
CHAIN 
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Tie in with 


THE GREATEST IN THE 


SKIL ‘‘How To Do It” Charts are a smash hit 
with home owners and hobbyists everywhere, 
due to SKIL consumer advertising! Offered in 
national magazines, these plans for home proj- 
ects have drawn thousands of requests. And 
now, here’s a great new campaign—harder- 
hitting than ever before—offering more of 
these sales-building SKIL-Charts backed by 
advertising power that will step up your store 
traffic and win customer interest! 


Tie In For More Sales! 

Here’s "How To Do It”’ 
Order the Promotion Kit with window stream- 
ers, counter cards, SKIL-Charts and other 
valuable materials. Check your stocks! Arrange 
your displays. Then, put the Promotion Kit to 
work. It will make extra profits for you! 





Your Customers Will Read "How To Do It” 
Advertising In These Great National 
Magazines And In Local Newspapers 
with Parade And This Week Magazine! 





SKIL Home Shop consumer advertising is 
going to have tremendous “push” for Fall and 
Christmas sales! In addition to the regular 
schedule of advertising in The Saturday Eve- 
ning Post, Better Homes and Gardens and other 
national magazines, there will be hard-selling 
ads in This Week Magazine and Parade. 


Contact Your SKIL Wholesaler Now For SKIL-Charts And Other Merchandising 
Material To Display In Your Store! Tie In With SKIL Advertising! 


Ade bebe those 


bez 


HARDWARE AGE, OCTOBER 18, 1951 


SKILS 















SKI 


HARDV 








1S 


ar 


e- 
er 





}, 1951 


How to Do It Campaign 


POPULAR PRICE MARKET 










MELPED ME Save $250 
OM THESE movERN 
KITCHEN CaBiners! F 





in 





















+ 4 new look te 
wile han plenty of storage apace 
Seat efficient cabinets t built és my *Pare time, And the 
| peed tor materials. You can do this tow 
ent SKIL Home Shop Tools 

Vou don't have to t 
but Thought » six 


ous kitchen! Now my 
“nd all becwuse of the 
¥ Cost us just the $185 
with the free SKIL-Chart No. tos 


I'm just an amateur 
Home Shop Saw thet did « 


There ave duzens of things you cam buitd fo, the house with SICTL Home 
Shop Toots. You can speed repairs too And the grent thing about these fine 
tools the way they pay for themesives with the money they Save 






a 
56? Were ve Checmme 3, tt 





SKIL = The Biggest Line! 


There ar 6 tools in he ome ho ine, one for every need. You 
e 


ene sy ns 


Skilsaw, Inc. —Home Shop — 
Chicago 30, lil. 
5033 Elston Avenue, 
SKIL Home Shop SKIL ae Shop 
Shop lo 
ees aaa Fon oy & Polisher Ye i} 
” Dr 


to 9, Ont. 
Skiltools, Ltd., 3601 Dundas Street West, Toron 
Dri 8%" Saw in Canoda: ’ 


1 
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measure-marked 


Display Coils 








COUNT THE MARKS .. . CUT IT OFF! rope sales are 
just that easy when you stock H & A “Blue Heart” Manila 
or “Red Heart” Sisal Rope in these measure-marked Dis- 
play Coils. Here is first quality rope, pre-measured and 
accurately marked every five feet; combined with vivid 
display value and protective packaging that keeps rope 
clean and untangled until sold. No wonder dealers wel- 
come H & A measure-marked Display Coils as unbeatable 
sales makers, time savers and profit boosters. Complete 
information on request. 

“Blue Heart” Display Coil packages colored blue and silver. 
“Red Heart” packages colored red and silver. Dimensions of 
hexagonal carton 15” x 13” x 6%”. Approximately 20 Ibs. of 
rope per coil. Available in %4”, %6”, %”, %Ae” and %” rope 
sizes only. Rope larger than 42” not packaged in Display Coils. 


THE HOOVEN & ALLISON Co. 
“Spinners of Fine Cordage since 1869” 
XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. * OMAHA, NEB. * MINNEAPOLIS, MINN. 
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HERE’S A NEW Pot 


THAT pleases CUSTOMERS 





@ This drill has a new kind of point that makes accurate, clean 
holes fast in light or heavy gauge sheet metal. No slipping, no 
sliding, no chatter. Centers accurately and bites quickly with 
little pressure. 

There’s a big need for this better sheet metal drill. Home 
craftsmen, plumbers, sheet metal workers, garage and body shop 
mechanics will welcome it enthusiastically. You'll find it useful 
yourself for repair work around the store. 

Conveniently packaged set of 5 drills, 1 each 4, %e, ¥%, Hs, and 
Y,” in heavy cloth container. 

Standard Shield Brand Drills have been specified and used 
since 1881 for production work by leading farm implement, 
automotive, appliance, electrical, aviation manufacturers. This is 





an assurance of quality and realiability. SHIELD BRAND 
Order Set No. 45 from your wholesaler today and thus give top DRILL SET NO. 45 
service to your customers who do sheet metal work. FOR SHEET METAL WORK 


STANDARD [OOL ((0. 22420800 ono 


New York + Detroit * Chicago * San Francisco 





THE STANDARD LINE: Drills « Reamers + Taps + Dies + Milling Cutters » End Mills » Hobs » Counterbores + Special Tools 
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YOU CAN'T HELP MAKING MONEY 


If you sell one of these famous space heaters 


La 





ALLEN’S 

BARNES 

BENNER-NAWMAN 

BEYER 

COLE HOT BLAST 

COLEMAN 

COLEMAN (Canada) 

CREST (Canada) 

CREST-AIRE (Canada) 

CUSTOM AIRE 

DOMESTIC 

DRACO FIREBALL 

DUO-THERM 

ENTERPRISE 

ENTERPRISE (Canada) 

ESTATE HEATROLA 

EVANS 

EVEN-TEMP 

FAWCETT TORRID- 
OIL (Canada) 

FESS (Canada) 

FINDLAY (Canada) 

FLOOR-O-LATOR 

FLORENCE 

GILLEN 

H. C. LITTLE 

HERCO HEAT FLO 
(Canada) 

INTERNATIONAL 

JUNGERS 

KEMAC (Canada) 

KLEER-KLEEN 

LACO 

LONERGAN 

MAGIC CHEF 

MARCHAND (Canada) 

MONARCH 

MONARCH (Canada) 

MONOGRAM 

NESCO 

NORGE HEAT 

ORAN 

PERFECTION 

PREWAY 

QUAKER 

QUAKER (Canada) 

SAFEWAY 

SCOTSMAN 

SIEGLER 

SILENT FLAME 

SUPERFLAME 

THERMO-PRODUCTS 

TORRIDAIRE 

VIKIMATIC 

WASHINGTON FRUGAL 
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PLUS su ora 


AUTOMATIC HEAT= WITH LOW-COST, 
EASY TO SELL 
A-P COMFORT CONTROLS 


Yes, if you sell one of the famous-make space or trailer heaters listed here 
you can offer every customer the luxury of true automatic, thermostatically 
controlled heat! This means easier selling, because you can offer comfort 
and convenience equal to the most expensive kind of heating, with no 
wasted heat — and substantial fuel savings! 

What’s more, this easy-to-sell comfort means AppiTIoNAL Prorits for 
you. Write now for Bulletin T-2 on A-P Comfort Controls. 





EASY TO INSTALL 


There’s an A-P Electric or Mechanical Comfort Control ac- 
tually engineered to fit these heaters. Just mount conversion 
top on present manual control; connect to thermostat and 
transformer. Mechanical thermostat even eliminates wiring! 


Famous for completely reliable 
DEPEWN oy. a: 2 @ me ontrols service... in oil heating ... 
gas heating ... refrigeration. 


A-P CONTROLS CORPORATION 


(formerly Automatic Products Company) 
2442 N. Thirty-second Street « Mil kee 45, Wi in @ In Canada: A-P Controls Corporation, Ltd., « Cooksville, Ontario 
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You can stock and sell rules at the same time 
with this colorful NEW display. It’s FREE to 
dealers with Rule Unit No. 125E and holds 
one dozen fast-selling ““Green End” Rules in 
4 popular models. 


Set it up on your counter—it’s a traffic- 
stopper. When customers see the familiar 
Stanley carpenter—the rich green background, 
they know at a glance that you carry famous 
Stanley ‘““Green End”’ Rules. 

This on-the-spot salesman stands but 10” 
high and takes less than one square foot of 
counter space. Put this display unit to work 
NOW making more rule sales . . . more real 
profit for you. 


STANLEY TOOLS, NEW BRITAIN, CONN. 


THE TOOL BOX OF THE WORLD 





Reg. U.S. Pat. Off. 
HARDWARE ® TOOLS ® ELECTRIC TOOLS © STEEL STRAPPING ® STEEL 
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GOOD TOOLS 


Users of Crescent and Crestoloy Tools have long since 


learned the economy of paying just a little more (than 
“cheap” tools cost) to get a whole lot more in hand tool 
quality. Superior tool design not only reduces worker 
fatigue but produces more-and better output. The 
longer life of Crescent and Crestoloy Tools definitely 


reduces maintenance and replacement costs. 


Ce ER gs aes Set FS 
GET YOUR FREE COPY... CDECER! 
This new 20-page booklet provides many ww : 
useful how-to-do-it ideas for both amateurs 

and professional mechanics, as well as basic 

information on the proper selection, use 

and care of hand tools. 93 illustrations. 

Write today. 


Hiygn Of lhe CO-Mi3san 
Spb of Ercellente 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NE W YORK 
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DON’T LET CHAIN CUSTOMERS GET AWAY. 


Sell McKAY CHAIN .. . the complete line that 
offers ‘‘a chain for every use.’’ Dealers report 
increases up to 600% after installing the McKAY 
“Silent Chain Salesman.’”’ Write for full details. 


THE McKay COMPANY 


400 McKAY BUILDING - PITTSBURGH 22, PA. 
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The locks preferred 
by better craftsmen! 


There’s a Corbin lock for every cabinet 
purpose. And sales figures show that 
amateur and professional craftsmen 
who take the most pride in their work 
prefer to “lock up” their jobs with 
locks of Corbin quality! 


me CABINET LOCKS 


CORBIN CABINET LOCK Division 


The American Hardware Corporation 
New Britain, Conn. 


You'll make more profit from your 
sales of cabinet locks if you sell 
CORBIN Cabinet Locks. Your Corbin 
jobber will be glad to suggest a 
minimum stock that enables you to 
satisfy every demand.: 
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Best of Brand! Best of Steel! 


The World’s Champion saw blade is shorter, its handle 
—Atkins No. 65—first choice ONLY ATKINS makes smaller. It is the ideal saw 


of home craftsmen and car- " » for students, for men and 
penters for generations — Caer Chel saws* women too. And, like its 
has “sired a son.”’ It is the famous father, it has 
Atkins Jr.-65. Same style, same fine “Silver brothers for different, specific types of work. 
Steel” quality, same Perfection handle, the Ask your hardware wholesaler to show 
Jr.-65 is identical in everything but size. Its you the complete line of Atkins Jr. saws. 


E. C. ATKINS AND COMPANY 
Home Office and Factory: 402 S. Illinois Street, indianapolis 9, Indiana 
Branch Factory: Portland, Oregon Knife Factory: Lancaster, New York 
Sales Offices: Atlanta e¢ Chicago © Portland « New York 


* 





inuU S.A 


“Silver Steel” and 
Hoosier Brand Files 
The finest files that 
money can buy. A 
type for every pur- 
pose. See your hard- 
ware wholesaler. 


HARDWARE AGE, OCTOBER 18, 1951 67 








Every fibre individually waterproofed — every That's because Columbian Rope is quality con- 
inch resists rot, wear and abrasion—every foot trolled from the moment the fibres are selected 
guaranteed for quality, strength, durability, by our organization in the Philippines till it's 
service — in a word, STAMINA. wrapped ready for shipment. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn “The Cordage City,” New York 
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4 OUT OF 5 ARE 
PROSPECTS FOR 


AMER-G//1S 


FILTERS! 















* 4 out of 5 warm air furnaces now being installed 

are forced air units . . . red-hot prospects for 
AMER-glas Filters three times each year. To this 
steady stream of new prospects, add ae 4_million 
forced air furnaces already installed. There are real 
profit opportunities in selling AMER-g/as Filters to 
this high volume, high turnover market. Are you 
getting your share of this business? 





LET US SHOW YOU HOW TO 
MAKE MONEY WITH AMER-G/15.. “ 


AMERICAN AIR FILTER CO., INC., 435 Central Ave., Louisville 8, Ky. i] 













Please send me complete information on AMER-glas Replace- 
able Air Filters. Tell me how | can get free selling aids. 





NAME. a 





An Gegmeeud product of aR - 
> ee aa Aix Litter naa er | a 
& 











COMPANY, INC. CITY. SS SS eee 
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L34-1 Ib. Butter Dish and cover 
L35-4 lb. Butter Dish and cover 





B2— Salad Bowls. 
Large 11” mixing. 
BI-6” serving. 





CS4L-Lettered Canisters — compact, 
4-3/4"x6” to 6-34"x8-Y4’’. 
for varied use 3-34’’x5-¥” to 





L113-CL, CF Cookie 
jars match Canister 


ets. 6-34" x 8-4” 





mee Le 
L51-Spice Rack, with 
exclusive decorative 
appeal. 1354” long. 





SS-1 Salt and Pepper 
Set matches canisters 
screw top, chef size. 


sanitary. 
CSJ4F-Floral decorated 
5-3/4"x7-54”. 


We et 





PS109 Pantry Set-4 
crystal containers, tops 


match canister colors. 





T2-Larger Tray with 
long compartment for 
cutlery, size 10x13. 






ILL LO © CY czy sz, REFRIGERATOR DISHES 


Are Standard Accessories For Modern Kitchens 





L80-Cake Cover Set, 
crystal covers, colored 
bases. 111%4x5'4. 





B20L Bread Box- 
matches canister sets, 
extra large capacity. 





nee 

L33-Cheese Slicer and 
storage container, holds 
regular 2 Ib. brick. 


— eg 





T1-Silverware Tray. 4 


compartments 734x13. 
Popular colors. 


L36-Refrigerator Dish-4”x4” size 
L37-Refrigerator Dish-4”x8” size 












Light, durable, space saving . . . with crystal covers 
and crystal or colorful opaque bottoms. Their sparkl- 
ing beauty makes kitchens “sing”. Naturally she 


will also want this NEW, matching Lustro-Ware 
CRISPER (L-40) for extra refrigerator storage or 
These 


large covered dish use. Size 13x8%4x41o. 
Lustro-Ware staples are shopped for regularly. 









For gift giving or for her own use, 
Lustro-Ware Plastic Housewares are 
tops on the shopping list of the mod- 
ern housewife. She likes their utility, 
loves their sparkling beauty and saves 
by their budget price. Quality is ob- 
vious for each item bears the Good 
Housekeeping guaranty seal. And 
she has been pre-sold from regular 
advertising in leading Women’s Mag- 
azines. Keep your cash register jing- 
ling by featuring a Lustro-Ware 
counter and identifying your store, 
with our many FREE MERCHAN- 
DISING AIDS, as Lustro-Ware 


headquarters in your community. 


If you are not already stocking the 
Lustro-Ware Line, there is still time 
to do it before the Holidays. Write 
for catalog or contact your supplier. 
COLUMBUS PLASTIC PRODUCTS, INC. 
Columbus 4, Ohio 


Lubtnro: Ullane 


PLASTIC H 


OUSEWARES 


ape 

‘*" Guaranteed by © e 

Good Housekeeping 
yy 


cy 
L245 avvransto WES 


anal on ~~ o 








Bie Ritts : 
L112B-Ice Bucket. Air 
insulated, double wall. 
Will not sweat. 





L45-Pitcher for refrig- 
erator or table use. 
2 qt. capacity plus ice. 

eats 








~~ 7 


T5-Serving Trays in 
crystal, transparent & 


colors. T10-Round. 





L55-Clothes Sprinkler 
with fool-proof snap- 
on top. Non-tipping. 


Over 100 Lustro- Ware items NATIONALLY ADVERTISED in 4 leading Womens’ Magazines 
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A\ GREATEST TRIPLE-THREAT 
\_PERFORMERS 


For Year-round Selling 








. of course, it’s electric! 


Westinghouse KITCHEN UTILITIES 


as well matched as they are well known 


Home remodeling is again on the upswing. 

These Westinghouse Appliances have everything to score 
sales for you in this game. 

No matter what the kitchen modernizing signals call for, 
there’s a model or size to meet the situation. Take the 
Dishwasher. It comes in Under-Counter, Electric Sink and 
freestanding Cabinet Models. The many advantages of the 
exclusive, Roll-Out WASHWELL* make sales easy to win. 


WESTINGHOUSE ELECTRIC CORPORATION °¢ 


ELECTRIC APPLIANCE DIVISION ¢ 


The Waste-Away® is the Dishwasher’s perfect teammate. 
The sale of one leads to the sale of the other. 

And the Appliance that keeps all kitchen or laundry 
teams running smoothly is the Westinghouse Water Heater. 
The liberal 10-Year Protection Policy is proof of its de- 
pendability. 

Put these Westinghouse Appliances on your team. Get 
out in front of competition. *Trade Mark 


MANSFIELD, OHIO 


you CAN BE SURE...1F ITS Westinghouse 

































akler Look to WESTINGHOUSE for TV's Top Entertainment. . . Exclusive Telecasts of 
a. utstanding COLLEGE FOOTBALL GAMES ... plus WESTINGHOUSE “STUDIO ONE” every week | 
es = : -- ; | 
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Here’s How to Get Your 


FREE CAN-O-MAT 


_FREE DISPLAY! 


cao AN-O-MAT™ 


LOW pe | 
PRI ! Sl Mn ; 
CED | | ‘o> 
Loaded with ‘ : ct 
EXCLUSIVE | , Gaia) 
Good Housekeeping 
FEATURES 5 oman 


MMENDED 































master Gear 











NEW NEW NEW 
Master Gear Locking Swing Bracket Oil Ring Oil Channel aes que Handle 
o Levers 


Deluxe Model Cat. No. 160—white baked enamel and 


DURE SUI NINO e550. Ssloiecs t09.0% nee elee ewieie $2.98 
Chrome Deluxe Model Cat. No. 155—chrome handle 
and plate with choice: red, white or yellow...... $3.98 


Yost Newt ¥, Gift 


Ot ttt (Jat 
AY Seladios 


STREAMLINED 
AUTOMatTic 






eive th 
i list), YOU sages FE! Total 

($3.98 on ABSOLUTELY FR “a. 

ful counter 13.25.-.Your profit— 


PROFITS que 
2 Ways” 





ikaa-keky: 







You receive one Can-O. 


Po plus a handsome 

eight 'S assortment 

Pood — 160 Can-O.Mats ot fe 

~$42.74 v2n-O-Mate, Total retail aioe 

padibtines Our cost only $23.86 ‘ ve 
8.88, plus FREE display! -+ Your 








Order from Your Distributor Today!...or write 


=— —— ira a “ee 
. i) m& — 
RIVAL MANUFACTURING COMPANY i, > MA> H gS 
KANSAS CITY, MISSOURI =?) D 
RIVAL AE eee ee MONTES COMPLETE LINE OF CAN OPENERS FROM $2.98 to $7.95 
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GOOD NEWS 7 


fora change --:- 


Allotments of materials, essential 
to the manufacture of KEIL Key Machines 
are coming through on a better scale. 





This means — we hope — more and better 
service for the users and the buyers of 
KEIL KEY DUPLICATORS. 


Ask your Jobber 
to show you the 


NEW 


No. 1A and 1!/2 
AUTOMATIC 
KEY DUPLICATING 
MACHINE 


It’s STREAMLINED 


with new aluminum 
hood — good looking 
and easy to care for. 





USE OUR 


"PAY AS YOU PROFIT PLAN” 


Write today for complete information 
OR CONTACT YOUR JOBBER 














LE be00 


KE YouPLICATING MACHINES 








KEIt LOCK Coa@.,inc., CHARLESTOWN,NEW HAMPSHIRE 
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Does the jol 
putty, and ma 
profits too! | 
vertised, nati 
and nationall 
up on Nu-Gla 





Same fine | 
Speed Load. 
ing Compour 
in ¥ pint, p 
lon, 5-gallon 
gallon drums. 
standard of | 











here's the 
most efficient, 
most popular 
calking load 
on the market! 


’ SPEED LOAD 


Easy to use? YES! And even easier to sell! 










(No Building is 
Weatherproof 
until it is 


- | CALKED | 






















x Here are some of the reasons why the new, improved 

." NU-CALK SPEED LOAD enjoys such nationwide 
q popularity. The specially designed cap insures perfect 

contact with gun nozzle—can't pull loose from fiber 











board tube. Glassine-lined container is air-proof, mois- 
ture-proof, practically vacuum packed. With 
SPEED LOADS the user’s hands never 
touch the compound. Always has a 





smooth, even flow, and easy 
trigger action 


ge + and 


HERE’S THE 
STREAMLINED GUN 
TO GO WITH IT! 











— SELL 
WAP Ya Nu-GLAZE 
mittee INSTEAD OF 
PUTTY 





Does the job better than 
putty, and makes you bigger 
profits too! Nationally ad- 
vertised, nationally known 
and nationally used. Stock 
up on Nu-Glaze today! 





Here’s the other half of this famous sales- 
making combination! This SPEED LOADER 


Nu-CALK calking gun retails at a price that paves the 
CALKING way to more calking sales. It’s light, sturdy, 
fool-proof. Retails for only $1.95. Show it and 

COMPOUND you'll sell it! : 





Your order will be shipped same day received! 





_ fine product as in 
peed Load. Nu-Calk Calk- 

ing Compound is available STANDARD CG-3 CALKING GUN AVAILABLE PACKAGED 10 LOADS TO A CARTON 
in 14 pint, pint, quart, gal- 
lon, 5-gallon cans. Also 55- 
gallon drums. Nu-Calk is the 
Standard of calking quality 


There are 10 
Loads to 


each carton 
-one gal.) 


bil 


Experienced calking appliers still favor > he Please 
our CG-3 Standard Calking gun’s easy order in multi- 
trigger action and powerful piston action. Fran “teoighe al: 
px Fitted for use with either Nu-Calk Speed lowed on orders 
Loads or bulk calking. of -S cartene or 





MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1,.QOKLAHOMA 


951 


















Flatlux Regal Colors dry quickly to a 
luxuriant velvet finish, can be washed 


completely clean of any and all,soil, 
time after time. 






Flatlux Regal Colors, unlike other deep 
colors, retain their lasting beauty without y 
| Sido] diate Medal -1aMmavlolol-temelelollalin 


| = | " 
f Flatlux Regal Colors leave no tell-tale 


MES [o) oMelileMeloMmislela <omeloMolMiiloleliiihy 
without lapping. 





£ 
2 
& 

















Here's an all-new, all-gorgeous deep-color line that can step up your sales 
and profits in a hurry. Featuring the luxuriant deep shades most wanted by 
buying America, Flatlux Regal Colors are completely washable and non- 
burnishing, go on easily and smoothly without lap or brush marks. Quality 
product of exhaustive laboratory research. Flatlux Regal Colors can capture 
your local deep-color market exclusively for you under a protected-territory 
BPS Franchise. Color means cash so look into Flatlux Regal Colors today! 


As always with Patterson-Sargent, they're priced right and made with oil! 


- /— THE PATTERSON-SARGENT CO. 
1325 East 38th Street 
Cleveland 14, Ohic 











Please send me full facts on gorgeous new Filatlux 


Regal Colors. 


NAME 


ADDRESS 


CITY 









Sell the Best 


ALUMINUM 
SUREENING 





made of Alcoa Alclad Aluminum 


Here’s an item that’s in greater demand than ever. 
Strong, non-staining aluminum screening. If you can’t 
get all you want, don’t blame your jobber or the weaver 
who supplies him. They are doing their best for you. 
This superior aluminum screening is protected by the 
same Alclad process that gives extra corrosion resistance 
to our fighting planes. Now planes come first, so the 
supply of aluminum for screening is limited. 
ALUMINUM COMPANY OF AMERICA, 824K Gulf 
i Building, Pittsburgh 19, Pennsylvania. 





THIS TAG IDENTIFIES QUALITY aluminum screening made of 
Alcoa Aluminum and woven by leading manufacturers. Look 
for it on the screening you buy. Your customers will......... 








TO HELP YOU HOLD YOUR MARKETS Alcoa advertise- 
ments are running in these leading home magazines. Helping to 
build the ever-increasing demand for aluminum screening that 
will mean more sales and profits for you in the years ahead. 

























NON-STAINING, LONG-LASTING ALUMINUM 
SCREENING IS WOVEN BY THESE 
LEADING MANUFACTURERS 





American Wire Fabrics Corp. 
Chase Brass & Copper Co, 
Clinton Wire Cloth Company 


Cyclone Fence Division 
(American Steel & Wire Co.) 


Dixie Screen & Wire Products, Inc. 
Hanover Wire Cloth Company 
Heilig Bros. Company, Inc. 

The C. O. Jelliff Mfg. Corp. 
Keystone Wire Cloth Company 
New York Wire Cloth Company 
Pacific Wire Products Co., Inc. 
Pennwoven, Inc. 


Spargo Wire Company, Inc. 


Standard Wire Cloth & Screen Co. 


Reynolds Wire Company 
Wickwire Brothers, Inc. 


Woven Wire Fabrics Division 
(John A. Roebling’s Sons, Co.) 
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MISSOURI 
Sander re 
crease pa 
40% fo: 
Jones P 
Wallpap 
Springfiel 


} 0 


Rent ’en 
today ar 

It’s e. 
for starti 
of merch 
rolling i 
sales of 

A 12: 
America 
can mak 
soe SE © 


HARDW: 


SALES 
(LUMINUM 


THESE 
RS 


9 15% TO 40% WITH 
AR) AMERICAN SANDER RENTALS! 





NEW JERSEY... 

$6,500 extra vol- 
ume per year 
through sander 
rentals and extra 


is, Inc. 


ry 





SOUTH DAKOTA... 
Sander rentals 
step up paint 
sales 15% for 
Dunlop Wall- 
paper and Paint 
Co., Watertown, f 


MISSOURI... 
Sander rentals in- 
crease paint sales 
40% for F. G. 
Jones Paint & 
Wallpaper Co., 
Springfield, Mo. 


O00 CM fHOIM /; » 


Rent ’em and reap—that’s the way hundreds of dealers 
today are boosting profits with American Floor Sanders! 

It’s easy—because American gives you a complete plan 
for starting a sander rental business... and a complete kit 
of merchandising material. This helps you get extra profits 
rolling in the very first day—through rental fees and extra 
sales of seals, paints, brushes, abrasives, etc. 

A 12-page booklet tells all about this highly successful 
American Sander Rental Plan and shows you how it 
can make money for you. Send for it, without obligation 

.. use coupon. 
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L 


paint sales 
Keyport 


for 
Hard- 


ware Co., Key- 


port, N.J. 


FLORIDA... 


“Paint business up 


15% because 


of 


sander rentals”, 
says Flagler Paint 


& Glass 
Miami, Fla. 


Ss 


MERICAN 


FLOOR MACHINES * PORTABLE TOOLS 


4 


The American Floor Surfacing Machine Co. 
522 So. St. Clair St., Toledo 3, Ohio 
(] Send 12-page illustrated booklet showing 
how to make money in the floor sander 
rental business. 
J Send latest catalog on the following, with- 
out obligation: 
Floor Sanders CL) Floor Edgers 
Floor Maintenance Machines 
) = 
Street__. — 
City State 
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cat. no. G14 


FULLY 
GUARANTEED! 


We asked— and retailers like yourself all over the 
country told us their ideas for a Best Selling tool set. 


This year, more than ever before, retailers are looking for Christmas items and 
none is more truly identified with the Christmas market than Casco Power Tool Sets. 
After months of dealer survey to determine how our retailers could get big volume, 
we decided to go all the way with this outstanding Perfection Power Tool Set that 
can be sold as a leader item at your own retail price. You can use it to bring cus- 

: tomers into your store and to trade-up to higher-price Casco models. 
Super-Speed ’ Casco’s new Perfection Power Tool is styled in beautiful white Tenite with heavy 
\ duty universal motor that runs over 20,000 R.P.M.‘s with especially built in radio 
AC-DC Motor : and television suppressor, contrasting red switch and eighteen important accesso- 
Quiet ead cite ie ries, all packed in a beautiful scarlet Polystyrene case. It’s the niftiest gift you've 
BE ever seen for man or boy... with all the features that have made Casco Power Tool 

Sets so popular from Coast to Coast. 


ORDER NOW 





me & 


\ 











nly WHEN YOU ORDER OFFER “qv. 


<a $1995 


veee.c Blectromatic 


EXTRA-PROFIT OFFER 





» us the Nifiest Casco 


k for Hus 


3 


EXTRA-PROFIT OFFER Le 4 EXTRA-PROFIT OFFER cm < 


Order only Order only 
YOU GET for only be YOU GET for only $ 3.50 


° 


YOUR PROFIT..... $35.39 YOUR PROFIT..... $26.56 
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@ Camfield’s handy Twin Controls give you the one 
big exclusive in the toaster field—the extra-value feature 
that makes each sale faster! No wonder dealers say, 
“Camfield sales come twice as fast!”’ 


Only Camfield Gives You All These Sales-Clinchers! 


@ Real selling exclusives like Twin Controls keep Camfield 
Toasters in top demand. Other quality features are: 


1. Master Control that permits 3. Oven-Type Construction 
accurate adjustment to exact holds heat, keeps toast warm. 


local voltage requirements. & AE or OC eperetion— 


2. Hinged Crumb Tray for quick, approved by Underwriters’ 
easy cleaning. Laboratories, 








Camfield Advertising Keeps Profits Coming! 


| @ Consistent, month-in-and-month-out Camfield advertising 
in the big-readership national magazines, backed by vigorous 
merchandising helps, keeps Camfield a leader! Watch for the 

owerful Camfield Christmas advertising coming later! Tie- 
in for big profits with hard-selling, free display material. 


CAMFIELD 


Camfield Manufacturing Co. * Grand Haven, Michigan 
FAMOUS FOR BLUE RIBBON APPLIANCES 


82 








Exclusive Twin Controls Make Friends 
For €C AMELIE LD Double Quick! 


Complete Controls At Both Ends Give Dealers 
A Plus That Makes Extra Toaster Sales! 





Free CAMFIELD 


Promotion Package Pays Off In Bigger 
Profits! 


@ Camfield’s sales-building package of dis- 
play and promotional material that helps keep 
sales moving year ‘round includes: 





& Eye-Catching Toaster Display 
ee Traffic-Stopping Window and Store Posters 
© Attractive Hand-Out Folders 


Everything is free and comes packed with your 
shipment. You can put it to work without delay! 


CAMFIELD Is The World’s Finest 
Automatic Coffee Maker 





A best-selling 
Coffee Maker 
in a year’s time! 
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KING of the can openers 


For the é 





the one can opener that offers . . 


bigger VALUES 


OTHER FINE SWING-A-WAY 
KITCHEN APPLIANCES 


ICE CRUSHERS... 


Only all-metal crusher on the market 

KNIFE SHARPENERS .. . 

Angle blade-guide insures sharpening precision 
CAN AND JAR OPENERS... 
Opens anything in Cans, Jars, Bottles 


UTILITY RACKS... 


60-inches of hanging space 


(rn Goll 


for you 


(oot 


QUEEN of the kitchen 


for your customers 






bigger PROFIT margin 


e e . . 
the quality ... the retail price . . . the profit margin . . . 
The finest in wall-type can openers, with Swing-A-Way can openers sell for much less There are extra profits in store for you with 
such essential features as Syncro-Gear Drive; than comparable models! Truly America’s Best Swing-A-Way becouse there's a bigger spread! 
Shock-Proof Mounting; 5-Position Bracket! Can Opener Values! Just compare the figures and see! 


GET THE FACTS ABOUT SWING-A-WAY 
FROM YOUR JOBBER, OR WRITE 
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SWING-A-WAY MFG. CO. 


4100 BECK AVE.*+ ST. LOUIS 16, MO. 


x Agencies Lrd., 
$e INS RF i 





Port Credit, Ont. 
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Timed to stir gift interest at your 
glassware counters, the advertising 
power of more than 5 million copies of 
LIFE gets behind the fall promotion 
for Libbey’s new “Treasure Island” 
Hostess Sets. Another advertisement 
in the special gift section of the No- 
vember FORTUNE gives added support. 


The tumblers and stemware in this 
complete beverage service set are dec- 


LIBBEY GLASS 


Ssrasirsuznv 1818 


"Fics of Cagle! Finly gla) “Compile 
denyned by 
home bevenage 
Dunking © dg 
(guaranteed 
ave Pom antnt . 


Tneasnre Map oft bot 





0) t 5 
Freda Diam weit ney because: 


Ace. , oes 22K gold ~ 
ep Ne GORUME 7) Colovs 
aganst Mf ppr9: 

In @ handsome 


orated with scenes from Stevenson’s 
famous novel. Colors are permanent 
and crowning each glass is a sparkling 
rim of 22-kt gold. Like every glass made 
by Libbey, drinking edges are guar- 
anteed: “‘A new glass if the rim of a 
Libbey ‘Safedge’ glass ever chips.” 
“Treasure Island’’ Hostess Sets will 
be beautifully prepackaged in Treas- 
ure Map gift boxes. They’re easy to 
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AMERICAN GLASSWARE 


JUBILEE 


Oct 7-13 
















This American Glass- 
ware Jubilee emblem 
will appear in all 
Libbey consumer ad- 
vertising during Sep- 
tember and October. 
Key your promotions 
to the Jubilee and 
take advantage of the 
new interest in glass- 
ware it will create. 


to boost your fall glassware sales 


wrap, easy to handle, easy to build 
into eye-catching selling displays. 

Be ready to cash in on the interest 
this advertising will create. Build your 
fall gift promotions around the proven 
popularity of Libbey Hostess Sets. 
Place your orders now. Contact your 
near-by Libbey Glass distributor or 
write direct to Libbey Glass, Toledo 
1, Ohio. 





LIBBEY GLASS, Division of Owens-lilinois Glass Company, Tolede I, Ohio 
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Money-makers here 








and in your store 


MIAMI 


BATHROOM 
CABINETS AND ACCESSORIES 


Guests of the Elms Motel, on U.S. Highway 10, Flint, 
Michigan, leave in a “come-back-again” mood. You 
need only look in any of the 44 smart, convenient 
bathrooms to find at least one reason why—Miami- 
Carey bathroom cabinets and accessories! 














“It’s good equipment,” says owner Arthur V. 
Dowsett. “That’s why we bought it in the first place, 
and it has worked out very satisfactorily for us.” 


Your best customers, too, will prefer the beauty, con- 
venience and design features of Miami-Carey cabi- 
nets, mirrors and matching accessories. And this is 
important: The Miami-Carey line is complete .. . 
includes matching cabinets and accessories in every 
price bracket. Competitive pricing and liberal dis- 
counts assure fast action, fat profits. 


Right now, Miami-Carey offers three great lines—the 
largest selection of styles and types in its history. 
Better ask your Carey representative about your profit 
opportunities with Miami-Carey. See him soon. 


FREE! MIAMI-CAREY BATHROOM PLANNING IDEA BOOKLET! 


“44 Ideas for Your Bathroom.” 
Brimming with practical sugges- 
tions to help you help your cus- 
tomers brighten their bathrooms. 
Send for your copy. Fill in coupon 
and mail today. 


oO Cee 


From the House of Carey 


—Miami-Carey Bathroom Cabi- 
nets and Accessories * Ventilat- 
ing Fans * Fire-Chex Asbestos- 
Plastic Shingles * Ceramo Glazed 
Asbestos Cement Siding * Fire- 
Guard Rock Wool Insulation * 
Built-up Roofing * Asphalt 
Paints and Coatings * Carey- 








Miami-Cabinet Division 

The Philip Carey Mfg. Company 
Lockland, Cincinnati 15, Ohio 
Gentlemen: 

Please send my free copy of “44 Ideas for Your Bathroom.” [7] 
Ask a Carey representative to call and tell me about the profit 
opportunities offered by Miami-Carey's three great lines of 
cabinets and accessories. 


Name. 








stone Wallboard * Other Famous 
Products for Economical Build- 
ing and Remodeling. 


Miami-Cabinet Division 
The Philip Carey Mfg. Co. 
Lockland, Cincinnati 15, Ohie 
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Address 





State 





City 
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Double thickness—for extra strength 
Circular bearing surface makes chain run smoothly 
Round edges and sides reduce friction 


THE Fines sasu CHAIN 
elie 
YOU CAN SELL 


To homebuilders or homeowners, Hodell Sash Chain 
offers many special advantages over cord. It can’t fray, 
rot or break. It can’t kink or bend. It runs smoothly, 
silently, easily. [ts cost is so low that it can be used to 
replace cord for repair jobs—and it can be used in any 
pulley made for cord. 

Why not sell your customers this superior Sash Chain? 
All sizes on 500 foot reels. Ask your jobber about Hodell 
Sash Chain—or any of the many other types of Hodell 
Chain designed to ‘‘serve the best”. 


HODELL 
CHAIN 


Sewe the Beiw 


Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 
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Now ‘ 





Home craftsmen all over the country are reaching for 
the same sandpaper professional woodworkers have pre- 
ferred for years! 

Easy to see why, too. For the first time “Production” 
Paper—coated with aluminum-oxide, the world’s tough- 
est abrasive mineral—is available for home users. Discs, 
sheets and belts are pre-cut and packaged to fit most 
home power tools. Three simplified grits, fine, medium 
and coarse, make stocking problems easy. 

And the 3M Sanding Block’s a natural self-seller! It’s 
simple to load and comfortable to handle. Solid rubber 
construction gives a firm, flexible backing to the sand- 
paper. Works equally well for wet sanding. No wonder 
sales are zooming! 

Christmas sales idea: Suggest this block and sand- 
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your customers can buy 
professional sandpaper! 


paper to your customers as a unique gift for home 
craftsmen. Stock up now for the business rush! 
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Division 5 HOME WORKSHOP 
. Tt nailer} i > SANDPAPER 

Mining & Mfg. Co. 

, Ltd., London, 
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Slim and =. 
Profitable holiday gift feature 


ee * 
e? 
s 
e? 


Popularly priced, this folding travel 
ock combines sleek beauty of design 
with rugged dependability. You'll be 
surprised at how many buy the “Rambler” 


as a gift .. . and then return to buy 
ynother f r their wn use. 
and the 


"COMMANDER" 


a brand new 
general purpose 


household alarm clock 





art styling, guaranteed accuracy, obvious 
alue, give ‘'Triple-Tested’’ Gilbert Clocks 
ales appeal during the holiday gift season. 


Write, wire or phone for further information. 


The Wm. L. 





—— GILBERT 
Clock Corporation 
Winsted, Conn. 
cloclkmakers to the nation since 1807 


290 First St. 
San Francisco 


141 W. Jackson Bivd. 
Chicago 


551 Fifth Ave. 
New York 
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THE LEADER... 


REG. u.S. & CANADA PAT. OFF 


SAFETY FIREPLACE CURTAINS 


It’s easier to sell the leader—because your cus- 
tomers come in looking for the Flexscreen label! 
There’s always a demand for Flexscreen’s supe- 
rior fabric... for Unipull with Cool-Tab... for 
its beauty, safety and convertience—the result 
of our twenty-one years of continuous national 
advertising and manufacturing experience. 


NATIONALLY ADVERTISED 


HOUSE BEAUTIFUL 
HOUSE & GARDEN 


BETTER HOMES & GARDENS 
AMERICAN HOME LIVING 


Flexscreen (the original curtain screen) is the only 
nationally advertised woven-metal fireplace curtain. 
This year’s campaign (our 21st consecutive) is one 
of the best in our history. The peak selling season 
will be backed by hard-hitting advertisements in lead- 
ing home magazines. Flexscreen is easier to sell be- 
cause your customers ask for it by name. 


FOR PLUS PROFITS 

... feature the Frame Flexscreens ...they make effec- 

tive floor displays and offer all the exclusive advan- 

tages of famous Flexscreen in movable, sturdy-but- 

beautiful frames ... the NEW Guilford and the Oxford 
. in a wide range of attractive prices. 

Remember the Flexscreen line for a// your hearth 

furnishings ...andirons, firesets, grates, etc., specially 

designed for “companion sales.” 

Write us for complete information on our Dealer Help 

and Display Stand offers at 1051 North St. 


BENNETT: IRELAND INC. 


NORWICH, NEW YORK 
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William J. Goggin of the Goggin Paint Store, Kalamazoo, Michigan, 
always takes time to acquaint his rental customers with the operation of a 
Clarke sander. His 5 sets of Clarke machines are busy most of the time. 





‘‘Renta Clarke’s More Business Plan really 
works,”’ says Bill Goggin. “It brings regular and 
dozens of new customers into the store. It creates 
‘double-sales’—because we always sell related 
items such as sandpaper, paint, varnish and 
stain, as well as merchandise from other depart- 


complete selection of point-of-sale displays and 
promotional materials in the rental field—every- 
thing to build a profitable rental department. 
You'll find, as Mr. Goggin did, that Renta Clarke 
will increase your store traffic, win new cus- 
tomers and really pile up profit. Write for full 








ments. In fact, we average about $1,000 a year 
in rental fees from each set of Clarke machines 
alone! Plus $3.00 worth of related items for every 
dollar in rentals. That is really profit. Our Clarke 
rental department more than pays our rent.” 


details today! 






© SELL OR RENT * 
CLARKE SMOOTHIE SANDER § 





Remember, the Clarke Plan provides the most 


ark 
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... for professional rough, medi- 
um or fine sanding. 5 to 10 
times faster than by hand. Many 
customers rent... then buy! 


SALES AND SERVICE BRANCHES IN ALL PRINCIPAL CITIES 


SANDING MACHINE COMPANY 


3010 CLAY STREET ¢ MUSKEGON, MICHIGAN 


VISIT THE CLARKE EXHIBIT, NATIONAL 
HARDWARE SHOW, BOOTH NO. 325 
GRAND CENTRAL PALACE, OCT. 8-12. 











Guilt for sales... priced for protits / 


Once your customers see a Kimble Glass 
Bar and compare, they buy! 

For Kimble Glass Bars have rounded 
ends and spun-on metal fittings. Their 
smooth, clear glass and metal fittings 
protect the sheerest stockings or finest 
towels. 

Better yet, Kimble Glass Bars are 


A GLASS BAR FOR 


| | 


Kimble Bent-End Glass Bars—'” crystal 
or opal glass with strong, modernistic metal 
fittings. 18” and 24” lengths. 








Kimble Deluxe Glass 
Bors—%"' erystal-clear 


sie 


aoa 


priced to stimulate sales ... give you a 


generous profit margin. 


lined metal fittings 
18° and 24” lengths 


” 


Decide today to display Kimble Glass 
Bars on your counters and in windows. 
Order the quality line, made by one of 
the world’s foremost producers of pre- 
cision glassware, from your wholesaler 
or write us direct. 


PEAT EC Sic 


EVERY PURPOSE—AVAILABLE NOW! 


Kimble Double-Purpose Glass Bars—crys- 


tal glass with adjustable fittings for partial 
or full-length use. 24” long. 





Kimble Button-End Glass Bars—crystal or 
opal glass with adjustable metal fittings. 
18” long. 


KIMBLE GLASS otro 1, ono 


Division of Owens-Illinois Glass Company 
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SOLD 
EXCLUSIVELY 
THROUGH 
JOBBERS 


Increase your 

sales of America’s 

leading wicks .. . GLASWIK 

and FLAMEMASTER. These attractive 

merchandisers increase sales and MAKE YOU MONEY! 
Wick can be dispensed quickly and easily, with no waste 
or spoilage. They make excellent counter displays or 





ean be hung on a wall or side of the counter. 


COMPLETE DESCRIPTIVE LITERATURE 
ON REQUEST. WRITE DEPT. A 





ATLAS {sun 


NORTH WALES, PA. 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 
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No. 36 Lucky Strike 
FAUCET WASHER 
ASSORTMENT 
36 individual packages 
per unit. Each package 
includes 8 genuine 
° Lavelle bevelled faucet 
washers in all popular 
sizes with necessary 


oe brass screws 


YOUR COMPLETE PLUMBING RUBBER DEPARTMENT 


MADE RIGHT! 
PRICED RIGHT! 





No. 424 Fit One-Fit All 


PACKAGED RIGHT! TANK BALLS 


12 individually packaged 
tank balls to colorful 
counter unit. Special 
tapered seat for smooth 
operation on all size 
flush valves 





Tank Balls « Faucet Washers « Force Cups * Hose Washers « Basin Stoppers * Repair Assortments 
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®@ The instant eye-appeal of De Luxe BETTER-BAKE Tin- 
ware promises shoppers the extra value of the built-in 
quality features. BETTER-BAKE Tinware bakes better — 
bakes faster — wears better — reduces sticking — and is 
easy to clean. Women see the difference at a glance — 
and their buying lifts the Tinware Department to new 
heights of profitable volume. 


Ask your Jobber’s Representative about the complete ' 
line of De Luxe BETTER-BAKE Tinware. <a WEN METAL 
Sn 
SCHLUETER MFG. CO., ST. LOUIS 7, MO. DLE - 
ScHueren moo 


HARDWARE AGE, OCTOBER 18, 195! 













* WOVEN GLASS 


The acme of perfection in stove 
kindlers, assuring long life and 
maximum stove performance. The 
only glass wicking woven with a 
wire core in every strand to pro- 
tect the burning edge. Packaged 
514 ft., 6 ft., and 100 ft. to the box 
in widths of 7%”, 1”, 1%” and 14%”. 


* KINDLERITE 


R/M’s standard quality 
woven asbestos kindler. 
A sturdy iong-lived 
wicking with wire core 
in both warp and filling 
yarn. Packaged 51 ft., 
6 ft., and 100 ft. to the 
box, in widths of 7%”, 
1”,1%” and 14%”. 

















R/M WICKS... 
an all-star line 


Shown here are the five good 





* TRI-WYR 


This is an extra-sturdy 
woven asbestos wick, 
containing a brass wire 
core in every strand. 
There are also three 
heavy reinforcing 
wires in the lower half 
of this wick. Fits all 
range burners. Pack- 
aged 5% ft. to the 
box, %” wide. Also 
100-ft. rolls, boxed 
or unboxed. 







reasons folks buy and rebuy R/M 
wicks. For stellar performance, 
for a good profit margin, ask 
your jobber for R/M ... the pick 
of the wicks. 
















* QUIK FLAME SETS 


The same Quik flame wicking 
that has proved popular in 
continuous lengths is now 
available in crimped sets to 
fit all standard 8” range 
burners. Packaged in sets 
of 4 oversize (1” wide) 
wicks. 






* QUIK FLAME 


The most efficient kindler ever developed for 
range burners. Patented open mesh construction 
provides best possible results with distillate 
oils. The extra-heavy wire core yarn keeps the 
kindler upright in the burner channel. Glass 
yarn at burning edge facilitates the removal of 
carbon deposits. Packaged 6 ft. to the box, 7” 
and 134%” wide. 


RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION @ MANHEIM, PA. 


FACTORIES: Manheim, Pa.; No. Charleston, $.C. 
RAYBESTOS - MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings 
Mechanical Rubber Products « Abrasive and Diamond Wheels « Rubber Covered 


Equipment « Brake Linings « Brake Blocks « Clutch Facings « Fan Belts 
Radiator Hose « Powdered Metal Products « Bowling Balls 
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For Late 


Soft Water « 











Size for size— dollar for dollar — you can guarantee 
‘a Myers Water Softener to give more for the money! 
Greater softening capacity by 44% than any same-size 
unit. Faster, more efficient regeneration with one push 
of a button. Surer protection against Zeolite loss by a 


patented “Double Check” 


system. America is fast 


waking up to the dollar-and-drudgery saving benefits 
of fully-softened water. And Myers Water Softener 
dealers are profiting most by this fast-growing trend! 
If you are an independent dealer — interested in getting 
the inside track on this new, big-money market — 
write us today for full information. 





Top: Myers Softmaster — 
fully automatic, finest in qual- 
ity, easiest to install. Per- 
fected push-button simplicity! 
6 models — 3 sizes. 


Left: Myers Autorinse — 
simple, semi-automatic opera- 
tion. Also available for manual 
operation (Myers Hydrochief). 
24 Models — 6 sizes. 


Moline Blocks are 
available in oval and 
diamond patterns; for 
manila rope — for 
wire rope. 


MOLINE STEEL TACKLE BLOCKS 


fill your customers’ needs — make a profit! 


Your customers may require single, double or triple 
blocks—for wire rope—for manila rope. No matter 
what—there’s a Moline Tackle or Snatch Block to fill 
their needs. Moline Blocks are 
made in a wide range of sizes. They 
are built to stand rough treatment, 
with hardened steel axles, forged 
steel hooks, high strength cast 
sheaves and heavy bar steel U- 
straps. 

Write to us for descriptive folder. 
It gives complete details on all sizes 
and types. 


DISTRIBUTED BY JOBBERS EVERYWHERE 
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Write — Right Now —To: 


THE F. E. MYERS 
& BRO. CO. 
Dept. W-73, Ashland, O. 





SELL SOL-O-LITE 


WINDOW 
MATERIALS 






PLASTIC STORM AND WINDOW COVERINGS: Transparent 
Heavy Plastic — Noninflammable. Comes packed complete 
with framing strips and nails. Easy to install. Cleans with 
damp cloth. 


72 x 36” Heavy Plastic—Framing Strips and Nails—$1.00 
78 x 36” Heavy Plastic—Framing Strips and Nails—$1.08 
SOL-O-LITE—Extra Heavy—Wax Cloth—Retail Price 56c per sq. yd. 


GLAZ-FABRIK —Wax Cloth—High Grade-—Retail Price 43c per 
sq. yd 


NU-V-GLASS—transparent—Laminated—Retail Price 64c per sq. yd. 


GLAZ-SCREEN—10 Mesh—Bright Galvanized Wire—Plastic Coated 
—Retail Price 13¥%:c per sq. ft. 


GLAZ-SCREEN—14 Mesh—Galvanized Wire—Plastic Coated—Re- 
tail Price 17c per sq. ft. 


SOLO:LITE 
4301 W. North Avenue 
Chicago 39, Illinois 


PIONEERS OF 26 YEARS PRODUCING WINDOW MATERIAL 
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21-INCI 
114 hp. ¢ 
reel with 
tempered 
tread tire 





27-INCI 
sive floa' 
follow g 
job. 244 
traction | 
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Again in ’52... 
TORO MOWERS 
SELL THEMSELVES! 


AGAIN — “Self-Selling” Tags, fixed to 
machines at factory, make sales easier. 


AGAIN—reel and rotary mowers for every 
mowing need—fine grass to heavy weeds. 


AGAIN —the most effective advertising 
campaign in the mowing machine industry. 


AGAIN—88 Toro Distributors coast-to- 
coast speed repair work, parts delivery. 


18-INCH TORO “SPORTLAWN"” gives most of the larger 
Sportlawn’s fine features. Ample power from quick-starting 
1 h.p. 4-cycle engine. This beautifully-balanced lightweight 
is ideal for small lawns—simple and safe / 


21-INCH TORO “SPORTLAWN” features 
14 h.p. 4-cycle engine. Ball-bearing mounted 
reel with 5 razor-sharp blades of Disston 
tempered tool steel. Extra-wide diamond- 
tread tires, Built to take it! 


27-INCH TORO “STARLAWN" has exclu- 
sive floating axle that allows cutting reel to 
follow ground contours for a smooth, even 
job. 214 h.p. engine, Independent reel and 
traction controls. Riding sulky available. 
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18-INCH TORO “WHIRLWIND” trims close 
to walls, buildings. Rotary blade is fully 
enclosed. “‘Suction-Lift” action pulls grass 
up straight, cuts it off clean. Dependable 
114 h.p. engine. Handle folds for transport. 


22-INCH TORO “WHIRLWIND” is the self- 
propelled favorite for all-around cutting. 
Large areas of grass or weeds are clipped to 
velvet-smoothness in a jiffy. Chops clippings 
to fine mulch. Powerful 214 h.p. engine. 


20-INCH TORO “WHIRLWIND” introduced 
this year, has rotary-blade action, cuts heavy 
weeds as well as fine grass. Powered by husky 
2 h.p. engine. Compact, streamlined design 
has plenty of eye-appeal, handles easily. 


_ ize 
kamal 2 of 


FINEST SERVICE SYSTEM in the mowing 
machine industry—yours with Toro! For 
complete information, call your nearest Toro 
Distributor, or write: Toro Mfg. Corp., 
3085A Snelling Ave., Minneapolis 6, Minn. 
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= for bigger tape 
profits now and 
for the future! 
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SALES HAVE BEEN GOING UP—UP— uP 
EVERY YEAR FOR OVER 30 YEARS! 


1 

| 

! 

1 

1 

1 

1 
Every year—for more than 30 years—sales of : 
ACCURATE TAPES by dealers and distributors 
have increased. That’s why you can count on '! 
big profits now and even greater profits next | 
year. It’s good business to stock and sell ACCU- 
RATE TAPES. If you do not carry them — join ' 
the big parade of dealers cashing in on this | 
nationally advertised, nationally accepted line 
of proven profit-makers! Don’t delay—get all ! 
the details, now! 
| 

| 

! 

1 

! 


WAREHOUSE STOCKS AND AGENTS strategically 
located throughout the country. Write for name of 
wholesaler nearest you and new illustrated catalog. 
Address inquiries to: ACCURATE MANUFACTURING 
COMPANY, -Garfield, New Jersey. 


IF IT'S TAPE.. 


-IT WILL PAY YOU TO MAKE SURE 
" ACCURATE TAPE =) 
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SELF-SERVICE ISLAND 


New Low- 
Cost Store 
Fixture 





Add Sales Company is 
introducing a new Self- 
Service Island called 
FLEXO-SPACE. This 
new self-service island 
displays all types of 
merchandise regardless 
of shape or size. FLEXO- 
SPACE gives you Self- 
Service, Mass Display, 
More Selling Space, Fix- 
ture Flexibility, and 
many other time-saving and money - making features. 
Thousands of retail dealers have found Self-Service in- 
creased sales as much as 25% and more. FLEXO-SPACE 
displays 4 times more merchandise than the conventional flat- 
type counter, yet it takes only 121/2 Sq. Ft. of floor space. You 
sell more merchandise with FLEXO-SPACE because you can 
display more. Adjustable shelves make it easy for quick 
changes in display. Heavy steel tubular supports for rigidity. 
Neutral finish to match or blend with other fixtures. Shipped 
K.D. Write for Free catalog page on FLEXO-SPACE—Today. 


ADD SALES COMPANY 


724 Commercial Street, Manitowoc, Wisconsin 























HORIZONTAL 
JET 
SYSTEMS 


... Offer you a golden opportunity to “pump up your 
sales.” Sell the silence of Duro’s Horizontal Jet Sys- 
tems to your customers. Tell them how quietly and 
smoothly the Horizontal Jet Systems perform. 

For deep or shallow wells, this compact, high ca- 
pacity jet is renowned for its ease of installation . . 
pressure and suction lines are readily accessible. 


Duro builds a complete line of water softeners and 
water systems. 

FOR MORE INFORMATION ON DURO PROFIT 
MAKERS, WRITE TODAY FOR THE NEW DURO 
CATALOG! 





| 








DAYTON 
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Your customers rely on YOUR 
judgment in making their purchase! 
Here is a sure way to make friends— 
When they say “I need a pair of pliers” 
sell them Channellock. You know Channellock 
will perform perfectly—for its made by skilled crafts- 
men, by a company known for nearly 3/4 of a century 
as the makers of highest quality products. 


You can be proud to recommend Channellock pliers. The exclusive features, such as 
No Wear on Joint Bolt, Longer Wearing, Closely Spaced Adjustments, Self Cleaning and Greater 
Strength make Channellock pliers the best. The next time a customer asks for pliers, Make 


Friends—Sell Him Channellock. 
And remember, ONLY Champion DeArment makes Channellock. 


CHAMPION DEARMENT TOOL CO. «¢ Meadville, Pa. 


Send for Catalog Dl Today. Channellock pliers are listed in the 
Yellow Pages of most Telephone 


CHAN ye, LOCK 
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with BWH 42 Plastic Hose 


i — and 
Here’s the hose the whole prea ee “ag 
r its feather-lightness ... 
loves! Mom goes fo es: 
Dad cheers its lasting toughness. ae li 
easy to use and attractive that even the ki 
: ! 
joy watering the lawn! 


As a dealer, you'll enjoy ——— og “4 
bright, sales-styled — (green, - owl 
i ing...1 
w)...its smart packag 
i evr — all these mean fast turnover 
and satisfied users. 


, "= 
So, get in on the act... by acting ~ a ol 

tact your jobber today, and you're sure 

sales while the sun shines‘ 

















Boston Nozzles for new hose or old hose solidly 
made of fine brass, shut-off control is built 
in. Just a twist gives stream, shower or mist. 
Fits all garden hose couplings. 


BWH makes a full line of garden hose for 
every requirement... Boston Nozzles...and SS 
Washers. A well-rounded stock of BWH gar- 


den hose and accessories will always help you BR a 
(&) Boston Woven Host 
pa 


& RUBBER COMPANY 


Distributors in all Principal Cities 
PLANT: Cambridge, Mass. * P. O. Box 1071, Boston 3, Mass., U.S.A. 
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You make more 
money selling 
DEMPSTER because 
it’s America’s 
quality water system! 
















No wonder the farmer won’t have anything else! Dempster 
offers him a tried-and-tested water-supply system—backed 
by the 73-year-old Dempster reputation for unquestioned 
quality. It’s just plain sense that you can sell more Dempster 
Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System—it’s America’s finest! 


These Dempster Pumps are star 
members of America’s finest line... 





' 

DEEP-WELL JETMASTER 
— Ideal for offset installation or 
to be set directly over the well. 
Unusually simple in operation— 
only one moving part. 


SHALLOW-WELL JET- 
MASTER — Only one moving 
part. No special pressure tank 
needed. Easily installed and 
exceptionally efficient. 





DEMPSTER 


WATER SUPPLY EQUIPMENT 


DEEP-WELL WATER SYS- 


TEM — Positive lubrication. 
Modern design. Available for 
electric motor or gasoline engine 
operation. Can be supplied with 
windmill attachment. 


CENTRIFUGAL PUMPS — 
Impellers are semi-enclosed 
for greater efficiency. Balanced 
drive shafts ride on double Tim- 
ken Bearings. There are no bet- 
ter irrigation pumps made than 
Dempster Centrifugal Pumps. 


America’s Quality Line of Farm 


Water Systems 


Pumps ¢@ Tanks @¢ Windmills @ 
Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 


Beatrice, Nebraska 
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Now P. & F. Corbin offers you 


CYLINDRICAL 





CORBIN IS FIRST 


to offer you every major type of lock] 


Now every major type of lock — unit locks, mortise 
locks, tubular locks and cylindrical locks — will be 
available from one manufacturer: P. & F. Corbin. For 
the first time, your customers have complete freedom to 
select any of these different types of locks for the various 
parts of a building and yet have all locks master-keyed 
as needed and harmonious in design. 

All four designs of Corbin Cylindrical Locks will 
be made in the 13 functions most frequently used in 
schools, hospitals, apartments, office buildings and fine 
residences, 

Complete specifications on the new Corbin Cylindrical 
Locks are now being mailed to architects, contractors 
and dealers in all parts of the United States. If you do 
not receive your copy soon, or if you would like addi- 
tional copies, please let us know. 


P. & F. CORBIN Division 


The American Hardware Corporation, New Britain, Connecticut, U.S. A. 
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e Extruded brass 5 pin 





. with all these 
features you've 
asked for .... 









* ¥ inch throwl 

* The same smooth- 
working, long-last- 
ing roll-back latch 
principle as the 
Corbin Unit Lock! 

* Cylinder easily re- 

placed from inside if 

keys are lost! 


* 100% reversible! 
Plus: 


e Compact heavy-duty construc- 
tion throughout. 

¢ Master ring cylinder for greater 
protection and flexibility. 

¢ No screws in roses or knob 
shanks. © 

e Adjustable for doors 1% to 2 
inches thick. 






























tumbler 
standard: 6 pir tumbler for ex- 
tended master key systems. 

¢ Seamless tubular knob shank 
_ with long bearing surface is spe- 

cially designed for easy knob 

par and to prevent knobs 
from becoming wobbly. 

. Automatic deadlocks. 

e Fast 2-hole installation with 
same size holes for all functions. 


D . 
Wath hand end yp 


¢ Corbin Cylindrical 
Locks will be avail- 
able with Tulip knobs 
and Round knobs. 
both in cast brass and 
wrought brass; Pol- 
ished Brass Finish. 
































GOOD BUILDINGS DESERVE GOOD HARDWARE 
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-L- All-Metal Ventilated 
tn _-* .. » fire-proot, — 
proof... @ popular companion item. 









* Guaranteed by ” 


The most important feature of an 
ironing table is the top...and 
that’s where you find the most 
outstanding differences between 
MET-L-TOP and other ironing 
tables...differences you can show 
to your customers...that will 
make more MET-L-TOP sales 
for you. 


Only MET-L-TOP._ has -the 
exclusive double top...made of two 
sheets of steel, firmly pressed and 
eyeleted together and reinforced 
with hollow channeling. This top 
never sags or buckles. It is the 
original ventilated top and its 


3 /PEED-/OP STYLES—Each a leader in its class 


“sov-or-STAND 





Model C-680 
Established Retail Price, 
$14.95 


Convenient finger-tip 
control gives instant 
adjustment to desired 
height for either sit- 
down or stand-up iron- 
ing. Relieves back, arm 
and foot strain.Women 
are amazed to find out 
how much more restful 
it is to iron sitting 
down ... opening up a 
vast new market.Table 
has smooth, sturdy tu- 
bular legs, that won’t 
snag stockings. Rests 


firmly on floor...no 
wobble, no creep, no — 
tipping. Automatic you 





safety lock prevents 
accidental closing. 


aN 
5, 


MET: 


IRONING TABLES 


ADJUSTABLE 





An Ironing Table is no Batter Than its 4 
and there’s no Better Top Than Met-L-Top: 





De | 
te 


OP 





system of perforations is specifi- 
cally designed to carry away ex- 
cess steam and moisture. Makes 
ironing easier and faster. This is 
especially important for steam 
ironing. In size and shape, the 
top is designed to avoid excess 
shifting of the clothes. 


The gleaming, smooth-as-glass, 
baked white-enameled top of the 
MET-L-TOP has eye-appeal for 
your customers, and there are 
numerous other advantages that 
have made MET-L-TOP the Big 
Name in ironing tables. 


NON-ADJUSTABLE 


Model P-600 


Model A-606 
Established Retail Price, Established Retail Price, 


$10.95 $9.95 


The adjustable-height model easily and quickly 
adjusts to seven different positions for stand- 
up ironing. Both models have the famous 
MET-L-TOP exclusive double top. . . all welded 
and riveted construction ...no screws or bolts, 
no annoying squeaks or wobble... and other 
MET-L-TOP features. 


NATIONALLY ADVERTISED ! 
MET-L-TOP Ironing Tables are advertised month 
after month in leading national consumer maga- 
zines, with a total readership for each ad of 


83,000,000 people. Makes it easier for 
sell MET-L-TOP—America's No. 1 All- 


Metal Ironing Table. 


GEUDER, PAESCHKE & FREY CO. - Milwaukee 1, Wisconsin 
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LOK STOVE PIPE 


What's the “hottest” stove pipe seller in the field 
today? MASTR-LOK-the original stove pipe with the 
patented locking feature that snaps closed quickly, easily... 
saves time and trouble! And only MASTR-LOK is made of famous 
Parkersburg Blue Steel—the steel that time has proved best for this purpose. 
Shipped nested, 25 to carton; a wide range of sizes available. 


MASTR-LOK ELBOWS 


You get full profit when you order MASTR-LOK Elbows. 
For these elbows are shipped 12 to a special octagonal 
carton. This exclusive carton takes less of your valuable 
space... gives you cleaner, dent-free elbows. 








When your customers watch their pennies...watch BLU 
PRIDE sales soar! For this high-quality, low-priced line gives your customers the most for 
their money. It’s the only trade-marked, nationally promoted line in its price bracket—the 
favorite with economy-minded women for generations! 


NEW 4 PIECE PORT-@)-OVEN 
THE OVEN OF A HUNDRED USES 

Now packed with separate inside single loaf pan! 
It’s a top of stove potato baker 
It’s a food warmer and crisper 
It's an in-oven roaster and baker 
It’s an all-purpose outdoor grill oven and baker 
...and the deep bottom pan and inside 
single loaf pan may be used 
separately in the stove oven! A 
best-seller when it was packed 
with three pieces—a “must stock” 
ow that it’s packed with four! 
Shipped nested. Retails at about $1.59 












“HEAT INDICATOR” 










DRIPPING PANS 


8x 10x 2% 12x 17x 2% 
10x 14x 2% 16x 17x 2% 


DOUBLE ROASTERS 


No. 2— 8x 12x6 No. 6—11 x 1642 x8 
No. 4-10 x 15x7 No. 7—13x 18x8 





BISCUIT PANS 
9x 1l4x1% 


. SINGLE LOAF 
Ask your wholesaler for prices PANS 

or write directly to us, giving by OM, y 93, 
us the name of your wholesaler S¥2 x G¥2 x 2% 


THE PARKERSBURG STEEL COMPANY 


The Home Of MASTR-LOK Stove Pipe and ‘‘blu-pride"’ Steelware 








PARKERSBURG, WEST VIRGINIA 
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“WEOCETA’ BRUSH 


paint a better 
profit picture ! 


* Made by the manufacturers of famous 
PITTSBURGH Gold Stripe BRUSHES 












PITTSBURGH 





ONTACT the Pittsburgh branch nearest you for full infor- 
mation on how the fast-selling line of Pittsburgh Neoceta 
“ ‘ Brushes can help you boost your brush profits. Or write 
™ es ath 4 : PITTSBURGH PLATE GLASS COMPANY, Brash Division, 
™" Dept. D2, 3221 Frederick Avenue, Baltimore 29, Maryland. 


° PAINT ° GLASS . CHEMICALS ° PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 
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When they ask for''s 


SELL EM 


HANDY- SANDY 
by the package! 


Here’s the modern way to ring up more profits. When your 
customers ask for “sandpaper” don’t reach for just a sheet 
or two...sell "em Handy-Sandy by the package! You'll be sur- 
prised how this simple selling suggestion can build volume 
... multiply your profits. Easier to stock — display— and 
handle, too. 


Survey Points Up Selling Power of 
CARBORUNDUM Brand Name 
In a recent publication survey, CARBORUNDUM was the brand 


preferred by 9 out of every 10. An outstanding sales advan- 
tage you get only with products by CARBORUNDUM. 


HANDY- 
SANDY 


a ® 


Shopper Stopper! 


Attractively boxed, Handy- 


Sandy assortments are strong 
point-of-sale reminders help 
ring up still more extra sale« 


and profits for you' 


HANDY-SANDY DISCS. 5 fast-cutting abrasive discs in 
each colorful display envelope for home craftsmen, hobby- 
ists, farmers and small workshops. Available in varied grits 
on strong paper backing and in extra-coarse grit on com- 
bination backing. 

HANDY-SANDY SHEETS, Sturdy sheets for machine and 
hand sanding. Cut in sizes to fit popular makes of portable 
oscillating and reciprocating Sanders. 10 sheets to the package. 


HANDY-SANDY BELTS. Durable abrasive coated cloth 
belts for power tools, both metal 

and woodworking. Packaged in 

attractive display ions with dis- 

tinct sales appeal. 


TAG YOUR TOOLS 


“Tie-in” sales of abrasives 
with edged items pile 
up “forgotten” profits. 


CARBORUNBL.. 


Carborundum” and “Handy-Sandy” are registered trademarks which indicate manufacture by The Carborundum Company, 


TRADE MARK 


Niagara Falls, New York. 
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The BOW SAW that 
sells itself! 


For cutting 
Logs, Posts, 
Firewood 
























BUSHMAN | 


Finest imported 
Swedish Steel 





For cutting 
Timbers and 
general work 
One glance at the 
thin razor sharp blade— 
one look at the lightweight, 
sturdy tubular frame—and every 
customer knows this is the saw he needs 
for faster, easier cutting of logs, timber and 
general work. Sizes 24”, 30”, 36” with rigid 

frames. Also 42” and 48” with adjustable frames. 


PLUS OTHER STYLES| ----aNd to my son, John, | bequeath our 
TO CHOOSE FROM» _— family TROJAN JIG SAW BLADE’ 


Extended Handle Styles 



































Rigid frame saws with extended T ‘ 
handles in sizes 30” and 36”. ROJAN Saw Blades are still going 
Adjustable frames with ex- strong when you'd expect them 
tended handles in 42” size. 


to lose their teeth 
and their usefulness. 
Blades are hardened and oil 
tempered. Teeth are 
individually filed and pre- 
cision set. Over 130 
different types for every 
hand and power opera- 
tion. Insist on Trojan 
by name. 


Tapered Frame Saws 
Miner saws designed for get- 
ting into close work. Oval | 
tubing frames, 30” and 36” 
sizes. Tension lever for easy | 
changing of 1%" wide blades. 


Choice of Bushman patented 
or Nordic Raker blades 








PLUS THIS 
COLORFUL 
MERCHANDISING 
DISPLAY 


This display free with the pur- 
chase of 1—24”, 3—30", 3— 
36” and 1—42” saws plus 3— 
30” and 3—36" replacement | 























blades. All fast nYoving, good 
profit items. 





Fay te | Parker | xe 


PARKER MANUFACTURING CO. 


AS Eee hed ae EAM ROCR Me WORCESTER 1, MASS., U. S. A. 
GENERAL STEEL WAREHOUSE CO., INC. 'and ACKERMANN-STEFFAN DIVISION 


1802 North Kostner Avenue e Chicago 39, Illinois tAanufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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TWO REASONS FOR STOCKING 
FEDERATED GARDINER SOLDER 


Customers buy Federated Gardiner brand Acid Core Solder 








because they know the product from national advertising 
ur and national reputation. 

They return to buy this top quality Acid Core Solder 
again and again because they find that it makes their 


work easier and faster. 








S 
em All Gardiner Acid Core Solder alloys are 
unequaled for consistency and perfectly 

SS. Sass ie pa 

| suited for joining copper, brass, steel and 
other solderable materials. Listed by 

res Underwriters’ Laboratories, Ine. 

The familiar blue package is easily 

y I g j 

a- recognized . . . easily moved. 

| Stock it and see. 

aeaanel 

ae 

dt 








°: | Sedewdla Milas Ditiwion 


lades AMERICAN SMELTING AND REFINING COMPANY «+ 123r0 STREET AND INDIANAPOLIS BLVD. + WHITING, INDIANA 
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THIMBLE-TIP 








Judd quality 
never changes 


Traditionally a Judd product is the 
finest genius and technology can 
make. It is the finest on all counts. .. 
material, craftsmanship, adaptability. 
It is advertised nationally to your cus- 
tomers who have known for eighty- 
five years that Judd does not compro- 
mise with quality. We will keep you 
stocked to the extent of our capacity 
... please order reasonable require- 


ments as early as possible. 


Non-snag thimble-tip curtain rods 
19341 (single) and 19342 (double) 
are ready for immediate delivery... 


unit packed for convenient handling. 


H. L. JUDD COMPANY 


=e 


87 CHAMBERS ST., NEW YORK 7 


There’s a Judd 
fixture for every 


drapery need 
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CHAMPION 


CHEST HANDLES of Wrought Steel 
SURFACE TYPE 





For use on chests 
or boxes where 
sturdy handles are 
required. 


No. 262 handle 
furnished without 
screw holes for 
use on metal boxes 
where spot welding 
is necessary. 





No. 262 
317", 4" and 4%," 


FLUSH TYPE 


Tapia LS BRNO 








All handles are 
available in Bright 
Steel, Japanned, 
Electro Galvanized 
or Parkerized finish 
with or without 
screws. 











No. 266414" x SIA" 

No. 267—4//," x 6!/," 
The 

CHAMPION HARDWARE C0. 


GENEVA, OHIO 














treet terete ttre 


Nahanni +609 


{ 


wide variety of 
i om 
50.. in Price and new—the 
O'MALLEY PARTS CARD 
sizes of washers. 
screws and nu-seats. 50¢ wo’ 
for 39¢! Ask for Catalog 


dg Folder and 
Som or ‘ REFUND OF Trade Price 
A) 

s 

: 
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Guaranteed by 

Good Housekeepin 
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EDW. VALVE CO. 
11948-50 SOUTH HALSTED STREET, CHICAGO 28 
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j - The NEW...Improved SUPER 
3] } , 


, OS 


Retains It’s Brilliant RED Color Indefinitely! 


mat ee 
Betas 


ae eat is Here's the new formulation that makes this the greatest protect- 
z saree nae oor <= ive paint of alll Exceptionally DURABLE because it contains a 
Bs combination of specially processed oils and synthetic resins 
giving maximum flexibility and check resistance! A positive 
coating for ALL SURFACES, wood, brick or metal, because it is 
rust and water resistant... with MAXIMUM ADHESION! And 

with all, this...now available ot NEW LOW PRICES! 


% 


* A. 


.. For Further Information, Promo sale Material, Catalog [ 
Shettield PAI ‘ 
ONE OF THE WORLD'S LARGEST “4 7 


CLEVELAND 19, OHIO 


MANUFACTURERS OF ALUMINUM PAINTS 
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Nearly five decades of glass cutter 
manufacturing experience back every 
FLETCHER ‘'Gold Tip’’ Glass Cutter. Your 
satisfaction is guaranteed. 


GLASS CU’ 





* Small tools such as glass cutters 
are taken for granted. Few people 
realize the precision that must be built 
into these little hand cutters that are 
often entrusted to cut hundreds of 


dollars’ worth of glass. 


FLETCHER Glass Cutters are manu- 
factured under rigid specifications 
and inspections. Each cutter is hand 
tested and guarantees to give you the 
service expected from any quality 
tool. For best results, always SPECIFY 
FLETCHER. 


THE FLETCHER-TERRY CO. 


571 SOUTH STREET - FORESTVILLE, CONN. 
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The superior qualities of 
Copperweld Household Wire 
are apparent at a_ glance. 
Strong, bright, non-rusting 
and pliable, this copper- 
covered steel wire is used for 
hundreds of jobs around the 
home, garden, workshop and 
garage. You'll find this wire 
one of your fastest-selling, 
most profitable items. Order 
your supply today. 


HOUSEHOLD WIRE CARD 
Each 25-ft. or 75-ft. coil is mounted 
on an attractive blue and orange 
card. Packed a dozen of one size 
in a carton—6 cartons to a ship- 
ping container. 


COUNTER DISPLAY BOX 

This convenient and colorful dis- 
play box contains twenty-four 
coils of assorted sizes—one box to 
a corrugated shipping container. 
copper covering 
prevents corrosion 





MOLTEN-WELDING 
makes the 2 metals 
INSEPARABLE 





steel core 
provides strength 








* WOODRUFF KEYS 

* MACHINE KEYS 

MACHINE RACK 

*TAPER PINS 

*COTTER PINS 

*SPECIAL PARTS 

and other Stanho products 

Bulk or Packaged 


WRITE for CATALOG 
and PRICES 


ORSE NA/L CORP 


NEW BRIGHTON, PA 
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You dnt? need Wis... 
when you use this... 


"RED END” 
BLADE 


That’s right! Simonds “Red End” Hacksaw Blades take 
less elbow grease . . . cut smooth and easy with less effort. 
That's why workers like ’em so much. And why shouldn't 
they? “Red End” Blades for any hand job (power jobs, 
too)... are made from quality-controlled steel poured in 
Simonds’ own mills... and they’re made right! So for top- 
dollar profits, sell the top-cutting blade! 


THREE TYPES 


STANDARD HIGH SPEED HIGH SPEED 
STEEL (Molybdenum) (Tungsten) 
Hard Edge or All Hard 


A “Right” Blade For Every Job! 


-—_ 


HARDWARE AGE, OCTOBER 18, 1951 


. : 

Hs \ Yj 
ey 

SIMONDS 


SAW AND STEEL CO. 


Branch Offiges in Boston, Chicago, 
San Francisco and Portland, Ore. 
Canadian Factory in Montreal, Que, 























PEERLESS 
rtutomatte 


CELLAR DRAINER 


UNIQUE FLOATLESS SWITCH ASSURES 
DEPENDABLE OPERATION 







Ya HP 
SUMP | 
PUMP » 
MOTOR 


x od 
POSITIVE 
ACTING 
SWITCH 


8’ EXTENSION 
CORD 


*FLOATLESS” 
OPERATION 
THROUGH 
POSITIVE 
DISPLACEMENT 


Y — 


VERTICAL 


OPEN | MPELLER DISCHARGE 


BRASS 
SCREEN -> 


PEERLESS PUMP DIVISION Qian 
FOOD MACHINERY and CHEMICAL CORPORATION " 
Factories: Los Angeles, California; Indianapolis, Indiana. ne 
Offices: New York; Atlanta; Chicago; St. Louis; Fresno; 

Los Angeles; Phoenix; Dallas, Plainview, Lubbock, Texas; 


Albuquerque, New Mexico. 


No Water Logging 
or Bent Rods 

to cause 
Malfunction 


FEATURES: 1 h.p. sump pump motor; 
capacities: up to 2600 gallons per 
hour; non-corrosive construction; non- 
clogging; round base, no legs to 
break off; vertical discharge requires 
no extra fittings. 


Designed for high capacity and 
dependable automatic operation 
for all domestic and commercial 
applications including cellars, 
basements, pits, tunnels, sumps, 
boiler rooms, etc. All construction 
materials are rust-resistant for 
lifetime service, without care or 
attention. Standpipe is all brass. 
Pump shaft is stainless steel. Pump 
base, volute and impeller are all 
bronze. Switch operates through 
positive displacement of “‘floatless” 
floats. No rods to bend, no floats 
to become waterlogged. Easily 
adjustable for variable limits of 
sump liquid level. Get the full 
details of this addition to the 
complete line of Peerless domestic 
water systems today. You can sell 
its high quality, positive operation, 

rugged construction and its 

Peerless name with complete 

confidence and with profit. 





Catalog and price information | 


upon request. Write today. 








FILL ALL YOUR CUSTOMERS’ NEEDS WITH 


PEERLESS 


re 
er 
—— 
——s 
— 
— 


WATER SYSTEMS 


THE COMPLETE LINE 
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The Fastest-Moving 
RESALE LINE 


on the Market! 





@ Tapered design and balanced 
weight distribution for easier grip- 
ping and handling without fatigue. 


@ WRENCHES with thin, strong head 
walls reach narrow openings. 
Tapered necks angled and scien- 
tifically reinforced at points of 
stress. Accurate broaching for per- 
fect fit and rigid, non-slip grip. 


@ PLIER teeth accurately milled for 
powerful gripping. Scientific 
angling and non-slip joints. 

@ SOCKETS and ATTACHMENTS hot 
forged! Thinner walls, lighter 
weight, deeper broach, stronger. 







Exclusive features 
make METCOID 
America’s Most 
Popular Tools! 


e NO DUPLICATION 
OF SIZES 


¢ NO OBSOLESCENCE 


eNO SLOW- 
MOVING NUMBERS 
















Sold only through 
authorized jobbers 





METAL ENGINEERING CO. 


PLANO, ILLINOIS 
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MATICO now becomes WORLD'S 
producer of asphalt tile 


To assure dealers and distributors of an even more 
dependable source of supply and-even faster deliv- 
eries... MATICO ASPHALT TILE FLOORING OPENS 
A NEW PLANT IN JOLIET, ILL. 


The new Joliet plant highlights a record of growth 
that is unmatched in the industry. It, along with 
MATICO plants in Long Beach, Calif. and Newburgh, 
N.Y., boosts MATICO’s annual production of asphalt 
tile up to 300,000,000 square feet. This volume triples 
the output of the entire industry ten years ago, and ex- 
ceeds that of any other asphalt tile manufacturer today. 


Dept. 1110 


tx 


a 


RK, 


It enables dealers and distributors to meet the ever- 
growing demand for MATICO ASPHALT TILE. 


INCREASED NATIONAL ADVERTISING 
STEPS UP BOOMING MATICO SALES 


Get your share of booming MATICO sales! Cash in 
on MATICO’s extensive advertising that reaches mil- 
lions of prospects regularly through leading national 
magazines, “Sunday Newspaper Supplements, tele- 
vision and radio. Get full details now! Contact your 
nearest MATICO distributor, or write to, . . 


LARGEST 


Pike . f. 


yy 


<a OR fituny oO 
$’ Guaranteed by > 


Sood Housekeeping 
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a better PROFIT 


ona better flbl, SAFE, 
powerful weapons 
GUARANTEED 
FOR ONE YEAR 


at much lower prices. 





Model “A” ‘ Model “C7 
.25 Cal. } = or -380 Cal. 


A Mode 
“Fetherlite” 12% oz. M32 or .380 Cal. 


A oN 
Retails as low as... $3995 
NATIONALLY ADVERTISED in 14 leading sports 


and men’s magazines to 8,769,486 readers. 
TRIPLE SAFETY FEATURES 
@ THUMB SAFETY .. . Pushed up, the W.A.C. cannot be fired. 
@ MAGAZINE SAFETY ...fo fire, must be fully in place. 


@ GRIP SAFETY ... must be grasped in hand fo be fired. 
FREE: A Powerful Display in Vivid Colors. Write NOW for 
prices, dealer discounts and further details. 














WINFIELD ARMS CORP See 
disribuior tor WESTERN vey ARMS 
J 


LOS ANGELES 





DEPT. HA-10, 411 E. PICO BLVD. 15, CALIFO 
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Terrific Fish ‘Getting Action Means Sales Action for You! 


| KAUTZKY'S 
















Make money on the big- 


gest demand in Lazy Ike B A S 5 [ { E 


history. In the water... fog foul or tangle on 


In your store, Lazy Ike 
really moves—gives you 
volume sales, fast turn- 


over, big profits. Cash-in 
rain Traveo prices "OW. Ask your jobber or ; AP P E T i T E 
protect your profits write for free illustrated Cattish Bait 


catalog in full color. Renieg 
SHORTEST FULL LINE ON THE MARKET means less cat-fish gelter for 


dollar tie-up in your stock. # baci 
NATIONALLY ADVERTISED in Field & Stream, Sports 


Afield, Outdoor Life. Do-Bait! HOOKS 
KAUTZKY MFG. CO. (3 


DEPT. HA-10, FORT DODGE, IOWA 
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BLAKE & LAMB 
Under Spring 


SURE HOLD 











BLAKE & LAMB 
Long Spring 


SURE HOLD 
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Wher a hardware item appears which 





is manifestly superior to anything in 
its field, its immediate acceptance by 
the consumer should surprise no one. 
Such has been the case with the Under 
Spring and Long Spring Blake & Lamb 
SURE HOLD—super fur getters which 
merely highlight the general superi- 
ority of 


BLAKE & LAMB 
Steel Traps 


“The Steel Trap of the Hardware Trade” 


RECOMMENDATIONS TO OUR HARD- 
WARE DISTRIBUTOR FRIENDS WHOLESALE 
AND RETAIL: ; 


Be ‘sure that your trap inventory is ade- 
quate—in the face of a rapidly improving 
fur market! 


Check your stock often—and 


Prepare for Repeats! 


THE HAWKINS COMPANY 


Americas Oldest Trap Manufacturers 


SOUTH BRITAIN, CONNECTICUT 















NEW! 














Adjusts Automatically! No Slip! No Bind! 


Positively—the finest can 
opener ever made! Flexible, 
rolling disc cutter adjusts to 
can automatically — can’t 
bind, can’t slip. Exclusive 
features keep the cutter al- tool or case-hardened steel. 
ways in operating position. Individually carded. 


FULLY GUARANTEED 


Safe — even for a child. 

It’s a beauty for display, 
too—brilliant, red plastic hub 
guard plus sparkling chrome 
finish. All functional parts 





World's largest 
Manufacturer of 
Can Openers and 
Bottle Openers 


VAUGHAN MFG., CO. 
3211 Carroll Avenue * Chicago 24, lll. 
Half-Century of Quality and Service 
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4 AVAILABLE IN 4 SIZES 
TO FIT ANY SIZE CLOSET 


' 
MADE OF COLD ROLLED STEEL 
OUTSIDE TUBE 1” DIAMETER 


X BRiGHT NICKEL FINISH 
PACKED WITH SCREWS 





SIZES AVAILABLE 
No. 10-18"’--Extends 18”’ to 30°’ 
No. 10-30’’--Extends 30” to 48” 
No. 10-48’’--Extends 48” to 78”’ 
No. 10-72’’--Extends 72’’ to 108’ 


ROCKWOOD 


MANUFACTURING CO. 























ROCKWOOD, PENNA. 
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FEATURING: 


Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 
#3 Ivory 8-17/64" 6” or7” 3\bs.707z. 43 Ibs. 
#8 Ivory 9-3/4” 7” or 8” 5 Ibs. 62 Ibs. 
Order from Packing — 1! dozen per carton, | gross per case 
Your Wholesaler, 
or Write Us 


for Reference 


J. L. CLARK MFG. CO., Rockford, Ill. 
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135 S. Second Street « Philadelphia 6, 
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MEDITERRANEAN SPONGES 


Tough! Absorbent! Economical! 
Always in demand because of their 
long-wearing durability on the most 
rugged cleaning jobs! High quality — 
low price! Expertly assorted and 
packed for shipment. Complete stocks 
of Cuba and Florida sponges available. 





BE ASSURED! BUY AMSCO...FOR BETTER RESULTS! 
; DUET double-action CLEANING CLOTH 


Ideal for washing walis, tor cieaning 
and polishing! Won't tear or unravel! 
Many Hardware Supply Dealers claim 
DUET to be the best all-around cloth on 
the market! 


For the finest imported chamois skins... 
Be sure to demand the nationally known 
AMSCO brands: British Lion, Britannic, 
Joan of Arc and DuBarry. Prepared by 
the oldest and best-known tanneries 
in England and France. 

ORDERS FILLED PROMPTLY FOR SPONGES, CHAMOIS. DUETS! 

Ask Your Dealer for These Famous Brands. If He Can't Supply You Write Direct 


“7 AMERGAN SPONGE & CHAMOIS CD, ne, = 














A RR 0 AA Ne = 


STOPS LEAK: 







PIPE MENDING CEMENT 


Easy-to-use for Split Soil Pipes, 

STIK FORM Waste Lines, Sand 
Holes, Cracks, Pin- 
holes, and Gaskets 


Just rub into the crack ... that’s 
all! This positive seal for Water, 
Gas, Acids, Brine, etc. applies to 
wet or dry surfaces. An excellent 
caulking compound that stops 
leaks while liquid runs in pipes 

page sng ee under moderate pressure. 
pened Write for folder and sample 


LAKE CHEMICAL Co. 


DISPLAY IT! 
SELL IT! 
The most practical 


item in years... 
for Big, Steady 





3058 W. CARROLL « CHICAGO 12, ILLINOIS 
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Fast Selling TIL 
Vented Heaters 


ROYAL +1960 


Fast selling +1960 Royal Vented Circulators have every 
top quality sales feature. They give the buyer just what he 
wants. Built around the sturdy Royal Cast Iron Lifetime 
Burner. Handsome design. Baked-on enamel finish. Sturdy 
construction for years of trouble-free operation. 


Available in 20,000, 40,000 and 
60,000 B.T.U. sizes without radi- 
ants and 40,000 and 60,000 
B.T.U. with radiants. Automatic 
controls available at extra cost 


on above are Robertshaw 100% 
Safety Pilot, thermostat and 
Unitrol combination safety pilot 
and thermostat. 


Royal Makes A Full Line Of The Finest Gas Heaters 
KOOL KABINET 


Extra popular because it com-" 
bines beauty with extra safety. 
Unique baffle arrangement di- 
rects heat out the front while 
top and sides remain safely 
cool, Baked-on enamel finish. 
Armco aluminized steel heat 
directional louvers. Available 
in 20,000 and 40,000 B.T.U. sizes. 
(UNVENTED) 





Write today for illustrated 
folder and name of your nearest 
Royal distributor. 





| OGA IMPLEMENT 


1 | 
ANUFACTURING |COMPANY 
|| ||| First jand | Delmar Streets 
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HARDW: 


A Guide to Better 
Hardware Merchandising 


‘How to Build Traffic 
And Profits From 











by K. A. HEALE managing editor 


traffic. And traffic is definitely one of the big problems facing the independent hardware dealer 
today. It-is axiomatic in any contemporary retail merchandising effort that traffic is the basis of 
profits. . 


\"* the average hardware dealer what his chief problem is and he’ll usually answer in one word... 


Despite this fact, many dealers currently tend to ignore one of the most potent traffic building activi- 
ties available to them . . . service and rentals. Many years ago when HARDWARE AGE, in consultation with 
outstanding retailers and wholesalers in the trade, developed the HARDWARE AGE Platform, special empha- 
sis was placed on the importance of a hardware store featuring service and rentals. 


Today, facing an uncertain future on merchandise supply, it is doubly important that a dealer offer 
services to build traffic and add to the store’s income. For service and rentals can also provide an income 
hedge against the possibility of merchandise shortages reducing sales volume. And they can build lasting 
goodwill that can lead to future sales of a variety of merchandise you sell. 


This special report contains a number of case histories of the actual experiences of typical dealers 
across the country with service and rentals. It is published as a guide for the dealer not now featuring 
such services, and to inspire serious consideration of instituting such a department. 


The factors which go into a successful service department are simple: (1) Advertise your services; 
(2) have an easily accessible service department; (3) keep adequate records; (4) let the public see some 
phase of the department; (5) employ competent servicemen, and (6) use display tie-ins for your service 
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department for additional sales. 

Dealers are cautioned, however, 
to be sure their charges for service 
and rentals comply with CPR 34, 
the OPS regulation covering rental 
and repair services. 

If the hardware dealer doesn’t 
offer service his competition will, 
with each refusal of service driving 
trade somewhere else. Already he 
has strong competition of this type 
from garages, service stations, re- 
pair shops and fix-it shops. Some 
of these repair service units 
branched, during the war, into a 
wide range of work they had never 
before handled. And many of them 
continued with such expanded ser- 
vice offerings and also entered into 
the sale of new units of all manner 
of home equipment. 


Profits in Service? 


Many of these new outlets for 
hardware store lines reconditioned 
old equipment, which they bought 
and sold to the detriment of the 
hardware dealer who ignores ser- 
vice. 

Is there profit in service? Cen- 
tenary Hardware Co. of Shreveport, 
La., reports that it enjoys 25 pct of 
its gross volume in its general re- 
pair department. The firm’s slogan 
is, “We repair anything.” 

Hardware dealers in some rural 
areas employ crews that offer 
’round the clock service on water 
systems, plumbing and heating 
equipment, milk coolers and farm 
freezers. These merchants con- 
stantly advertise their ability to 
provide such service. Whether a 
customer seldom or never needs 
such services, late at night or over 
a Sunday or holiday, the constant 
advertising of their availability 
creates an indelible impression on 
people exposed to such advertising. 
And the person who seeks and gets 
emergency service on an “after 
hours” basis will long remember it, 
talk of it and have considerable 
goodwill for the concern that takes 
care of his needs. 


12 Men on Service 


Gurnee Hardware in the Illinois 
town of the same name—population 
611—has 12 of its 15 employees en- 
gaged in all types of repair work. 
The firm’s volume climbed from 
$45,000 in 1945, its first year in 
business, to about six times that 
figure in 1950. Service was a big 
factor in the company’s growth. 

Equipment rental is a real profit 
maker for many hardware dealers. 


118 


GOUCOCOOOREGEROREROGORUOUAUUGUOURCECLCGUCCU CU EOEEEDEREGUGUSCLOECEOCTUOEOOOUTEOEEEOUEOROROEEEEEDEOEEERCEEEE Ht 


Ideas for Service and Rental Profits 


You can offer these services 


Key cutting 

Pipe cutting and threading 

Ice skate sharpening 

Window glass installation 

Gunsmith work 

Bottle gas 

Edge tool, lawn mower 
sharpening 

Picture framing 

Cutlery sharpening 

Saw filing 

Lawn mower repair and 
storage 

Outboard motor repair and 
storage 


You can rent out this equipment 


Floor sanders, waxers, 
polishers 

Belt sanders 

Bicycles 

Folding tables and chairs 

Power mowers 

Power tools 

Hand tools 

Lawn rollers 

Small tractors 

Extension ladders 


Sporting goods repair 

Appliance repairs 

Plumbing service 

Heating service 

Water systems service 

Farm equipment repair 

Roofing work 

Well digging 

Shoe repair 

Radio repair 

TV installation and 
service 

Bicycle and motorbike 


repair 


Post hole diggers 
Blow torches 
Wheelbarrows 

Paint sprayers 
Concrete mixers 
Baby scales 

Wire stretchers 
Caulking gun 

100-ft. extension cord 
Wall paper steamer 


SUOOOUOURORDODEA GOR OUOGUUEDROCEAGAGGGEEGGUCULUSTUEARERRERCCRUCCRUCEAEOGEERGUUECEEUGEOAGEEGECGOUUUOREEERNGORS 


Usually the customer picks up the 
rental item and returns it when 
his work is completed. Such a policy 
assures the dealer of at least two 
customer contacts incident to each 
rental transaction. At the same 
time the dealer can build volume in 
a wide variety of materials needed 
for home repair or maintenance. 
If the store is a well kept one that 
reflects good housekeeping it will 
create the impression in the mind 
of the rental customer that it is a 
good place to obtain other mer- 
chandise which he did not intend to 
buy at that store. Good displays 
can cause the rental customer to 
make purchases of a variety of 
wares from your store. Smart mer- 
chandisers make their service and 
rental departments easily accessible 
but also make it necessary for cus- 
tomers visiting them to pass dis- 
plays of good stocks of neatly ar- 
ranged impulse items. And they 
keep those portions of their service 
and rental departments, which the 





public sees, in the best possible 
order—a potent sales tool. 

Hardware stores in all parts 
of the country found during 
World War II that it was profit- 
able to buy used equipment and 
recondition it. They not only made 
profit from such transactions but 
built considerable goodwill among 
customers needing a variety of 
household appliances which were 
not otherwise available. Some of 
these stores continued dealing in 
reconditioned equipment, after the 
war, to their profit. 

A midwest hardware dealer got 
into the servicing of appliances 
during World War II as the result 
of a cleanup of his warehouse. 
He found a number of old electric 
irons he had taken in as part of 
a trade-in sale. Some needed noth- 
ing more than a good cleaning or 
repair of the electric cord, some 
needed considerable attention. 


When he put these recondi- 
tioned units on sale he found a 
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ready market for them and 
learned that many of his regular 
customers were seeking service 
on old appliances they were using. 
This led to the establishment of a 
complete repair service on appli- 
ances. That department continues 


to yield profit to the firm and to 
pave the way for sales of a variety 
of new major appliances and elec- 
tric housewares items. 

In the pages immediately follow- 
ing we present a Service and Rent- 
als Guide for hardware dealers. All 


of these services are offered by a 
number of hardware dealers in all 
parts of the country—a few of 
them are not generally found in the 
service departments of hardware 
stores but have been successfully 
operated in some hardware stores. 


Case History No. 1 





THOMPSON HARDWARE CO. 


WASHINGTON, PA. 


How Tool Rentals Lead to Sales 


Rental income on a variety of 
home and lawn equipment items 
helps to constantly ring the cash 
registers of the two Thompson 
Hardware Co. stores. And the firm 
is often able to sell those items to 
users. 

By limiting its rental goods to 
one of a kind or size, Thompson’s 
often has a waiting list for many 
of them. All rental items are kept 
in the main store in Washington, 
Pa., although arrangements for 
their use are also made through the 
branch store at Canonsburg,. Pa., 
seven miles distant. 

Says J. C. Malloy, assistant man- 
ager, ‘““Many times a person rent- 
ing a machine will come in and buy 
it, saying that it is exactly what he 
wanted. On other occasions a cus- 
tomer, whose name is on the wait- 
ing list for a rental item, will buy 
a new unit rather than wait for a 
rental unit.” 


Rental Items Offered 


Rental items offered by Thomp- 
son’s include: Floor sander, floor 
edger, belt sander, portable power 
saw, two different sizes of electric 
drills, electric paint sprayer, exten- 
sion ladder, floor waxer and screw 
jack. Other offerings are: chain 
hoist, pipe dies, pipe cutter, pipe 
vise, caulking gun, tank sprayer for 
chemicals, tank sprayer for water, 
cross cut saw, 100 ft. extension 
cord, wall paper steamer, post hole 
digger and fence stretcher. 

Two different rental rates are of- 
fered. Consumers pay the higher 
rate and their minimum rental 
period charge is for four hours. For 
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contractors the hourly rental fee is 
lower, and the minimum charge is 
for three hours use. 

Rental units, most of which are 
out at least twice a week and some- 
times more often, are kept in a 
small room in the main store base- 
ment away from new units. Drills, 
sanders, etc., are displayed in the 
rear of the store so that customers 
going there to arrange for rentals 
must pass displays for other depart- 
ments. 

People from points as far as 30 
miles from the main store go there 
to pick up rental items. Although 
no deposit is asked on a rental item, 
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commonly accepted identification, 
such as a driver’s license, lodge 
card, etc., is required. In the three 
years the firm has offered rental 
equipment not a single unit has 
been lost. 

Rental service is advertised about 
twice a year. The firm occasionally 
uses hand lettered signs in its win- 
dows to display them and call at- 
tention to its rental offerings. These 
signs read: 

“If you would like to Do the Job 
Easier. Repairs and improvement 
jobs are a cinch if you have good 
tools—like these. Contractors— 
Home Owners. 


Come to Thomp- 


PER Day 
* RuG SHAMPOO 


MAA 
OBS NE 
~~ viR 


o Sree Foskimnate> e- 
SHEERTULLY GIVEN 229 


<, ae 






Hundreds of people see this large inside sign each week 
on a wall of the staircase to the basement of Westphal's 
in Manitowoc, Wis. A good promotion idea. 
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son’s for your rental needs.” 

Word-of-mouth advertising by 
satisfied customers has proven to 
be Thompson Hardware’s best 
means for broadcasting the story 
of its rental services. 

The Thompson stores now offer 
more types of rental equipment than 
they did three years ago. However 


Case History No. 2 





it is the firm’s policy not to offer 


for rental those types of equipment 
which customer carelessness could 
greatly damage. 

In its listing of rental rates the 
firm shows in both stores the re- 
tail value of each unit as a bid for 
the sale of new equipment. Data 
is given on hourly rates for home- 


WOLFF, KUBLY & HIRSIG 


MADISON, WIS. 


owners and for contractors. In 
addition special rates are offered 
for overnight use, week-end rent- 
als and for use of equipment for 
a full week. These reduced rates 
for longer periods help to induce 
many customers to rent these 
items for more time than they 
might otherwise want them. This 
helps limit lost income periods. 


Simplified Service Record Keeping 


An almost flawless system for 
handling thousands of repair and 
service jobs each year has been 
evolved by Wolff, Kubly & Hirsig, 
Madison, Wis., which operates three 
hardware stores. It involves a sim- 
ple yet effective record-keeping 
method, which makes for a smooth 
operation. 

The firm operates a service shop 
in a building several blocks away 
from the main store, and while it is 
intended principally for use of its 
own trade, other outside work is 
taken in. Because of the volume of 
repair work it was necessary to de- 
vise a simple system which provides 
a check on jobs from the time they 
are taken in until the items are re- 
turned to the owners. 

Naturally, when an appliance or 
other item is brought into one of 
the three stores and is then trans- 
ported to another location for the 
repair work, it is essential that the 
serviceman knows just what the 
customer thinks is wrong with it; 
and how much he is willing to pay 
to have it put into good operating 
order. 

A repair ticket like that illustrat- 
ed on page 126 is fastened to the 
appliance at the store to which it 
is brought. This contains spaces 
for recording all the essential in- 
formation, including model and 
serial numbers, and the time when 
the work is expected to be com- 
pleted. 

The personnel of the three stores 
have been schooled in filling in these 
cards completely, obtaining as much 
information as possible, so that the 
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service department will not be 
forced to telephone back to the WOLFF, KUBLY & HIRSIG 
store, or even to call the customer cusne pave 
in order to get more information. NAME_ 
A special repair ticket is used on acoRess___ 
out-of-the-store calls for service ORDERED BY 
men. It is made in duplicate form, pune. 
with a carbon backing on the top nemaaes 
Right—Duplicate form, with carbon, used 
to keep exact record on service calls. 
Crew keeps bottom duplicate and ser- TIME PROMISED_______COSTS 
vice manager retains top ticket. Below— creoit SERVICEMAN 
Customer waits for quick radio repair. =e 
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sheet. The service man who goes on 
a job takes one part of the ticket 
and the service shop foreman re- 
tains the duplicate. In this way 
the foreman knows just what jobs 
his service men are working on and 
when they left the shop for the job. 
These records facilitate out-of-the- 
shop operations and aid in planning 
the day’s work. 

The service shop repairs appli- 
ances, large and small, including 
washers, refrigerators and radios. 
Most of the heating equipment re- 
pairs are handled by the store’s 
heating division, which has a sales 
and service department in another 
building. 

One of the service men is an ex- 


pert on washing machines. Includ- 
ed in his equipment is a specially 
built device for testing almost any 
make of wringer. Special gears 
permit quick testing. ; 

The radio repair department is 
equipped to give two to three day 
service. 

When small appliance repair jobs 
are completed, customers are mailed 
notices to pick them up at the 
service shop building, instead of at 
the stores where they turned in the 
appliances for repair. 

This procedure saves time, extra 
handling of repaired appliances and 
it also introduces the customer to 
the extensive repair facilities of the 
hardware business. 


The service department has sev- 
eral trucks which are used for 
pick-up and delivery of heavy ap- 
pliances. Some of these latter items 
can be repaired in the home, but 
occasionally some have to be 
brought to the service shop. 

More than 500 hand and power 
mowers are serviced and sharpened 
during a year. 

With both the appliance service 
department and the heating division 
service set-up, this firm is able to 
offer its customers dependable ser- 
vice on almost everything it sells. 
This, say company officials, builds 
customers’ confidence and goodwill 
on a long term basis. 


Case History No. 3 





LYNDALE HARDWARE CO. 
RICHFIELD VILLAGE, MINN. 


Lyndale Hardware in Richfield 
Village, a suburb of Minneapolis, 
Minn., has made profits with its tool 
rental department for more than six 
years. Located in the store’s base- 
ment this profit making operation is 
also the means of building much 
store traffic. Many rental custom- 
ers buy materials they need for a 
particular job and at the same time 
make many impulse purchases. 


Rental items are offered at prices 
ranging from 25¢ a day up to sev- 
eral dollars. Although items such 
as bench clamps are included in the 
firm’s rental goods it also offers 
large units such as outboard motors, 
lawn rollers and floor sanders. In- 
cluded in the rental list are: post 
hole auger, sewer auger, axes, blow 
torch, belt sander, conduit bender 
% in.-1 in., bolt cutter, caulking 
gun, 4 in. drill, % in. drill, plumb- 
ers furnace, flare kit and fish tape. 
Other rental items offered are: 
fence stretcher, extension cord, 
house jacks, portable power saw, 
nail puller, paddle pump, pick, pipe 
reamer, spinner sander, stapler, 
fertilizer spreader, sledge hammer 
and lawn seeder. 

The firm also rents: ‘hand saw, 
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Keeping Records on Rentals 





Rental department employee holds large pipe wrench offered at 25¢ per day. 


tin snips, pipe taps, pipe vise, pipe 
wrench, floor polisher, floor edger 
and a rug scrubber. 

One man handles the rental de- 
partment and keeps a separate ren- 
tal record for each item. It indi- 
cates the name of the item, its 


source, hourly and daily rental rate 
and minimum rental period as well 
as the date of its purchase and cost. 
Columns are included for telling the 
date and hour an item is taken out, 
the name and address of the renter 
and his phone number. Other col- 
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umns indicate the charges made and 
the time of return. With such a 
record the company has complete 
data on each rental item, including 
the number of times it has been 
rented in a given period and the 
amount of its earnings. 

The employee in charge of rentals 
checks each tool or piece of equip- 
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OUT: |* TIME | NAME 
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ment, upon its return, as to sharp- 
ness or other condition. It is his 
responsibility to do as much of the 
maintenance work on each piece of 
equipment as possible. As a rental 
unit needs repairs or servicing he . i tae 
removes it from circulation. —— ee Se eee fa Se Se 
Ralph Gilbertsen and Dana Lund- ae } —++— 
quist, store owners, report that 1 
most of the customers who visit the 
store to rent tools or equipment will 
purchase a variety of materials and 
other merchandise. 














Sample of record used for each rental item. 


Case History No. 4 


HAROLD HALL HARDWARE 
WEST PALM BEACH, FLA. 





How Rentals Build Traffic 


Rental equipment is among the 
best traffic builders at the Harold 
Hall Hardware Co. in W. Palm 
Beach, Fla. With most rental cus- ‘ 


HAROLD HALL - HARDWARE 


wd CORR Ht Ae Pe 





tomers visiting the store to pick ea ¥ ee eee 2 
up and to return equipment a ren- _ . OT ae J 
tal usually means two visits per 2750 


transaction. Many of these visits 
result in the purchase of materials 
needed for a particular job and 
in the sale of impulse items. 

Inside another sign gives a more 
complete listing of rental goods. 
Listed are: floor waxers, sanders 
and edgers, spray guns, power 
saws, fertilizer spreader, electric 
and gas mowers, lawn rollers, 
wheelbarrows and tree saws. 
Other items are: electric drills, 
blow torch, soldering irons, belt 
sanders, extension ladders, pipe 
vise, pipe die sets, pipe cuttegs, 
post hole diggers and electric hedge 
trimmers. 

Profit possibilities from the 
rentals themselves may be illus- 
trated by a gasoline mower retail- 











Some rental items are listed on door when closed at night. 
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ing at $125 in Florida. Renting at 
$1 per hour this means that a cus- 
tomer using the machine 25 times 
in one year for two hours, each 
time, would pay Hall’s a total of 
$50. 

Hall Hardware is an authorized 
sales and repair agency for the 
lawn mower it rents and makes 
many clean sales as the result of 
rental contacts. Rental units are 
usually sold at the end of a season 
at a reduced price. 

Although but 10 items are listed 
on the firm’s rental service charge 
slip many others are offered. Paint 
sprayers rent at $3 per day; 
wheelbarrow, 75¢ a day; lawn 
roller, $1.50 a day if delivered or 
$1 per day if picked up and re- 
turned by the customer. A fer- 
tilizer spreader rents at 50¢ per 
day, but is loaned free with the 
purchase of 100 lbs. of fertilizer. 

Hall Hardware has competition 
eight blocks away on one side and 
12 blocks away on the other, but 
it attracts rental customers from 
as far away as Jupiter (17 miles) 
on one side and Belle Glade (37 
miles) on the other. 

Hall Hardware does all its own 
repair work. A paint spray gun 
for example, is taken apart and 
cleaned after each rental. A re- 
pair service for customers fits into 
the rental business perfectly. All 
kinds of lawn mowers are repaired 


So 


if 
if 


Outdoor displays featuring both rental items and new .mérchandise are always used when the weather permits. 


HARDWARE AGE, OCTOBER 18, 1951 


ANU WARE NOUSEWARE 


Customer copy of the firm's rental service slip, reverse side of which 
outlines the care and operation of floor sanders and floor edgers. 
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and sharpened. Lamps are fixed home-owner returning from work after a short span of less than six like dats 


and wired. to pick up a handy-man tool). years. The store was opened on partmen 
Store hours are from 7:30 a.m. That this idea of using rental Dec. 7, 1945, just 11 days after been co 
(to catch the contractor and of equipment to develop trade was Dick Hall left the Army. Since ager WI 
building tradesman before 8:00 a good one is borne out by the ap- then the building has been ex- slip the 
o’clock) to 6:00 p.m. (to allow the parent stability of the business panded twice. pag te 
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Case History No. 5 pit 


WARREN COUNTY HARDWARE Case 
BOWLING GREEN, KY. 





Triples Revenue on Service Work 


Service revenue has_ tripled 








since Maurice A. Hill, owner of pare. ¥oO2J—S7 Willin 
Warren County Hardware Co., 934 WARREN COUNTY HARDWARE COMPANY trve of 
State St., Bowling Green, Ky., has Daily Salesman’s Report greatly i 
had all service calls handled iain ee Appliance | Time Of Peach | Remarks at the W 





through the store’s general office. = a I Half Da 
Further, unwarranted free service Tg ee 


Sg ; : Charles, 
has been eliminated in the _ in- ; “LPS in ahead 
stance of equipment sold subject <oes Se aaa wenn 
to a warranty and for which the jem i Fag ma it amon mecha 


; . hase of 
guarantee period has expired. 




















iS Althoi 
Mrs. Dan Amos, the firm’s service | 
cashier, takes most of the phone of the fi 
calls regarding service. As she Herrick 
talks to a customer she checks Signed = tome w 
. r > Ct 1y swato = es 
through the Kardex syste ne lo- Daily record at cashier's desk gives customers’ names, addresses and nature of re- repairs. 
cated on her desk, and quickly quests. Completion is indicated by crossing out this data and marking it complete. the stor 
tells the patron exactly when she 
, h Spite ct ic ' he is ab 
ought the appliance, the price for the helper accompanying the of the request. When the call and 
paid and whether the warranty service man. service have been taken care of 
period has expired. At the cashier’s desk a daily the notation is crossed out and 
Under the old method of han- record is kept on all service re- the word, complete, is inserted on 
dling service calls the appliance quests with the name of the cus- the far end of the card. The 
salesman taking the call might tomer, her address, and the nature cashier also makes out a slip with 


feel it necessary to send out the 
service man to please a customer, 
even though the warranty period Invoice No. 1395 Dates Jen8-51 
for that appliance had expired. 
This resulted in frequent “no 
charge” calls when there should Date Sold: 4-25-51 
have been a fee collected. 

When Mrs. Amos tells a cus- as 
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tomer, in advance, that there will __ Supplier: John Doe Distributing Co —_—___—— 

be a minimum charge for the ser- aie 

vice call the customer is more Serial: U 789308 a 

careful to determine whether h 

there really is need for service. Sold By: David Nort - ; 
The customer now takes the Selling Prices 45.98 f 
trouble to find out whether an ' Gost: 37,98 

appliance cord is disconnected or iianinias esaliel : 

whether a fuse needs replacement. __0X567 BCE Radio _ Sold Tos Andrew Brown 








The firm’s minimum service charge 


is $3, with $3 for each hour of Sample of record on each appliance sold to which cashier refers to determine 
additional service and $2 per hour whether a customer is to be charged or is entitled to free service. 
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like data on it for the service de- 
partment. When the service has 
been completed the repair man- 
ager writes on his copy of the 
slip the disposition and date and 
his name. 

And Warren County Hardware, 
under the new plan, receives ser- 
vice revenue that pulls the depart- 
ment above the break-even point. 


Instead of losing money on ser- 
vice, as a means of aiding sales 
of appliances, the firm now makes 
a small profit on service. 

Long-time service man for the 
firm is E. C. “Pop” Wiltshire. He 
attends all service schools in the 
area. 

He is assisted by one helper 
who also has other duties. The 


helper also sharpens lawn mow- 
ers, tests on new appliances, in- 
stalls gas ranges and substitutes 
for the full time service man on 
minor repairs. 

Warren County Hardware ser- 
vices and repairs all small and 
major appliances except major re- 
pairs on television. These are sent 
to distributors. 


Case History No. 6 


WM. HERRICK & SON 
HALF DAY, ILL. 





Willingness to tackle almost any 
type of mechanical repair job has 
greatly increased the flow of traffic 
at the Wm. Herrick & Son store in 
Half Day, Ill. Mr. Herrick’s son, 
Charles, is handy with tools and was 
in the construction business for sev- 
eral years all of which helps in this 
phase of the firm’s business. 

Although hand and power mower 
service constitutes a large portion 
of the firm’s repair volume, Charles 
Herrick handles many water sys- 
tems, washing machine and other 
repairs. Through his contacts at 


the store and at customer’s homes 
he is able to obtain many leads for 
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the sale of items of new equipment. 

“We do not have an outside sales- 
man on appliances,” says Charles 
Herrick, “so I try to make the most 
of my repair job as a sales proposi- 
tion, too. It is surprising how many 
appliances can be sold by a repair 
man just by talking to the home- 
owner.” 

Complete records are kept on 
every appliance that is repaired by 
the firm and a varied stock of re- 
pair parts is regularly stocked. 
Quick service is featured, whether 
or not parts must be ordered from 
out of town. This policy has helped 
to greatly increase the firm’s ser- 


wheel barrows are displayed 
in front of the store which 
has a large off-the-highway 
parking space in front of it. 


Left—Charles Herrick works 
on a gasoline mower as a 
customer watches. 


Above—Power mowers and 


How Repairs Bring Sales Leads 


vice work volume in this town of 
150 population. 

The firm encourages its mower 
service customers to bring in their 
hand and power machines in Janu- 
ary or February instead of waiting 
until later in the season. This per- 
mits turning out a more satisfac- 
tory job, and in a period when the 
shop is not too busy. Mower repair 
jobs run from $3.50 to $15.00. 
Sharpening and repair of blades 
and servicing of power mower en- 
zines and motors are all taken care 
of by Charles Herrick, who is able 
to do this service on even the largest 
equipment. 








Turn page for 6 Pointers 
in Service and Rentals 
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RENT EQUIPMENT 


OF ALL KINDS 






SAVE MONEY... 
DO IT YOURSELF 


See or call us for this equipment... we 
have many other items not listed 
® STEP LADDERS 
*# EXTENSION LADDERS 
* WHEELBARROWS 
* FLOOR SANDERS 
* BELT SANDERS 


* FLOOR POLISHERS 
* ELECTRIC DRILLS 
*® POST-HOLE DIGGERS 
* EXTENSION CORDS 
* PIPE CUTTERS 


*® PIPE DIES 
* PIPE WRENCHES 
* SLEDGE HAMMERS 
* PICKS and SHOVELS 


% HAND SAWS (Electric) 
* LAWN MOWERS 
* CONCRETE MIXERS 
(Gas and Electric) 
*& PAINT SPRAYING EQUIPMENT 
* HAND POLISHERS and SANDERS 


We Cut and Thread Pipe 


OPEN SUNDAYS 8 A. M. TO 12 NOON 





WEEK DAYS—8 A. M. TO 6 P. M. 














Sof 1217 W. LABREA 
/ INGLEWOOD 


O Rcwaro 7-4968 
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6 Profit Pointers in 
Service and Rentals 


Pointer No. 1 


Advertise service and rentals—With a many armed handyman 
as an eye catcher Brizzolara Hardware of Inglewood, Calif., called 
attention to some of its numerous rental offerings in this ad 
measuring two columns by 10 in. Some hardware dealers use ads 
in the classified section of daily newspapers to publicize their varied 
rental and repair services. Direct mail and radio spot commercials 
are effectively utilized by others. 


Pointer No. 2 


Keep adequate records—Efficient and adequate records are one 
of the secrets of successful operation of a service department for 
the Wolff, Kubly & Hirsig stores in Madison, Wis. Repair jobs are 
tagged with a yellow ticket, of the type illustrated. Anyone handling 
the job knows from the complete data on the tag just what was 
promised and for when. Similar data is on hand in the department’s 
office. Of utmost importance in helping the firm meet its promises, 
these records help the firm build goodwill. 


Pointer No. 3 


Have an easily accessible service department—At Fisher Hard- 
ware in Denver, Colo., users of its service department go past 
seasonal displays like that to the left and down a wide aisle through 
which they approach the doorway to the service and repair shop. 
Both of Fisher’s service men wear smocks bearing the company’s 
name in the same style lettering as its ads a. _ stationery. Door 
to the right is the entrance to the repair department, a portion of 
which is visible from the street. 
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_ © Follow these simple 
suggestions for assuring 
better profits in your 

service and rental operations 


Pointer No.4 p> 


Let customers see part of the 
department—Through this door- 
way customers of Foulke & Norman 
in Madison, Wis., can see some 
actual repair work in progress. Al- 
though wheel goods service is fea- 
tured by samples displayed, other 
offerings are emphasized on signs 
at different levels. 


Pointer No.5 p> 


Employ competent servicemen 
—W. D. Hall Co. of El Cajon, 
Calif., employs a factory trained 
service and repair man as one of 
the co-managers of its housewares 
and appliance department. Cecil 
Cheeseman helps inform customers 
of that fact by wearing this smock 
calling attention to the fact that he 
is an authorized serviceman. 


Pointer No. 6 


Use display tie-ins for your 
service — Nicholas Soffa, Soffa 
Hardware & Plumbing Supplies in 
San Bernardino, Calif., has his key 
cutting equipment right where it 
may be seen from the street. Dis- 
plays of related products—padlocks 
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You can make these 
fixtures yourself 











Flexible, Inexpensive Window Fixtures 


By JOY ODELL 
Co-owner, 
Odell's Hardware, 
Rye, N. Y. 


Attractive window display is a 
primary need in building sales 
volume, but the small retailer has 
little time, money or storage space 
to devote to display materials and 
arranging windows. 

What decorating is done, he 
does himself, using whatever ma- 
terials are at hand and he does 
not have the time or materials to 
bother much with artistic effects. 

The hardware dealer has the 
additional problem of showing 
merchandise of many shapes and 
sizes at one time, often in high, 
deep or badly proportioned win- 
dows. 

To meet all these requirements 
and supply ourselves with the 
basis for many quickly assembled, 
eye-catching window displays, we 
designed and constructed our own 
complete set of display furniture, 
consisting of only six step-up 
units, two circular tables and 
several screen panels. 

The first step in planning the 
furniture was to make accurate 
scale models (1% in. to the foot) 
in cardboard. We still use these 
miniature pieces to determine the 
arrangement before we move the 
actual pieces into the window. 

These models are especially 
handy for devising complicated 
displays showing many different 
kinds of merchandise. They also 
help the inexperienced window 
trimmer to use the furniture to 
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Trimming attractive, selling windows is simple if 


you have the right fixtures. Here is a detailed 


description of a set of wooden fixtures, designed 


by the author, which permit infinite variations in 


arrangement, nest for storage, are inexpensive 


best advantage while cutting down 
on the actual time spent in the 
window. 


While aluminum or some other 


lightweight, strong metal would 
be the ideal construction medium 
for this furniture, plywood is 
more readily available to the aver- 
age store owner. This may be re- 
inforced with strips of metal at 
the points of stress. 

The price of plywood has risen 
somewhat since we built our fur- 
niture, but the entire set may still 
be built for a reasonable sum, and 
if cared for, will last for years. 

Quarter-inch plywood was used 
for all pieces but the screen 
panels, for which 1%¢-in. plywood 
is heavy enough. 


Easy to Handle 

While no extremely heavy mer- 
chandise, such as gallon cans of 
paint, should be shown on these 
units, and care must be taken in 
storage not to pile heavy objects 
on them, their light weight pays 
off in easy handling in the con- 
fined space of the show window. 

For flexibility in making the 
largest possible number of dif- 
ferent arrangements from the 
same few display pieces, and to 
allow compact storage of the fur- 
niture, we used a 9-in. common 
denominator for all dimensions. 
Thus, each step is 9 in. high, and 
9 in. deep, the tables are 18 in. 
and 36 in. diameter, and ail other 





proportions are a multiple of 9 in. 

While any number of inches 
might have been used for this key 
measurement, a step 9 in. deep will 
hold most small merchandise, 
while the larger dimensions would 
tend to make the furniture too 
bulky to be moved easily in a 
small window. 

Since the main need in our win- 
dows is for height, we chose the 
simple step-up as the basic form 
for our furniture (See Fig. 1). 

Each step unit is two steps 
high, two of the six units being 
18 in. long, two 27 in. long, and 
two 36 in. long, making it possible 
to divide the set into two balanced 
groups for simultaneous use in 
both show windows. 

These units may also be used 
standing on end if no heavy mer- 
chandise is placed on the top outer 
edge. In this position many in- 
teresting variations are possible. 

The open backs allow the 
smaller step-ups to be fitted into 
the larger for storage, and these 
in turn fit together in a space 
only 18 in. by 27 in. by 36 in. 
(See Fig. 4.) 

The tables (See Fig. 2) are both 
9 in. high, and when assembled, 
one has a diameter of 18 in. and 
the other a diameter of 36 in. 

Each table is made in four 
parts, each part a quarter circle, 
which, fitted together, forms the 
whole table; or, used separately, 

(Continued on page 130) 
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—Build Simple Display Pieces Like These-— 


Fig. 1—The simple step-up 
a 18", 27; ok 36"——__| 
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Using only three basic display pieces the 
step-up (=ig. |); the table (Fig. 2) and the 
screen (Fig. 3) easily constructed from ply- 
wood, it is possible to make scores of ar- 
rangements. Three such arrangements are 
shown on the next page. Fig. 4 shows how 
step-up units can be nested together for 
compact storage. The table segments can 
also be fitted into the space and the whole 
set stores in just one square yard of space. 
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Fig. 2—Table segment 
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—Table assembled 


Fig. 3—Screen 
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Fig. 4—Step-ups stacked for storage 
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Make Many Varied 
Arrangements— 











Like this— 




















fit together with the other units 
to form many interesting shapes 
and soften the stiff lines of the 
step-ups. The table parts also fit 
inside each other for storage and 
may be stored partly inside the 
step-ups. 

The screens are rectangular 
panels 18 in. wide, and 27 in., 36 
in., and 45 in. high, hooked to- 
gether with loose pin hinges 
placed at regular intervals so that 
any panels may be used together. 

These screens are especially 
useful for featuring certain mer- 
chandise in windows with open 
backs, or in dividing windows to 
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show two or more unrelated prod- 
ucts at the same time. The panels 
used alone make excellent table 
tops for light merchandise when 
placed across two step-ups. 

All this furniture may be used 
for interior display as well as in 
the windows, and the store owner 
can add other pieces to his orig- 
inal outfit from time to time until 
he has a library of display ma- 
terials from which he can produce 
a totally “new” setting in a matter 
of minutes. 

We painted the furniture a 
clean light gray, which shows our 
colorful merchandise very well, 





A SCREEN USED 
fa TO ENCLOSE 
STEP-UP, 








buf does not show the dust which 
persistently sifts in frem the 
street. 

Color in displays is best when 
it comes from the merchandise 
itself, but the hardware store car- 
ries many items of neutral or 
metallic coloring. To show these 
things at their best it is wise to 
introduce color around them. 

One inexpensive and quick way 
to do this is to cut mats of various 
shapes and sizes from cardboard 
cartons and cover them with 
brightly colored Marvalon, plastic 
or oil cloth, which is fastened on 
with a stapling machine. They 
are washable and may be used 
over and over, either to stand 
merchandise on, or to set up be- 
hind merchandise on display. 

Corrugated papers are especi- 
ally easy to handle and many un- 
usual displays can be made by 
using them. 

These and other professional 
display materials may be bought 
from display houses direct, or 
they may often be had for the 
asking from liquor or drug stores 
who employ professional window 
dressers and then discard all old 
displays. These displays, if dusty 
or faded, may be renewed with 
children’s chalks or a mixture of 
glue or soap and poster paint. 

To soften hard effects and show 
off shiny metalware, a soft cur- 
tain or drape is often a nice touch. 
Cheap cotton wash fabrics cost 

(Continued on page 153) 
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Human Relations Courses 
Improve Sales 


Memphis dealer takes special courses to improve his 
management of store and requires his employees to 
take special training. The result has been a 50 pct 
increase in store’s volume 


W. R. Doss, owner of Doss Hard- 
ware Co., Cooper and Young Sts., 
Memphis, Tenn., attributes sales 
increases of as much as 50 pct in 
one year to the courses in human 
relations which he and his em- 
ployees have taken. As a result of 
study undertaken by the entire 
staff greatly improved customer 
and personnel relations were at- 
tained. Wellmark ratings showed 
a good upturn as well. 

Five years ago Mr. Doss was dis- 
pleased with the slow progress the 
business was making. The store 
was not getting its share of the 
neighborhood business. Price was 
not a factor, he was certain. 

Mr. Doss’ price policy is ‘con- 
tained in the crisp statement, “A 
good sale is a result of a meeting 





W. R. Doss and Mrs. 
Mary Norton, one 
of the latest of the 
store's students in 
the human relations 
course. 
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of minds from which both the 
buyer and the seller profit.” There- 
fore, he was not interested in no- 
profit items to attract business, but 
he reasoned that the success of a 
neighborhood store such as his was 
irrevocably bound to customer re- 
lations and personnel relations and 
that if a good job was done on 
these two things, a generous share 
of the neighborhood traffic could 
be brought into the store. 

Mr. Doss tested the idea first by 
taking a Dale Carnegie course him- 
self. Almost atonceherealized how 
much better he could be doing in 
business if he gave greater thought 
to human relations, and how many 
opportunities to make sales and 
friends were being missed. 

Convinced that he had a good 
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| Bale Carnegie. 
TRAINING IN HUMAN RELATIONS. 
DUSS HAROWARECO CO 


idea, he required his sales people 
to enroll for a 17 week basic course 
in how to get along with people. 

Results were apparent within a 
month after the sales people had 
started the course. Good results 
continued to increase and from 
that point forward the success of 
the store was never in doubt. 

At the end of the first year, after 
the staff had completed its train- 
ing, a full 50 pet increase in sales 
was recorded; Willmark ratings 
had jumped to an average of 85 
and customers were coming back 
and complimenting the sales people 
to Mr. Doss. Personnel relations 
were so improved that the store 
was now truly a pleasant place for 
all to work. 

After the first year the annual 
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Mr. Doss shows a customer wallpaper displayed in a unit constructed 
as a result of employee discussion of display problems. 


increase leveled off at a consistent 
15 to 20 pct. Personnel and cus- 
tomer benefits continued to in- 
crease and in the past two years 
there has been a sprinkling of Will- 
mark ratings of 100. 

The benefits of this training 
have remained and increased with 
use. Refresher courses have not 
been needed nor are any conten- 
plated. 

Tuition for training in leader- 
ship and human relations varies 
somewhat about the country. The 
portion of the cost assumed by Mr. 
Doss varies with the individual 
need of the employee. Some sales 
people have paid the entire cost of 
the course themselves and in other 
cases the firm has paid the whole 
fee. However, in total, Mr. Doss 
has assumed about half the tuition 
for the 10 people who have taken 
the basic course which he recom- 
mends. While some students have 
taken advanced courses, it is felt 
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which results in benefits to both the 
community and the store. 

The first two salesmen to take 
the course had to be sold on the 
idea. One of them needed almost 
an outright ultimatum. Others ob 
serving the success of earlier stu- 
dents were eager to have the train- 
ing. Upon completion of the course 
salespeople received a salary in- 
crease of $5. 

“This increase,” says Mr. Doss, 
“was given because I feel that any 
person who successfully completes 
this course is well worth an addi- 
tional $5 a week to me.” 

Completion of the course by all 
employees added stimulus to their 
daily activities, since each person 
became more aware of the volume 
of his sales and of the manner in 
which all customers are handled. 
This has voluntarily grown into a 
weekly discussion of successes and 
failures, suggestions as to how to 
overcome the failures in handling 
customers and _ suggestions for 
store arrangement and _ display. 
From one of these discussions grew 
an unusual display of wallpaper 
in which panels of paper are set 
at an approximate 15 deg. angle 
from the wall which allows the 
customer to stand at the front of 
the store, or even outside the store, 
and see 180 different patterns. 

Labor turnover is affected in a 
rather unusual but personally sat- 
isfying way. Employees are now 
staying twice as long as formerly. 

“I always hate to lose a good 
sales person,” says Mr. Doss, “but 
it gives me a good deal of satis- 
faction to know that both of us 
have profited by our association 
with each other.” 





that this course is particularly 
suited to those who wish to take 
a more active part in civic affairs 


Window Display Depicts the First Christmas 


« 





Well known for its unusual holiday windows, this one recreated a biblical scene 
at the G. M. Williams Co., New London, Conn., portraying the first Christmas. 
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LAY-AWAYS 
A Must for Christmas Selling 


The hardware dealer who is 
casting about for a bigger share 
of Christmas business—and what 
dealer isn’t—should seriously con- 
sider Lay-Aways as another road 
to extra sales through increased 
store traffic. For, if a large seg- 
ment of the trade is already profit- 
ably selling-up on a Lay-Away 
basis, others can take advantage 
of their successful experiences, 
and their mistakes. 

Here are cardinal principles for 
successful Lay-Away selling: 

1—Get an early start. 

2—Set a definite policy about 
payments, closing dates and re- 
funds. 

$—Devise facilities in your 
store for handling and storing 
Lay-Aways. 

These principles were evolved 
by a special HARDWARE AGE study 
of this sales technique and re- 
ported extensively in the Septem- 
ber 20th Christmas Selling Guide 
issue, 

Need for an early start in pro- 
moting your Lay-Away plan is 
fairly obvious. It helps to avoid 
the last-minute Christmas rush; 
enables setting a schedule of pay- 








HARDWARE AGE surveyed 
500 hardware dealers and ob- 
tained their actual experiences 
with Lay-Away plans to serve 
as a guide for others. For a 
summary of that study refer to 
the article, “How to Set Up a 
Lay-Away Plan,’ published in 
the Sept. 20th issue beginning 
on page 236. This article pre- 
sents additional information you 
will want to know about hard- 
ware store Lay-Away operation. 
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Lay-Aways are a valuable selling tool for building 
up Christmas volume. Here is how you can go about 
organizing your own Lay-Away plan 


class of customer to whom Lay- clearance sales begin. 


ments that are no burden on the before the period when Christmas 
Aways particularly appeal, and it But most important is avoiding 
insures completion of payments customer friction, lost sales op- 
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Treat a Lay-Away customer as a good potential, steady, future purchaser. This 
store achieves: this by a thank you letter. The payment book referred to is 


illustrated in this article. 
































REX HARDWARE CO 
28.30 BROAD STREET AUGUSTA, GA. 
ne ae bocecanas N° 508 
REX HARDWARE CO. 
1128-30 BROAD STREET AUGUSTA, GA. Ne 508 
Dial 2-9041 ’ 
Name 
- —= «sti, Inua.wev ix held subject to the terms as stated tions peyment is made on or 
REX HARDWARE CO 
1128-30 BROAD STREET mi AUGUSTA, GA. 
Name. nes N° 508 
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de y is lid subject to the terms as stated below. If no payment is made on er 
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This Lay-Away form, in triplicate, consists of the original in white, the customer's 
receipt; the duplicate, in yellow, which is attached to the merchandise; the tripli- 
cate, of heavier card stock, which is filed in the store's Lay-Away card index file. 


portunities, wasted handling ex- 
pense. These result from the fail- 
ure to establish a policy for 
handling the financial end of a 
Lay-Away transaction and the 
failure in making that policy 
clearly understood by the cus- 
tomer. A firm policy makes Lay- 
Aways a form of inexpensive, 
painless credit. 

Such a policy should begin with 
a down-payment. Set it at either 
a percentage or dollar-and-cents 
figure. Make the amount as little 
or as much as the traffic will bear, 
but make it convenient, for the 
Lay-Away customer is not neces- 
sarily as well-off financially as 
charge or open accounts. 

The value of a down-payment 
lies in the equity in the merchan- 
dise given the customer. He is 
then not so prone to let the trans- 
action and payments drop except 
for a valid reason. 

Arrange the schedule of pay- 
ments, and amounts, again on the 
basis of greatest convenience to 
customers and, where you can, set 
it to coincide with paydays. Be 
on guard when payments are 
missed, for it can mean that the 
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customer is losing interest in his 
purchase, and you may end up 
without a sale, particularly if the 
item is a seasonal one or not regu- 
larly stocked. 

Protection in such cases re- 
quires a clearly stated policy on 
refunds or service charges. If the 
customer knows in advance what 
your terms are, you minimize the 
chance of losing him, even if you 
lose the Lay-Away sale. There- 
fore. make it clearly understood 


that you will not refund pay- 
ments; or you will retain the 
down-payment as a service charge, 
or you will credit the amount 
paid-in towards other merchan- 
dise. 

Final point in your Lay-Away 
policy is the due date by which pay- 
ments must be completed. Stick to 
that date unless there are extenuat- 
ing circumstances. Clearance sales, 
as Christmas nears, of the same 
merchandise at prices lower than 
yours, can cause the customer to 
change his mind and want to drop 
the transaction—with a refund— 
if the Lay-Away is not completed. 
But if you establish in advance 
the pay-up date (before close- 
outs start) with the customer, 
you again minimize losses and ill 
feelings. About the middle of De- 
cember should be your deadline. 

However, if the customer com- 
pletes his part of the transaction, 
you will not have a trouble-free 
Lay-Away plan unless you provide 
sufficient facilities for its smooth 
operation. This requires some in- 
surance on your part, through 
advance planning that the pur- 
chase will be held and not re- 
sold by error; that you have suffi- 
cient storage space to handle the 
volume of Lay-Aways, and that 
you can deliver at the agreed-upon 
date. 

Record keeping is the least of 
the problem, various methods for 
which were described in the pre- 
viously reported study in the Sep- 
tember 20th issue of HARDWARE 
AGE. Additional types of record 
forms are illustrated in this 
article. 

Most stores find that assigning 
a serial number to a Lay-Away 
transaction and using a _ Lay- 
Away form, in triplicate (one for 
the bookkeeping department, one 





Received 
From: 7 ee 


LAY-AWAY PLAN 
Receipt 


195__ 











This deposit on your Lay-Away Plan Purchase Order, dated ____ 
leaves a balance due on the down payment of that order amounting to $___ 


prices and government regulations prevailing on the date order was signed. 


Dollars 





—__________, 195_., 





___., based on 


~~ (dealer) 


By: —— 








A very simple Lay-Away record is this one issued 
in duplicate. Note the statement concerning price. 
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This firm uses a 
booklet which the 
Lay-Away customer 
receives and brings 
to the credit de- 
partment each time 
a payment is made. 





for the customer, and one affixed 
to the package), simplifies the en- 
tire transaction. 

But insufficient storage space 
for Lay-Away will make for con- 
fusion, and confusion creates loss 
of selling time during one of the 
busiest seasons of the year. Thus, 
if you expect to handle a large 
volume of Lay-Aways, and space 
in your store is limited, arrange 
for additional facilities, so Lay- 
Aways can be orderly stored and 
filed and readily found when 
wanted. 

It may also be necessary to 
step-up or expand your delivery 
system so that Lay-Aways, not 
picked-up, can arrive at the speci- 
fied time. Remember, in addition 
to the customer who buys on Lay- 
Away because of financial rea- 
sons, there is the customer to 
whom Lay-Aways appeal because 
they needn’t have the gift around 
the house until they want it. Ar- 
rival too early will destroy the 
element of surprise. Thus Decem- 
ber 24th can be your busiest de- 
livery day, and if you are not able 
to keep up with promised deliv- 
eries you may find it hard to keep 
an irate customer. Also, make cer- 
tain as to how delivery is desired. 
If it is a toy, is it to be set up 
prior to delivery, or delivered as 
a package? For some people, that 
is the prime convenience of using 
your Lay-Away plan. 

Two case histories of Lay- 
Aways that illustrate both a 
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operation 

and some of its pitfalls follow. 
R. J. Glock, president of 

Swank’s, Johnstown, Pa., in out- 


method of Lay-Away 


store’s 
them 


lining features of that 
Lay-Away plan, describes 
thus: 

“All Lay-Aways are recorded 
and carried in the credit office. 
Time-payment clerks agree upon 
terms with the customer, such as 
payments, etc. A ledger sheet is 
then set up with terms and due 
dates. These sheets are then re- 
viewed the same as all time- 
payment sales. 

“A delivery slip is made out by 
the salesperson and filed alpha- 
betically in the sales department, 
according to the customer’s name. 
On the delivery slip is a serial 
number which is put on the pack- 
age, carton or box. In the ware- 
houses, packages are located and 
filed by the serial number rather 
than names, because that makes 
identification quicker. 

“When a customer makes a pay- 
ment, it is made to the credit 
office rather than to the depart- 
ment or salesperson who handled 
the sale. In the credit office, any 
clerk can quickly review the case 
history by reviewing the ledger 
sheet and so does not take up the 
time of the salesperson. After the 
customer has paid the account in 
full or made satisfactory terms 
for extension to the credit office, 
the salesperson is notified by the 
credit office, and the sale is certi- 


fied accordingly on the delivery 
slip. If the account has been certi- 
fied as paid in full, the delivery 
is then made or taken. 

“Toys and gift items must be 
taken up by the 10th of December. 
Furniture often is stored for 
months. However, if the customer 
requests refunds after six months’ 
storage, a service charge for obso- 
lescence is made, but full pay- 
ments are refunded otherwise. 
Highly seasonal items are never 
stored more than 90 days.” 

P. J. Cavanaugh, South Side 
Hardware & Variety Store, Butte, 
Montana, advises: 

“We require a deposit and keep 
a separate file, regarding the Lay- 
Away as a cash transaction, ex- 
cept on regular book accounts. In 
the latter case, we charge the sale 
to the account as a Lay-Away, 
hold the item or let the customer 
take it. We record the Lay-Away 
on a statement form at present. 

“We run into two sources of 
concern with Lay-Aways' which 
might help others. One comes 
from the customer who is not 
regularly carried on our books, 
but buys on a Lay-Away basis, 
makes the required deposit, and 
then (because some dealer, at 
about the middle of December, has 
cut the price on the same item) 
wants to cancel the transaction 
(Continued on page 153) 





OFFICE COPY 


Geo. W. Hubbard Hardware Co. 
327 S. Seginaw St. Phone 2-8171 
FLINT 2, MICH 


N? 2917 
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Geo. W. Hubbard Hardware Co. 
Approved 











On this Lay-Away form, also made out 

in triplicate, note the purchase agree- 

ment which clearly states that if the 

customer fails to complete payments on 

the due date, the store will retain all 
payments. 
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Braman Lumber & Hardware, Seattle, Wash., framed its gifts in a window- 
within-a-window display with artificial snow, fir trees for the Christmas air. 


Gift Selling Christmas Windows 


Keep your display windows interesting and fresh during 





the Christmas selling season. Let these ideas guide you 


and for other sales pulling displays refer to those in the Rig 
Sept. 20th issue of Hardware Age - 
os 
dec 
fro 


This "Gifts for Him" window of the 

WASHINGTO Washington Hardware Co., Tacoma, 

Wash., featured hand and power tools, 

ARDWARE CQ using artificial snow, candy canes, and 

a huge white cedar spray as Christmas 

trim. A large panel of special display 
paper served as background trim. 
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Right—A gayly colored sled, filled with 

Christmas packages, was the focal point 

in this window which suggested house- 

wares as holiday gifts. Bright copper 

and brass items added extra color to 

this display arranged by H. Hecht & 
Son, White Plains, N. Y. 


Left—The Imperial Hardware Co., Long 
Beach, Calif., started the first of Sep- 
tember to suggest electric housewares 
as Christmas gifts. And to encourage 
early buying the firm featured its Lay- 
Away plan prominently. This display was 
trimmed with a green background, and 
draperies of a lighter green caught at 
the top with a cluster of red poin- 
settias. Large, marbleized plastic frames 
were used to spotlight some gifts. In 
the store's appliance section a number 
of the electric housewares had special 
price cards, with a red border and 
Merry Christmas in red, attached to 
them. 


window- 
tmas air. 


Right—Horton's Hardware, 5805 El Cajon Blvd., San Diego, 
Calif., used an attractive background corrugated blue dis- 
play paper to heighten the Christmas appeal of its toy 
windows. Plain white wrapping paper combined with a brick 
pattern paper simulates a fireplace. Angel hair and candles 
decorate the mantei. The tinsel snow flakes were suspended 
from a cobalt blue foil paper which represented the sky. 


Left—Shimmering tinsel stars suspended 
in this toy window are an easy means 
of putting holiday atmosphere into a 
Christmas window. Melrose Hardware, 
Melrose, Minn., used them effectively to 
dress up its window displays last year 
and carried out the Christmas theme 
by using brick pattern paper on the 
walls. 
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Mrs. Holt, manager 
of Billman's gift de- 
partment, with some 
of the attractive 
wrappings turned 
out at the store. 


Gift Wrapping 
Makes a Good Trade Builder 


This Minneapolis store finds gift wrapping service an excellent 
trade builder. Here’s a report on their experience. 


One reason why so many women 
prefer to buy their gifts at Bill- 
man’s in Minneapolis, Minn., is the 
way the store complements their 
purchases with appropriate pack- 
ages. 

When a gift is wrapped, the re- 
sult is something that causes ad- 
miration whether it is just a plain 
wrap or one of the really fancy cre- 
ations with pleated paper, extra 
ribbon ties and all the trimmings 
that add charm and glamor to gift 
giving. 

The gift wrapping department is 
one of the store’s best trade build- 
ers, reports Sam Billman, vice-pres- 
ident of the firm. “Customers love 
it,” he says. 

Though there is a charge for the 


















This window spot shows to advantage the dinnerware 
patterns available among a wide range of other gifts. 
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This Remington booklet makes it 
easy for dealers to comply with 
record-keeping provisions of the 
Federal Firearms Act, the law 
which requires you to maintain arec- 
ord of interstate sales and purchase 
of firearms and pistol ammunition. 
The Remington Firearms Record 
Book has column listings and space 
for the necessary entries, and com- 
pletely outlines the legal responsi- 
bilities of a retail dealer. : 
You’ll find that this book not 





only makes record-keeping simple 
... but gives you a sales booster,too. 
You couldn’t find a better prospect 
list for your direct-mail promotion 
activities. Anybody who buys a 
gun isa regular customer for ammu- 
nition and a host of related prod- 
ucts shooters need and want. 


To get your free copy of the 
Remington Firearms Record Book, 
write to Remington Arms Com- 
pany, Inc.,939 Barnum Ave., Dept. 
HW, Bridgeport 2, Connecticut. 








How to Tie Your Sales 
To a Hard-Hitting 
Advertising Campaign 


Remington advertisements run in an 
impressive list of national magazines to 
make certain that your customers know 
the story of Remington quality and in- 
tegrity. 

But an important link in the sales 
chain is missing until you attract the 
customer to your store, and ring up the 
cash register. 

To help you snap this link in place, 
Remington has prepared a complete as- 
sortment of dealer advertising mats and 
electrotypes, ready for you to use in 
your local newspaper advertising—or 
on circulars, programs, direct-mail ad- 
vertising, posters. 


They’re proved pullers. Shooters like 
to read about guns and ammunition and 
are attracted to advertisements show- 
ing pictures of them. That’s been proved 
in survey after survey. 








| 


Wingmaster” is Reg. U. S. Pat. Off. by Remington Arms Company, Inc., Bridgeport, Conn. 
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And they’re easy to use. Just select 
the product pictures or advertisements 
you want, and order mats or electros 
for use in your local newspaper adver- 
tising this fall. The advertising mats 
make provision for featuring your firm 
name and address. 

For your copy of the Remington elec- 
trotype catalog from which you can or- 
der free mats or electrotypes of Rem- 
ington products, write Advertising Sec- 
tion, Remington Arms Company, Inc., 
Bridgeport 2, Connecticut. 










Interchangeable barrels 
are a winning sales point 


rhr gone 
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Already dealers are cashing in on the 
great new selling feature of the Rem- 
ington ‘‘Wingmaster’’ Model 870- 

instantly interchangeable plain barrels. 
From the customer’s point of view, it is 
one of the most important improve- 
ments ever made in pump action shot- 
guns. It means that a shooter can equip 
himself with extra barrels having the 
right’chokes and lengths for many kinds 
of shotgun shooting. And he can do this 
immediately, with no fitting necessary. 


EET Penn en ee ee 


To the dealer, the ‘‘Wingmaster’s’’ 
interchangeable barrels are a triple sales 
advantage: 

1. By stocking a few extra plain barrels 
the dealer will always have the right 
gun for his customer. 

2. Many “‘Wingmaster’’ buyers will 
want two barrels. A sizable extra profit 
for the dealer. 


3. Present ‘“‘Wingmaster’’ owners 


excellent prospects for a second barrel. 


are 











|. GUNS & HARDWARE. |[ 
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“He wants to know what kind of ammu- 
nition they use on Mars.”’ 





‘ 
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service, and it varies with the elab- 
orateness and size of the package, 
the charge is not meant to show a 
profit in itself but just to help the 
service pay its own way. Charges 
range from 25 cents to $1.00. A 
small package with a plain gift 
paper wrap is generally 25 cents. 
Use of fancier paper, and extra rib- 
bon, brings the charge to 35 cents. 
There is no charge for ordinary 
wrapping. 

And one way by which gift wrap- 
ping costs are held down is by buy- 
ing the paper in large quantities 
and the ribbons in large spools. 
The store orders its materials on 
the basis of six months’ needs. 

A small gift card is pvt into 
every package, if the customer de- 
sires, so that the customer receives 
the package all ready to be passed 
on to the recipient. Customers 
aren’t asked to wait for their pack- 
ages. They may leave them and 
call back. Often there are as many 
as 10 packages waiting to be 
picked up at the store. 

Because, as Mrs. K. Holt, gift 
department manager, says, the 
news of the gift wrapping service 
has spread so quickly and widely 
among ladies in their homes, clubs, 
and social gatherings, that the gift 
department has gotten effective 
low-cost advertising it could per- 
haps not get in any other way. 

At Billman’s the gift shopper 
has a wide assortment, of china, 
glass, pottery and other types of 
gifts to choose from. The depart- 
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ment occupies a 20-ft. wall section 
which is flanked by two island dis- 
plays. Gifts are wrapped at the de- 
partment—right out in the open— 


Miniature House 


NW Geng 


aK 





The Billman gift de- 
partment offers a 
wide selection and 
its gift wrapping 
service is its best 
means of advertis- 
ing the store. 


and many a customer has been stim- 
ulated into buying when she has 
seen the end result—someone’s gift 
package. 


Display Sells Paint 


TALIS BACK 10 THE WEA 





Selah Hardware Co., Selah, Wash., uses this cardboard house for a window display prop 

in the spring and winter. In warm months it is used with manufacturers’ display material 

to urge the homeowner to do an outside painting job. During winter months the front is 
removed to reveal the interior to build sales of inside paints. 
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A dupelalve New Product by NATIONAL LOCK 


mn gift de- 
offers oa 
ction and 
rapping 
its best 
advertis- 
store. 


SERIES Al)’ SIMPLICITY AND DIGNITY OF DESIGN 
... LASTING FINISHES ACCENTED AND 
NATIONAL WICZs PROTECTED BY BAKED PHENOLIC LACQUER 


... EASIER AND FASTER INSTALLATION 





PATENT APPLIED 


Outtanding addition to the extensive NATIONAL Specially hardened pusher plate long bearings 

LOCK line of quality hardware is the Series ‘'410' “short-travel"’ relationship between knob and locking 
NATIONAL LOCKset. It's different far different mechanism all add trouble-free years to lockset life 
from so-called comparable items. It's better... much Furthermore, it's much faster to install. A host of other 
better. Designed to include a long list of exclusive and important differences make NATIONAL lOCKset the 


practical features, it offers more than any other lockset. best unit for you to sell. Write us for Lockset catalog 


Za , 4 Ti 2 | 
Nos. 411 and 411D ~ Nos. 412 and 412D No. 414 PRIVACY LOCK No. 418 KNOB LATCH 
KEY LOCK (exterior) TURNBUTTON LOCK y (bathroom, bedroom) (interior passage) 


(porch, patio) 


Now more than ever, count on NATIONAL LOCK for distinctive hardware ... “all from ] source” 


NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS @© MERCHANT SALES DIVISION 
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PROFIT-MAKING 


Assortments 
with convenient, attractive 


Displays 


TURNBUCKLES nesearasny 


: * 52 turnbuckles in 10 fast selli 
by size. Attractive disploy pane nel is ol is all heres 
14” x 16” in 3 colors. A complete line of open 











Turnbachles, Suc. 


BYE BOLTS 











EYE BOLT ASSORTMENT 


| 12 each of 10 sizes of most popular Eye Bolts. j 
| Boxed by size. Sturdy display panel similar to | 
turnbuckle panel. Eye Bolts in 12 sizes ayail- 


able from open stock. 





Turrebucthles, Site 


Ee U-BOLTS 





U-BOLT ASSORTMENT 


12 each of 5 popular pipe size U-Bolts in dozen 
cartons. 3 color metal display board is 14” x 6”. 
U-Bolts also available from open stock. 








$&8 HOOK 5 ebstechi sorbed 


10 popular sizes, total of 444 es. $-Hooks 
- in steel, 8-Hooks in steel and brass. 3 color 
display box 12" x 8%" of heavy fiber. Open 


" Sccmsia 


“Tepulechles 


TURNBUCKLES, INC 





BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
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“stock turnbuckles available. i 





Enlivens Thanksgiving Windows 
With Charcoal Sketches 





Simplicity helped tell the message of this dies with its off 
center unit for displaying samples of glass and crystal ware. 


Lively charcoal sketches formed 
the decorative motif for two 
Thanksgiving windows at Sherrod 
Hardware in Lubbock, Tex., last 
year which were the means of sell- 
ing a wide variety of housewares. 
One featured tableware andthe other 
fireplace goods and space heaters. 

Using the traditional Thanks- 
giving symbols — Pilgrims and a 
turkey—each window had oyster 
white walls with comic style 
heads sketched on them. Small 
Santa Claus figures in a corner 
of each display bore signs sug- 


gesting that people shop early for 


Yuletide gifts. 

The store’s interior display of 
tablewares was limited to only a 
few pieces of each pattern of din- 
nerware, chinaware, crystal or 


glass, with ample storage space 
below each table for reserve 
stocks. This helped call custom- 


ers’ attention to the beauty of in- 
dividual pietes. Interior displays 
had on each table a large card 
similar to that used in the win- 
dow with Pilgrim heads and the 
advertising message. Just the 
thing for Thanksgiving. 














Heating equipment, old fashioned and new styles, held the center in this window. 
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GRIFFIN™ 
BUTTS 


‘ 
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When you sell high quality Griffin Butts you 
produce a satisfied customer . . . and satisfied 
customers mean repeat business. Griffin Butts 
are produced from fine steel, carefully rolled in our own mill 
and finished by experienced craftsmen. : 
The entire line of Griffin fine builders hardware is designed 
to help you—by offering the best to your customers. 


(j;RIFFIN tc Fide COMPANY 


— ERIE © PENNSYLVANIA 


REPRESENTATIVES 
WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Fargo Avenue 1355 Market Street 4524 East 60th Street 2611 Garrison Bivd. 
Chicago 26, Illinois San Francisco 3, Calif. Seattle, Washington Baltimore 16, Marylane 
GEORGE A. GREGG WALTER S. JOHNSON t. J. FULLER ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Garfield Street 
Detroit, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
Lt. A. ABRAMS JOHN SULLIVAN E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO, 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 6954 Olectha Avenue 
New York 7, New York Boston, Massachusetts Dallos 5, Texas Kansos City, Missouri St. Louis 9, Missour? 
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Sells 45 Freezers in Small Town 


Night and Saturday calls enable 
Brodhead Hardware to sell more 
than 300 major appliances an- 
nually. Unusual incentive plan 
and services help build volume 
and profit for Wisconsin dealer 


Last year Brodhead Hardware 
sold 300 major appliances, includ- 
ing 45 large farm freezers. Cur- 
rently, the firm expects its 1951 
volume to pass 50 units of freez- 
ers and to exceed last year’s total 
of 300 major appliances. 

Located in Brodhead, Wis., a 
town of about 1750 population, 
the firm finds that personal con- 
tact is its biggest sales aid. Un- 
der an unique arrangement be- 
tween Dwight L. Pierce, store 
owner, and Clayton Ross, Mr. 
Ross is an inside salesman five 
days a week and an outside sales- 
man Saturdays and weekday eve- 





Clayton Ross, at right, explains 
farm freezer data to a prospect. 


nings. Messrs. Pierce and Ross 
both do outside selling but the big 
volume is turned in by Clayton 
Ross. Working on a straight sal- 
ary as a store salesman, Mr. Ross 
receives a 3 pct bonus on all an- 
nual sales exceeding $100,000. 
This plan encourages Mr. Ross 
to aim for sales of major units 
as a means of boosting the firm’s 
annual volume. 

Mr. Ross averages three or four 
nights a week for after hour calls. 
He seldom does any cold canvass- 
ing, developing leads at the store 
or as a result of visits to farmers 
to whom he has already sold a 


Key men in the store's appliance selling, left to right: Clayton Ross, salesman 
Dwight L. Pierce, owner, and George Wheeler, farm freezer service man. 





freezer or other major appliances. 

“Most of the freezer sales are 
closed right at the farmers’ 
homes,” says Mr. Ross. “I show 
the farmer freezer booklets, point 
out the capacity, motor size, etc., 
and many of them buy without 
even looking at the freezer of that 
particular size. I think the reason 
for this is that they have seen 
many efficient freezers in friends’ 
homes and are now mainly inter- 
ested in size, capacity, etc. Of 
course, if they want to come to 
the store to see the freezers we 
are glad to show them.” 

About 75 pct of the farm freezer 
sales made by this firm are for 
cash, Mr. Pierce reports. 

The large size freezers of the 
two makes which Brodhead Hard- 
ware sells are higher in price 
than some similar models sold by 
mail order companies. However, 
this type of competition has not 
been a deterrent to the store’s 
sales. 

Brodhead Hardware gives quick 
service, and has factory connec- 
tions to supplement that offered 
from the store. 

As was the case almost every- 
where else, so it was in the Brod- 
head region when farm freezers 
were first put on the market. 
Farmers were interested, Mr. 
Pierce said, but many bought 
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CHIMNEY SWEEP 


ERMSING Keeps 


ADVERTISING 


POWDER Chimney Sweep jo, ou 


and wood furnaces, firepleces and stoves. 
Each application in individual envelope. Cleans out 
soot, saves fuel. Gives cleaner heat, helps prevent 


chimney fires and coal gas explosions. 


LIQUID Chimney Sweep tor on on 


and kerosene heating and cooking units. 
Pour directly into fuel tank. Cleans out soot and 
sludge. Saves oil, combats rust. Gives cleaner, 
hotter flame. 





POWDER 


Weight 


Step! 








and TV guarantees more Chimney 


Sweep sales for you. Put it to work for 
you—display Chimney Sweep today. 


New "Sales Engineered" Advertising 
in 255 Newspapers, Farm Papers, Radio 





START OUT WITH CHIMNEY SWEEP’S NEW #1694 ASSORTMENT 
YOU MAKE $12.49 FAST! 


Retail Price 

You get: 1 doz. B-1 ($.59 size) ..... $7.08 
Yp doz. B ($1.39 size) i .. 8.34 

Y_ doz. Pints ($1.39 size) . .. 8.34 

Y, doz. Quarts ($2.49 size) 7.47 

SHIPPING WEIGHT 31.23 
48 LBS. Your special price 18.74 


FREE Packed with this assortment are display cards, 


e window streamers, circulars and mat illustrations. 











OPEN STOCK 


For Best Discounts, order in Case Lofs! 


List 
Per Case 


LIQUID 


List 
Weight | Per Case | 








38% Ibs. 


$16.68 

















26) Ibs. 


14.16 





| 
T 
| 

<7 
| 


| Quart | %doz.| | 





%_ Gal. | % doz.| | 18.76 


| 1 doz.| 16% lbs.| $16.68 | $1. 
14.94 | 




















Gallon | % doz.| 33% lbs.| +33.16 


Manufactured by G. N. COUGHLAN CO., West Orange, N. J. 
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You'll find'sales are easier, time 
after time, when you can give 
your customers STAR metal-cut- 
ting products. Over the years, 
you can’t beat the combination 
of the best-selling line plus con- 
sistent advertising to your cus- 
tomers. 


The STAR line of hacksaw 

blades, frames and metal-cutting 

band saws is the easy line to sell. 
— Sold 


& ra onl: 

web throug 

i bd recognized 
isk distributors 
3 


CLEMSON BROS., Inc. 
MIDDLETOWN, N.Y., U.S.A. 


Makers of Hand ond Power Hack Sow Blades, 
Frames, Metal Cutting Band Sew Blades 
and Clemson Lewn Machines. 

® 10838 
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models which were much _ too 
small tor large family use. After 
using the small models, farmers 
quickly realized that the very 
large sizes were the most practi- 
cal and economical for them. 


Both Mr. Pierce and Mr. Ross 
when talking to farmers, stress 
the fact that many people buy 
freezers too small for their needs. 
Farmers appreciate this kind of 
advice with most of them never 
sorry when they buy the large 
size. 


Handling Trade-ins 


When farmers are approached 
on large freezer sales and have a 
small freezer to trade in, Brod- 
head Hardware handles that sit- 
uation very adequately as a rule. 
Mr. Pierce and Mr. Ross have a 
number of town customers who 
are in the market for small size 
freezers. The farmers thus have 
a chance to sell their small freez- 
ers directly to town prospects and 
get cash for them. Thus far the 
supply of prospects has been ade- 
quate to handle all trade-ins. 

If the farmer has a small freez- 
er to sell, Mr. Ross gives him the 
name of an interested prospect, 
brings the two together, but the 
deal is not made through the 
hardware company. Thus the 
store has no farm freezer trade-in 
problem. 

“This is the most logical way 
to handle the situation,” states 
Mr. Ross. “Whatever the farmer 
gets for a used freezer, he knows 
it is the best he could obtain by 
his own efforts, and that most 
likely it is a fair market price. 
Then he buys our freezer at full 
price.” 

The fact that many farmers 
have the small size freezer, per- 
haps four or more years old, need 
not deter hardware dealers from 
stepping out and selling the 
larger sizes, states Mr. Pierce. He 
believes that there are prospects 
for the farmer’s small size freezer 
trade-ins in many communities. 

One question that many farm- 
ers ask when buying a freezer is 
“what if the electric current is 
shut off and my freezer is full of 
food which can spoil?” The store’s 
answer to that one is that if any 
customer’s freezer stored food is 
in danger of spoiling due to lack 
of current, the firm will come and 
get the food and store it in one of 
its own freezers at the hardware 
store free of charge. 





McGill BRAND 
mouse and rat 


TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 























PECORA 


BRAND 


WEATHERCALK 






Available in quarts, one-gallon 
ond five-gallon cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN Illustrated). 
PECORA ASBESTOS FURNACE CEMENT 
PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


PECORA 


ne 





PAINT COMPANY: 
Lawrence & Venango Sts., Phila. 40, Pa 


Manufacturers of Mastics for Structural Glass or Tile installe 
fons... Sealing Compounds...Glazing Compounds... Stove 
Butties. ..Roof Coatings... Industrial Paints and Finishes 


* t 
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NEW NO. 2120 SELF-SELLING 
DISPLAY PACKAGE. Complete 
kit including 2-speed, 100° angle 
drive, 5” rubber pad, 2 5” sand- 
ing discs and 5” lamb’s wool 
bonnet. 





Packaged to Sell Itself! 


Millers Falls popular No. 2120 Buffing and 
Sanding Attachment now offers even greater 
profit opportunities. 


Conventionally packed, it has already won 
a wide market. Home owners, craftsmen, farm- 
ers, and professional workmen have been quick 
to recognize its advantages: Its exclusive 100° 
angle feature . . . 2-speed drive . . . sturdy, 
built-to-last construction . . . smooth, efficient 
performance that takes the hard work out of 
hundreds of tough jobs. 


Now it’s packaged to take the work out of 
selling, too. Colorful, eye-catching, easy-to-set- 
up — each package is a complete self-selling 
display — ready to build volume for you in 
your windows and on your counters. Order a 
supply from your jobber. A swell gift item to 
add to your Christmas tool display. 


MILLERS FALLS COMPANY, GREENFIELD, MASS. 
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Check these sales features 


VV Makes any 14,” electric drill an efficient rotary 
polisher and sander. 
fp 2-Speed drive gives work speed 1 or twice 
drill speed. , 

Exclusive 100° angle feature keeps drill and 
cord clear of work. 

Rugged, smooth-running — grease-sealed lubri- 
cation — machine-cut steel gears. 

Every package an easy-to-sét-up, eye-catching 
sales display. 
’ Backed by hard-hitting advertising in the Sat- 
urday Evening Post, Popular Mechanics, Popular 
Science Monthly. 


i ee 7 
TOOLS 
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Sells More Dinnerware 
With Less Inventory 


Oklahoma City dealer learned by experience that a shorter, 
well-selected stock, tastefully displayed, sells better than 
one with too great variety in patterns and colors 





A series of booth-type rooms are devoted to individual lines of merchandise. 


“Merchandise well displayed is 
better than half sold,” is the 
opinion of Harry Cullen, owner of 
Cullen Lumber & Hardware Co., 
901 W. 1st St., Oklahoma City. 

This merchandising principal is 
evident to anyone who enters the 
attractive Oklahoma store, which 
has extensive lines of housewares 
and giftwares. 

“When we first opened our gift- 
wares section in our hardware de- 
partment,” says Mr. Cullen, “we 
had a mistaken idea of what 
‘variety’ meant. We assumed that 
it meant a wide selection of pat- 
terns, designs and colors.” 

Mr. Cullen was referring to din- 
nerware in particular. Due to this 
misconception he stocked a wide 
variety of patterns and in various 
colors. 
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“That is,” he explained, “we pur- 
chased a limited number of pieces 
in many patterns and colors. We 
quickly discovered our error.” 

This was an excusable mistake. 
What are commonly known as 
“starter sets” in dinnerware move 
the fastest, or so it would seem, 
judging by department store ad- 
vertising. This, naturally, entails 
a huge inventory. 


Two Dinnerware Patterns 


The Oklahoma store then decided 
to concentrate on just two patterns 
in dinnerware, each in two soft 
shades of grey and green, which 
blend harmoniously with almost 
any decor, and which can _ be 
“mixed” with each other without 
any color clash. 

The store staff discovered that 


when a woman is thinking of buy- 
ing a dinner set she may, at the 
outset, wish to buy only the pieces 
that make up a starter set. But, 
the majority, before they buy, want 
to know in advance what additional 
pieces will be available when they 
are wanted. 

“Whenever anyone raised this 
question,” said Mr. Cullen, “we 
always assured them that we could 
get them any pieces they needed 
to add to their starter sets, but 
we always detected that this set 
up sales resistance. That’s why we 
decided to confine ourselves to just 
two patterns, in one line.” 

By doing so the store was able 
to stock a sufficient number of 
pieces, and the dinnerware sales 
increased tremendously. 

Having the complete set in stock 
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No. 133 “Gold Label” 
Sprinkler. Best value in the 








No. 155 “Gold Label’ Nozzle. 
Heavy bronze. Patented non- 





rising sleeve. Each standard sprinkler field. Big and 






package of 1 dozen includes 2 sturdy. Beautifully chrome 






plated head and arms. 
Covers 2 to 55 feet. Color- 


colorful display cartons, 









Coupling. “Long-grip” design 
with special tail piece and Pat- 
ented “staggered fingers” for 
use with %’’ and smaller plastic 
hose. 1 doz. per ctn. 


ful counter carton, 2 doz. 


per ctn. 


No. 161 ‘Diamond’ Nozzle. 
Heavy brass. Best medium 


priced seller. Attractive 3-color 





No. 72 “Stayflat’ Sprink- 
ler. Best substitute for un- 


counter carton. 1 doz. per ctn. 





derground sprinkling. No. 
72-3 set of three. No. 72-4 
set of four. 





No. 85CL 12”, %”, and %” 
Sherman “‘long-grip”’ couplings 
with patented “staggered fin- 
gers” for either rubber or plas- No. 33 “Brass King’ Nozzle. 
tic hose. 1 doz. per ctn. Economy priced. Easy operat- 
No. 85CLF 12”, %” and .%” 
NO. 85CL female end only “long-grip” 


coupling. 1 doz. per ctn. 


ing. Top performance. Colorful 


display carton. 1 doz. per ctn. 
No. 5011 “Greenlawn” 


Sprinkler. Ever popular 3- 





arm type. Covers 34 foot 
circle. Eight inches high. 
One in carton, 12 per box. 


No. 12CL 2”, %” and %4” Sher- 
man “long-grip” Mender with 
“staggered fingers” for either 


No. 302 “Handy Spray.” Made 
entirely of brass. Body rein- 


forced with stronge baffle plate. 
Very popular. 2 doz. per ctn. 





NO. 5011 








NO. 12CL_ rubber or plastic hose. 2 doz. 


per ctn. 








No. 85 12”, 58” and %” Sher- 
man Rolled Thread Brass Coup- 
ling. 1 doz. per ctn. 


NO. 150 NO. 53 
“SPIKE” GARDEN HOSE 
NO. 85 Wo. 12 1%”, 5%” ond %” Brass iH] SPRINKLER SIAMESE 


Mender Tube. 2 doz. per ctn. 





No. 14 Sherman Brass Hose 
Clamps. 42”, %” and %”. Other 
sizes available. 2 doz. per ctn. 





NO. 78-A 


GARDEN 
HOSE WASHER 


COLORFUL SHERMAN ‘’SALES-MAKER” 
DISPLAY STAND 





HOSE SHUT-OFF 

















SEE OUR CATALOG H51 FOR COMPLETE 
INFORMATION ON THESE AND MANY OTHER ITEMS 


MANUFACTURING CO. MciiGan 
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These gondola-type fixtures provide space for mass displays in the paint department. 


is one thing, and displaying it 
properly is another. Cullen’s has 
a beautiful, booth type display 
room, devoted entirely to the dis- 


play of these two dinner sets. The 


room is encircled with narrow 
shelves so that each item can have 
room to be displayed separately. 


“We found,” said Mr. Cullen, 
“that displaying pottery or dishes 
on table tops is very ineffective. 
People want to see the items indi- 
vidually, and they want to be able 
to handle them, and they refuse to 
dig around in a pile to locate first 
one piece and then another; and 


A homey atmosphere is created by the use of wallpaper, and curtains 
over a picture window. It facilitates the selling of household items. 


without a convenient place to set 
the pieces they have selected. When 
it’s shown in that fashion they just 
take a cursory look and pass on 
empty-handed.” 

Cullen’s also learned that dis- 
playing dinnerware on traffic aisles 
is poor practice. People want to 
select this type of merchandise 
with some degree of privacy. 

“There is always the danger of 
someone bumping against the cus- 
tomer in crowded aisles,” points 
out Mr. Cullen, “and most women 
have a fear of breaking a piece 
of dinnerware. The fear that is 
aroused is how the innocent person 
is going to extricate herself grace- 
fully from an embarrassing situa- 
tion. No woman likes to appear 
clumsy, especially in public. The 
room-type display overcomes this 
possibility, and requires no more 
floor space.” 

Cullen’s appreciate that women 
are greatly influenced by a store’s 
atmosphere. Floors are asphalt- 
tiled, walls are kept freshly painted 
or papered, and merchandise is 
displayed to enhance its value in 
the customers’ eyes. For example, 
when the store wants to promote 
fireplace accessories, they use one 
of their booth-type rooms and de- 
vote it entirely to that particular 
line. 
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THE HEATER THAT’S BUILT TO BUILD Profits for YOU! 


Y ou are only going half-way if you simply stock 
HEARTH-GLO Gas Heaters this season. Go all 
the way! Make a feature of HEARTH-GLO—and make 
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extra profits for yourself! 


HEARTH-GLO Heaters are high in quality — moderate 
in price — super in performance. They'll give you a 
good profit when you sell them — and continue 


to build customer goodwill during the seasons ahead. 


Get your HEARTH-GLO Heaters right out in front — 
and stay in front of the profit parade all through 


the heating season. 





women 
store’s 
sphalt- 


seis 6| JACKES-EVANS MFG. CO. 
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HERE’S WHY 





SCREWS, BOLTS, NUTS 
ARE Junrs EASIER TO MOVE 


7. . 4 
Easier to identify See how the label 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


Easier to handle Pheoll products are 


packed in sturdy boxes that won’t “‘bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Easier to get Prompt, reliable deliv- 


ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


Easier to sell Pheoll products are 
money makers because they’re easy to sell. 
They're fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 


Reoll busi 
ra ness builders 


TS eee. 


FREES | 
Tt Sheet Metal : Machine Bo 
gap, Screws Screws Carriage Bolts I 
re Head S Bolts : 
Headless Set Senactews Brass Washers 
f be ne} Set Screws NUTS i 
Hump Sogn? Seows, Machin Siew mat 
eMi-Fini 
or, RODS *Wing Nuts > Nuts | 
Threaded Rods Gap ats —Brass b 
nu 
tSlotted and Wed Nuts—Brass j 


Phin 
*Steel and fron Recessed Heads 


= Mt hile, SES oe POY Da aman ail 


Write, wire or phone 





Former Office Becomes Sport Goods Display 








Showing how an office became an attractive sporting goods nook. 


When Thompson Hardware Co.., age space and, with the exception 
a Marshal!-Wells store in Eau of installation of some shelving, 
| Claire, Wis., needed more space very few changes were needed to 
for its enlarged sporting goods create this display. One side of 
department, Joseph Thompson and the display is in a showcase and 
his son, Ernest, changed the firm’s the other side has a glass-topped 
office into this display unit. The table, next to which is located a 
| office was moved into a rear stor- swinging gate. 


Colorful Cards Suggest Gift Items 
a 7 co: 





mee 


ei 
LAMPS : 


; ie. a Chr thomas 
| 5. E | me See 2 Gift 





i 


Signs such as those in the display panels in the background of this section of the retail 

division of Gable's, Inc., Harrisburg, Pa., called attention to gift merchandise. Different 

colors and type styles made them more attractive. Upon completion of the holiday season 

the talking cards were reversed to reveal regular utility hardware items normally displayed 
on them. 
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Lay-Aways—A Must for 
Christmas Selling 


(Continued from page 135) 
and get his money back or apply 
the payments to some other pur- 
chase. This causes us quite a bit 
of trouble. 

“We now establish, before the 
Lay-Away transaction is entered 
upon, that no change of mind or 
refund is permitted. 

“As to regular accounts that 
buy on Lay-Away and want the 
purchase charged to their ac- 
counts, such customers, since they 
fee] that they have no actual cash 
involved, will try to cancel the 
transaction two or three weeks 
after the Lay-Away purchase. To 
avoid that, we insist that the Lay- 
“away purchase be taken immedi- 
ately by the customer or, if the 
customer is considered to be sin- 
vere, he is given to understand 
clearly and definitely that the 
lay-Away is a definite sale and is 
closed as such the moment the 
transaction has begun.” 

Comments from other dealers 
indicate benefits such as—“It 
helps avoid the last-minute rush 
... or “Customers get in the 
habit of coming back through 
the year ...,” and “A great help 
in increasing sales and a means 
of obtaining business that other- 
wise would go to houses that offer 
liberal credit terms.” 





Simple, Inexpensive 
Window Fixtures 


(Continued from page 130) 
little and wear weil in this place, 
and a box of odds and ends of 
display velvets and old evening 
gowns sometimes gives just the 
right bit of cloth for a certain 
color spot in a fancy gift window. 

Lighting is important, and a 
little professional advice on this 
helps the most, but a good book 
on stage lighting will provide 
much helpful information. 

Avoid the amber spots which 
bleed color from the window and 
spell “amateur decorator” at work. 

Finally, remember the funda- 
mental purpose of the display is 
to show the merchandise and build 
prestige for the store. With good 
lighting, good display units, and 
your own good sense of good taste, 
you should be able to show more 
merchandise to better advantage 
than ever before, and give some 
real competition to the store 
which employs professional win- 
dow decorators. 





















King Cotton Sash Cord 
looks, tests, feels and is a quality 
cord... designed and manufac- 
tured to give longest service life 
under severe conditions. It’s a 


TOUGH CORD for TOUGH JOBS. 


© MADE FOR 
e PRICED FOR 


Value 


e PACKAGED TO 


And it’s priced for VALUE... 
your best buy in a quality sash 
cord. To assist you in merchan- 
dising this fine cord we now offer 
Sizes 7 and 8 in an attractive 
floor display self shipper... 
Packaged to Sell! Order from 
your jobber — today. 











THE King Cotfon LINE 


© Chalk Line 





© Sash Cord 





© Cable Cords 





© Clothesline 






© Venetian Blind Cord 






® Mason's Line 







© Twine 








Send for The 
King Cotton Catalog. 








JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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Give your 
Customers 






Flexiseal Glazing Compound is 
ideal for wood, steel.and aluminum sash, 
painting, filling cracks, nail holes, boat 
seams, etc.— inside or out. 

Your customers will recognize the su- 
periority of FLEXISEAL GLAZING COM- 
POUND. Its extreme whiteness and bril- 
liance of color... its fine smooth buttery” 
quality...its clean fresh odor...no wonder 
Flexiseal Glazing Compound continues to 
grow in volume of sales. Because of tech- 
nical research, continued laboratory 
development and production control, 
FLEXISEAL has become the Tested Quality 
glazing compound the trade wants. 


FLEXISEAL’S important 
selling features... 


@ Easily applied, Flexiseal sets quickly with 
@ tough surface skin, but remains pliable 
underneath. 


@ Has longer life than putty. 

@ Flexiseal has longer string. 

@ Flexiseal adheres tenaciously. 

@ Won't crack, crumble, blister, wrinkle or stain. 


Compare Flexiseal prices against your 
present costs! 


Order from your jobber or write us. 


FREE: newspaper mats, counter dis- 
* play card, etc., on request. 


LANDEN PUTTY WORKS, Inc. 


MALDEN, MASSACHUSETTS 
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Features Brand Names 
In Promotion 


The Graham Hardware Co. in 
Rexburg, Idaho, features nation- 


| ally known brand names in its 


newspaper advertising, window 
displays and when talking to cus- 
tomers. To date, the firm has found 
newspaper ads to be the most 
effective media for it. 

A recent ad that secured gooi 
results was headed “Supply De- 
partment for the Busy Farmer.” 
It went on to say, “Doin’ the 
chores, light cultivating or gen- 
eral farm work requires good 
equipment to lighten the task. 
Here are tools and equipment to 
make tough jobs easier. For tools, 
dairy supplies, fences, roofing, 
appliances and gardening needs 
this store is your supply depart- 
ment. Make it a habit. Shop the 
Graham Hardware first.” 

Listed in a column to one side 
were tools, automatic washers, 
home appliances, oil heaters, 
radio-phonographs, glassware, 
water heaters, aluminum pressure 
cookers and small appliances. 
Kach item was identified as to 
brand. A window display tied in 
with the ad and included all of 
the listed items. Overhead was a 
card in the shape of an arch, on 
which was painted in gay letter- 
ing, “Play Safe—Buy 
Brands.” A copy of the newspaper 
ad was pasted to the window. 


Liberal Credit Brings 
Jump in August Total 


There’s a good deal of grumbling 
among Washington’s installment- 
credit officials over the prospects of 
a new round of inflation. The 
reason, as they see it: Overly- 
liberal buying terms. 

A new Federal Reserve Board re- 
port reveals that during August— 
the first month following relaxa- 
tion of Regulation W—consumer 
installment credit rose by $155,- 
000,000. This meant a total of $13,- 
060,000 in installment credit out- 
standing at the end of the month. 

Although this figure is $50,- 
000,000 above the total for one year 
earlier, it is $400,000,000 below the 
peak reached last December. 





New purchases of automobiles, , 


appliances, and undertakings of 
government-insured loans for home 
repair and modernization 
principally responsible for the Au- 
gust spurt, officials state. 


National ' 


were: 


( 
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@ The most complete Industrial Jack line 

@ Full data on all types and sizes 

@ Time and money-saving use and applica- 
tion recommendations 

@ Shows all construction features and 
specifications 

Write for your copy of this valuable free catalog today ! 


Bilbao. 


LEVER « SCREW . HYDRAULIC 
Jacks 
and Center-Hole ~ Hydraulic Pullers 


TEMPLETON, KENLY & CO. 











Sands, Cleans, Smooths, Polishes 
Electrically... 





Designed for industry, for professional 
work, this light, beautifully balanced, 


/7 orbital-motion, S| Sander is rapidly 
becoming a standard home appliance. 

With its powerful electric motor and all- 
ball-bearing construction, anyone can 

easily re-surface and refinish furniture, 
woodwork, metal surfaces or walls. It 

will quickly remove old paint, stain, or 

enamel down to the bare wood or metal; wil] sand- 
paper to a “‘piano finish”; remove rust and corrosion 
or “feather edge” a scraped fender. It will burnish 
pots and pans or with lambs wool bonnet, delicately 
polish fine furniture. It makes tedious, tiresome 
jobs fun—saves hands! In design, convenience and 


price. Be first to display this nationally ad- 
’ vertise) speedSander. 


ai CATALO 
sede! 


MANUFACTURING CO. 
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efficiency it is today’s finest sander regardless of 
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Put This New 
“Wallace Salesman” 
On Your Counter 





= 
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An eye-catcher on any 
counter, this new Wallace display con- 
tainer makes “just-lookers” stop and 
reach. Finished in handsome natural wood 
grain. Compact (only 13” wide) and 
sturdy, it features the popular Wallace 
“Admiral” or the handsome “Bonnie” 
pattern. Put this new display where it 
belongs—on your counter ... and watch 


your tableware volume go uP! 










Each deal packed 
Women know the value and pres- complete with display* 


tige of Wallace patterns. Take ad- (ineupermaag saremary? 


SLSLSLSSSSS 






#560 — BONNIE 


Allegheny stainless, 
all-over lustrous 
mirror finish. 


‘ "i ° 3 doz. teaspoons 
vantage of this customer good-will 2 doz. dessert spoons 
2 doz. forks 

1 doz. knives 

ter and enjoy greater profits and | doz. ice tea spoons 
al ' 1 doz. salad forks 
volume. (10 doz. total) 


... feature this deal on your coun- 


#562 —ADMIRAL 


Allegheny stainless, 
lovely lustrous 
finish. 





“IT CAN BE INEXPENSIVE WITHOUT LOOKING CHEAP” 


WALLACE BROTHERS 


Division of R. Wallace & Sons Mfg. Co., 
WALLINGFORD, CONNECTICUT 
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FIREPLACE GOODS 
Sell the Year Round 


Attractive displays on permanent fixtures in good 


traffic area in basement do the trick for Gardner Hardware 


Location of its year ’round dis- 
play of fireplace goods at the hot- 
tom of its housewares basement 
staircase assures Gardner Hard- 
ware Co., 311 Nicollet Ave., Minn- 
eapolis, Minn., of plenty of traffic 
for that section. Both high and 
low price sets and_ individual 
pieces get attractive display in 
this section which is daily passed 
by many visitors to the model 
kitchen, housewares and toy de- 
partments in the basement. 

According to John Gardner, 
many buyers of fireplace equip- 
ment start with the purchase of 
a grate and return to the store at 
a later date to buy screens, fire- 
place sets and other items. Then 
there are numerous instances of 
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people who purchase rather elab- 
orate sets for their city homes 
and then return to buy a second 
set for a country residence. The 
latter purchase may be of a less 
expensive quality or it might be 
a more complete and expensive 
type. In either case it is a second 
sale and a traffic builder that can 
lead to further sales of entirely 
different lines. 

Throughout the fall and winter 
months andirons, fireplace screens 
and other accessories are fre- 
quently given window display 
space. Newspaper advertising is 
also used periodically to call at- 
tention to the line. 

A particularly active portion of 
the section is the fireplace screen 


displays, these being offered in a 
price range of from $9.95 to about 
$30.00. Fully 50 pct of the fire- 
place screens sold are of the cur- 
tain type. The lowest price fire- 
place set and andirons combina- 
tion offered is at $35.00. An ad- 
ditional profit also comes where 
installation of curtain type 
screens is requested by the pur- 
chaser. 

Although sales of complete 
equipment for a fireplace are of- 
fered at a 10 pct discount the store 
does a considerable volume in in- 
dividual pieces of fireplace goods. 

Illustrated are a sidewall and 
a bottom of the staircase display 
of fireplace goods. The wall unit 
comprises a permanent metal dis- 


Wall display of fire- 
place equipment lo- 
cated between kitch- 
en and toy displays. 
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THE SENSATIONAL 
NEW MASONRY DRILL 


NI 


Sensational Is The Word For It! 
See the new angle of spiral — 
The extra deep flutes — The full 
size steel body—The solidly held 
carbide tip—The simple posi- 
tive method of dust removal. 


The “double lead” fast spiral 
extra deep flutes, together with 
the full hole size drill body, 
create 2 positive acting dust 
ejecting channels that remove 
ALL DUST, even in the deepest 
holes. The Carbide tip is set in 
the sturdy steel drill body, left 
round at that point for added 
strength. 


for your FREE SAMPLE Drill and new 
low price list. Try it and see for your- 


> self just how good it really is. 
\\ » | TOOL COMPANY 


- 
¢ 


MS DEALERS: 
+ g 3 Ask for full information. Also send 


21650 Hoover Rd., Detroit 13, Michigan 5210 San Fernando Rd., Glendale 3, California 
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with ORUSH BLADE 





Selle Lb Self 
GUILT RIGHT - 
ATTRACTIVE - 
RUGGED - 

— RIGHT, 


WHIZ was designed and engineered 
to be the farmer’s friend. 





All steel construction, 2-section 
V-belt drive, 2; h.p. gasoline engine, 
3 position saw, engine clutch release 
and many other features. 


If your jobber can’t supply 
you, write direct for litera- 
ture, trade discount and 
catalog sheets. 


Distributor Territories Available 


—__ROOT 


MANUFACTURING CO., Inc. 


127 E. ELEVENTH ST. 
BAXTER SPRINGS, KANSAS 
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Strategic location at the bottom of the basement staircase 
of one portion df the fireplace goods display. 


an 9, BY 


play stand with tile board covered 
mantel and base plus one artificial 
fireplace with complete equipment. 
Andirons are displayed on the 
base and mantel. The mantel is 
also used for showing screens, ment are for cash although some 
fireplace sets and baskets. Fach are sold to open account cus- 
item on display is price marked. tomers. 


The other display piece has three 
display levels and a tileboard top 
with grates being the featured 
line at the lowest level. 

Most sales of fireplace equip- 





Christmas Trim Display Table Attracted Customers 


? 


i] 


Westport Hardware, Westport, Conn., not only trims its store, inside and out, in keeping 
with the holiday spirit, but also establishes itself as the place to shop for tree ornaments 
All the trimmings, ornaments, lights, garlands, can be bought at this counter. It's up 
front, right at the store entrance, and spotlighted by two tall electric Christmas candles. 
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REPLACE 
DIRT-CLOGGED 
FURNACE FILTERS 


Dealers everywhere report: 
“‘This display really SELLS!“ 


Be sure you cash in on the current boom market 
for Fiberglas Dust-Storp* Air Filters. This 
brand-new “‘Animated Furnace’”’ display can be 
a full-time salesman for you if you place it 
prominently in your window or on a counter or 
island in your store. If you haven’t already 
received one, ask your DustT-Stop wholesaler 
to get it for you. 

There are 750,000 new filter users in the mar- 
ket since a year ago. 

Full-page Dust-Stop advertising appears in 
Better Homes & Gardens and American Home 
in October and November. Tie in and you'll do 
more business on this very profitable item. Owens- 
Corning Fiberglas Corporation, Department 
38-33, Nicholas Bldg., Toledo 1, Ohio. 


It pays to promote and sell the original 


OWENS-CORNING 


FIBERGLAS 





4 





can help you sell more 
WUSTop filters! 





a Py : +e y * 
y * 
DE 


AIR FILTERS 








ft emg BS Pet OF Owen Kommamy Minaya Corp 


fey 

























*FIBERGLAS and DUST-STOP are trade-marks of Owens-Corning Fiberglas Corporation for products made of or with fibers of glass. 
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Toys Take Over 
At Christmas Time 


Cochran & Allen expand 
a 25-sq ft year-round 
toy department into a 
35 by 70-ft business 
getter during the 

holiday buying season 
and invite 200- 


item orders 


Ample display space and an 
early start on a coordinated pro- 
motional program built toys into 
Cochran & Allen’s biggest holiday 
business draw. The promotions 
began on Nov. 10 when this Car- 
lisle, Pa., hardware store threw 
open its toy center which took 
over much of the store’s 35 by 70 
ft annex. 

Normally, toys occupy a 25-sq 
ft space in the annex that in other 
seasons of the year is also used 
for merchandising power tools, 
sporting goods, and major appli- 
ances. 

A three-pronged advertising 
campaign—radio, newspaper, and 
consumer catalogs—spreads the 
word to homes in the 40-mile 
square trading area which is cov- 
ered by the firm. 


Top—Mass displays and variety of mer- 
chandise attracted Christmas trade and 
encouraged shopping in the Toy Center 
Annex of Cochran & Allen, Carlisle, Pa. 


Center—Dolls and stuffed toys were dis- 
played in a wall case near the cash reg- 
ister where many customers, picking up 
their change, could get another reminde: 
of additional toy gift suggestions. 


Right—Lester J. Casey, left, annex man- 

ager of Cochran & Allen, and his three 

assistants, Ralph Delp, Charles Forney, 
and Clifford Barto, 
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The results are counted in many 
volume sales, for the completeness 
and fine appearance of the large 
displays attract customers who 
buy large quantities of toys for 
church, club, and charitable Yule- 
tide parties. Seven such customers 
gave the firm orders of from 200 
to 500 toys, ranging in price from 
$1.00 to $1.25. One customer, be- 
cause of the display arrangement 
that groups toys by age and sex, 
was able to select 200 toys in half 
an hour. 

As a further inducement for 
such orders, the store individually 
wrapped each of the items for the 
customers. 

Christmas newspaper advertis- 
ing by Cochran & Allen each week 
last vear totaled 60 column inches 
in a local paper and in papers in 
several surrounding towns, giving 
the ads a combined circulation of 
more than 11,000. Radio was used 
on a 6-day, 12:15 to 12:30 noon 
schedule. 


Three Types of Catalogs 

Three different types of toy 
catalogs were distributed by mail, 
Welcome Wagon Hostess, and in 
the store. These were the Toy t / 
Guidance Council’s Toy Yearbook, Won f PA f ee tent 
the Billy and Ruth toy presenta- eee —_ ° 
tion, and the Preview of Toys ad- | 





rartica ; [fo ya7} ar . °.* . . 

vertised an Life eae, each Pardon our exaggeration—but it’s our way of reminding hard- 

bearing the imprint of the com- ine ; 

pany. ware dealers—and distributors—to keep an eagle eye on their 
Featuring toys, games, and bolt and nut inventories. 

other playthings priced from as 

low as 49 cents to as high as We at Lamson & Sessions see a “shortage” situation developing 

$69.95, the store, since it began 

. se i . , day by day. And, frankly, we want to be sure our good customers 

its Christmas early—Nov. 10th, ne roe ) : 8 

plugged the shop early idea are forewarned. 


by featuring its Lay-Away plan 


in newspaper ads and_ radio Many hardware dealers say that bolt and nut sales “pay the rent” 





announcements. Down payments —so make sure your “rent money” is protected. 
wa were set at from 10 to 20 pct on 
Lay-Aways and there were no Check your bolt and nut stocks—order what you need now, 
carrying charges on straight Lay- ee P : : 
| fiw . Lamson & Sessions will bend every effort to fill your requirements. 
\ Away transactions. 
e Lester J. Casey directs activities 
. at the annex store throughout the The LAMSON & SESSIONS Ca. 
a year. Last Christmas he was as- General Offices: 1971 West 85th Street ¢ Cleveland 2, Ohio 


sisted by a college student who Plants at Cleveland and Kent, Ohio + Birmingham + Chicago 
| worked on a part time basis dur- 
ing December and by a high school 
boy who worked late afternoons 
and each Saturday in the season. 
A third assistant was a man from 
the regular full time store staff. 
When the going was too difficult 


for the four-man crew to handle, Gad = r 
salesmen were recruited from aren | | 
various other departments of the . 
company to handle the increased | Gow hardiane store pr a 
HOUSEHOLD REPAIR HEADQUARTERS 








business. 
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“There's Profits in Color” 


says Reitsch Bros. 


Emphasis on deep tone colors as a decorative 


motif has helped sell both paint and wallpaper 


for this Illinois store 


Byron G. Anderson, manager of 
the paint department, in the jre- 
modeled hardware store of the 
Reitsch Bros. Co., 1015 W. State 
St., Rockford, Ill., says of his staff, 
“We sell color, not paint.” 

“With the tinting of colors a big 
selling asset,” states Mr. Anderson, 
“we can offer our customers a 
choice of 1300 color combinations. 
This convinces them that they need 
not go elsewhere to buy their color 
—we can supply it here, and aid 
them in working out a complete 
color scheme.” 

When the hardware department 
of this big lumber firm was re- 


modeled more than a year ago, the 
paint section received additional 
space, and Mr. Anderson and staff 
used deep tone colors for the upper 
walls. The rear wall was covered 
with a reddish motif wallpaper to 
impress customers with the fact 
that the firm stocks tasteful wall- 
paper patterns. According to Mr. 
Anderson, many wallpaper sales 
have been traced to that colorful 
pattern across the entire back wall 
above the fixtures. 

“The building boom today is be- 
ing sparked by young people who 
have the courage to use deep tone 
colors to express their personal- 


Byron Anderson, manager, paint de- 

partment, holding a composition board 

which has been partially finished with a 
plaster paint the company sells. 


ities,’ Mr. Anderson states. “Once 
these people have a home done in 
such deep tones, their friends see 
it, are impressed, and ask where 
they got their color information and 


Red pattern wall- 
paper on rear wall 
of newly enlarged 
paint department 
helps sell the deep 
color idea. 
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er, the super dreadnaught 
d jobs that require constant 


5! blows. 


Quality Comes FIRST 


PLUMB 
is FIRST in Quality 


The black head 
with the red handle — 
exclusively PLUMB 








Shelby's No. 666 Air-Check 
Door Closer really comes into 
its own in the fall and winter 
season. It's the largest pneu- 
matic Air-Check made and 
is particularly adaptable to 
storm and combination doors. 
It closes doors smoothly and 
surely—without a bang. 


Seeing is half the sale—thus, 
a prominent store display of 
Shelby 666's, in their striking 
maroon, yellow, and white 
boxes, will attract customer 
attention and build sales. 


The 666 is a Shelby fast-selling 
profit item. Order them from 
your jobber NOW. 


The 





Spring Hinge Company 


Shelby, Ohio 


| the necessary paint. In that way we lems,’ 
| get many extra customers.” 
Anderson and staff ask in- 
terested color prospects to bring a 
| small sample of their draperies to 
| the store. With this sample in mind 
the staff is able to work out a har- 
monious color 
rooms of the prospect’s home. The 
deep tone colors definitely need to 
be sold to many customers, but once 
people use them they usually like 





Emphasis on deep tone colors has 
helped Reitsch’s to attain a heavier 
volume in these, with pastel colors 
now running a poor second at the 
present time. 

“We are always glad to help our 
with their color prob- 






Hardware and paint store front, next to lumber yard entrance. 


scheme for many 


reports Mr. Anderson. “We 
can go through our color guide 
books and show people the pleasing 
effects that can be obtained. Pros- 
pects will watch such a book and the 
pages to which we turn, and listen 
to our sales talk much longer than 
if we tried some other approach. 
They know we are trying to help 
them and that we have the experi- 
ence and the knowledge to do so. 

The firm has two paint mixers. 
While paint containers are in the 
machines an effort is made to sell 
paint brushes and other supplies— 
turpentine and sandpaper, in par- 


ticular. This time is found the best 


occasion for bringing up the sub- 
(Continued on page 169) 


A Combination Holiday Display 
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trees at each place. 
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Saxton's, Tacoma, Wash., hardware, furniture and lumber dealer, used an attractive table 
setting during the Christmas season to spark gift sales of china, furniture and novelties. The 
holiday touch was added by using red place mats, green napkins and small metal Christmas 
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BMC...the only line with 
complete sales appeal! 


MORE RAPID SALES TURNOVER 
FOR YOU as soon as you stock the 
popular BMC line! It’s the only 
complete line of its kind, and each 
model has appeal that practically 
sells itself on sight! What youngster 
could resist this bright red BMC 
Heavy-Duty Senior Tractor! 


The “Mark” in 
Wheel goods 


QUALITY CONSTRUCTION distin- 
guishes this BMC Tractor. A sturdy 
tubular steel frame assures dura- 
bility . . . large, adjustable seat is 
mounted on suspension springs for 
maximum comfort. The famous en- 
gineer-designing includes special 
ball-bearings which eliminate any 
“dead-center” starting point! 


MORE PLUS FEATURES: the avail- 
able attachments—such as the scoop 
shovel and dump cart—provide ex- 
tra hours of fun. Point out all the 
BMC advantages—and you’ve made 
your BMC sale AND profit! Stock 
the leader . . . Stock BMC today! 


FREE CATALOG .. . WRITE DEPT. H 














Advertised in Life — Nov. 26 and December Parents’ Magazine 


BMC MANUFACTURING CORPORATION, BINGHAMTON, NEW YORK 








4 Factors in Selling 


**Sell the customer instead of the product,” advises Mr. Sando 


who tells how to turn a prospect into a customer. Emphasizing 


the importance of a smile, he suggests salesmen try mixing 


There are hundreds of sales 
points everyone who works in a 
hardware store can study and ob- 
serve to advantage. But, basically, 
all can be resolved into four main 
factors ... the customer, the store, 
the merchandise, and you. 

Let’s have a quick look at the 
first three—and a longer look at 
the final factor because that is you 

. and salespeople are the most 
important of all in making or 
maiming hardware sales. 

1. The customer.—He may enter 
your store as a prospect but if you 
are on the job he will leave as a 
customer. Prospects continually 
are coming in—maybe with other 
people, out of idle curiosity or to 
look around—or maybe just to get 
in out of the rain. 

All of these, classed as suspects 
or prospects, should get at least 
enough attention to make them 
want to come back again sometime. 
Some of them can be turned into 
customers on the spot by proper 
salesmanship. Proper in this sense 
means making-them feel at home, 
perhaps pointing out to them some 
new or different merchandise which 
you think might strike a responsive 
chord. Anything that will help you 
get better acquainted or draw out 
the prospect should eventually 
prove profitable. 

Same way with the actual cus- 
tomer. He came in to buy some- 
thing. He may know exactly what 
he wants or he may need some 
suggestions from you. Anyway, 
you can build up his interest in 
you and your merchandise by show- 
ing more interest in the customer 
and his desires. 

. 2. The store. — Modern lighting 
and fixtures have just about put 
an end to dingy, dirty hardware 
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a little humor into a sales talk. 


By BRIANT SANDO 
President, 
The Sando Co. 
Orange, Calif. 


stores. Those whose age or financial 
condition have not permitted com- 
plete modernization have at least 
made some steps in thé right direc- 
tion—and should be encouraged to 
go on as far as possible. 





Four Key Factors 
In Selling 

1. The customer. 

2. The store. 


3. The merchandise. 
4. You. 











Outside, the store should present 
an inviting, up-to-date appearance 
—well painted, well lighted, with 
interesting signs or displays. In- 
side, the general ‘arrangement 
should be attractive and conducive 
to easy shopping. So many plans 
and variations are possible that 
we will leave this subject for the 
experts in this particular field. 

3. The merchandise. — Competi- 
tion among the many’products and 
the various brands of each pretty 
well insures every hardware store 
of being well stocked these days. 
Next thing is to strike the proper 
balance between different depart- 
ments and different items in each 
department; then make sure every 
salesperson is well acquainted with 
all merchandise, its uses, prices, 
how to display and sell it. This 


last point tells the tale on many 
hardware store operations, so let’s 
get right into it. 

4. You.—This is the one factor 
over which each salesperson has 
complete control—himself. It is 
up to you to improve your skills 
and show all the progress possible. 
While you may be able to help a 
bit on the first three factors men- 
tioned, there are definite limita- 
tions on what you can do; but on 
factor four your opportunity is un- 
limited. It is as big as you are. If 
you will work and study and apply 
yourself, the sky’s the limit on 
your advancement in the sales field. 

A good fundamental approach to 
each customer is to ask yourself, 
“What does he want to buy and 
why?” 

The why is especially important 
in helping you to sell most effec- 
tively. Such analysis will enable you 
to handle your job with greater 
efficiency and less waste of time and 
effort. 

People buy when they believe cer- 
tain goods or services will satisfy 
their needs or desires. The every- 
day necessities of life are the needs 
(easy to sell); while the desires 
are products of the mind—mental 
desires, usually reached through 
appeals to the emotions. These can 
be stimulated by advertising, by 
displays, by good sales work on 
your part. 

Everybody buys things, not so 
much because of the product itself 
as because of the benefits they ex- 
pect to receive from owning or 
using that product. For example, 
when people buy tools or paint they 
actually are buying certain improve- 
ments around their place; when 
they buy kitchen utensils, they are 
buying convenience or beauty ; when 
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IN AMERICAN 
HOUSEWARES 









EE Extra strength and rigidity 
means extra sales for Rid- 
Jid deluxe step ladders! 
Each step reinforced with 
Clark patented rod con- 
struction. Top and steps 
corrugated. A full line of 
ladders for every purpose. 
Superior quality and un 
equaled eye appeal 
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EXTRA FEATURES galore make the Rid-Jid 
Adjustable all-steel ironing table the indus- 
try’s best seller! Adjusts to any height— 
fully ventilated, open-mesh top, non-slip 
plastic feet. Nationally advertised to lift 
your sales to a new high! 
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The Rid-Jid High Boy 
Space Saver Clothes 
Rack Extra drying 
space—stores in one- 
fifth of the warehouse 
area because it comes 
K.D.—smaller sizes 
available. 





An"Extra” that’s easy to sell—the Rid-Jid 
Air-Flow Pad and Cover set! Tailored 
specially to fit Rid-Jid metal ironing tables. 
Also available in standard types designed 
for Rid-Jid wood top and other full size 
ironing tables. 





















wy 
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SPRING PARK, MINNESOTA 














Ridfid mixed car shipments help keep inventory balance .., SAVE You Money 
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98¢ ECONOMY BOX 
This eye-catching display box on your 
counter or in a window helps sell 
Mortite. It contains four 29¢ boxes, 
each with enough Mortite for an aver- 
age size window. 
Stock No. M-1. 12 Economy 


boxes to carton. 
Your profit on a carton $3.92 
Your profit on Jr. boxes sold 6-08 


separately at 29¢ each 





$1.25 BARGAIN BOX 


Contains one large coil, enough to 
weatherstrip five to six windows. 
Stock No. B-2. 12 Bargain 
boxes to carton. Your profit 

on a carton. 

Your customers will like aoe “> 
Mortite because it saves/* Guaranteed by A 
fuel, heat and money. Hi 

Easy to apply with the ousekeeping 
fingers around windows, 45 avvranisto WE 
baseboards and _ tran- 

soms. No tools or brads 


$5.00 


Ok UL», 









Cor 








needed. 
ME, 
NATIONALLY Cp 
ADVERTISED em 
in publications with a PARENTS’ 
total circulation of 24,- % MAGATINE + 


590,572—and an average 
home ownership of 


631/3%. 


ORDER THROUGH YOUR JOBBER TODAY 


J. W. MORTELL CO. 


Technical Coatings since 1895 
508 Burch St., Kankakee, Ill. 
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they buy sprays or bug-killers, they 
are buying better gardens or 
flowers. Your sales efforts will be 
most effective when directed accord- 
ingly. 

Few salespeople actually create 
desires, but you can create sales. 
You can do this by finding out what 
desires people possess, and then do- 
ing your best to stimulate them in 
the right direction. Desires are 
born and developed in the cus- 
tomer’s mind, but the job of culti- 


| vating them is up to you, and this 








is what determines the final pay-off. 


Sell People, Not Products 


Another way to state salesman- 
ship is this: sell the customer in- 
stead of the product. Think what 
results or comforts, what luxuries 
or benefits people crave. Then 
think of the corresponding prod- 
ucts and sell them on that basis. 
Many hardware people have _ in- 
creased their sales by thinking first 
of the wants and needs of prospects, 
rather than of the products as such 
to be sold. 

In familiarizing yourself with 
whatever you are’selling, it is help- 
ful to know all about it from two 
viewpoints—and they are of about 
equal importance: (1) the pro- 
ducer’s or manufacturer’s view— 
how it is made and how it is used 
or how it works; and (2) the pros- 
pect’s or customer’s view—what it 
will do and how it will benefit the 
user or owner. 

To point out needs and emphasize 
benefits is the highest type of sales- 
manship. Look at all the vitamins 
this method has sold. Now, vitamins 
are a pretty intangible article; 
people don’t buy them because of 
their size, shape, color or smell— 
they buy them because of their 
anticipated benefits. 

Same way with household goods, 
tools, lawn mowers and many other 
articles bought and sold in tremen- 
dous quantities today. 

Millions of dollars worth of oil 
burners and gas furnaces have been 
sold because people got tired of 
shoveling in coal and hauling out 
ashes. They didn’t care particularly 
whether the unit was round or 
square, steel or aluminum, red or 
green. What they wanted was auto- 
matic heat. 

Tired householders were told 
how pleasant it would be to throw 
away the old coal shovel and the old 
ash can just sit in an easy 
chair and avoid the usual drudgery 
of winter weather. No more aching 
backs, no more slipping on the ice, 


no more sickness in the family due 
to uneven room temperatures. Such 
selling comes ahead of the size or 
or weight or construction of the 
heating unit (except with engi- 
neers) because it features the cus- 
tomer—it helps make his dreams 
come true. 


Guideposts Along the Way 


Sometimes even the forces of na- 
ture can be used to help build up 
your sales talk. For example, noth- 
ing sells fans, jugs, picnic and 
sports equipment like a hot spell. 
In the opposite direction zero 
weather is equally effective on many 
products. 

The man selling umbrellas or 
raincoats or rubbers wants lots of 
rain, so the discomfort of people 
will drive them to purchase his 
products. Then it’s just a case of 
showing them how your goods will 
be satisfactory in helping to relieve 
their miseries. 

Of course we agree with the old 
statement that “Selling aspirin to 
a man with a headache is not sales- 
manship.” Most such sales are made 
simply by having the right product 
in the right place at the right time. 

Yet even here salesmanship can 
play its part. While you can’t give 
your customers a headache (we 
hope) you can suggest various 
items that will help them to quick 
relief from the various problems 
that perplex every householder. 

Learn new words, new ways to 
say the same old thing, expressions 
far removed from your old stand- 
bys. Consider words as something 
valuable, well worth study to im- 
prove. 

Enlarge your vocabulary to the 
point where it is adequate to ex- 
press yourself forcefully and ex- 
actly. Sharpen up your adjectives 
and cut down on your slang and 
profanity—your speech will be more 
effective. 

Keep your words and your tone 
warm and human and friendly. 
There is no place in selling for an 
isolationist or an icicle. If you are 
inclined to have a frost-bitten per- 
sonality, thaw it out but quick. 

Mix in a little humor now and 
then. Smile. Maybe you'll get a 
smile back. The salesman who wants 
to avoid ulcers and other occupa- 
tional diseases will do well to re- 
member how to smile. Even laugh. 
A sense of humor has saved many 
a sale, and sometimes it has saved 
the life of good accounts. 


When the customer is contrary, 
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— or the sale apparently is going 


"aged wrong, don’t get flustered or angry. 
f the Pause a few seconds before going 
: on with the demonstration or con- 
engi- : ; 
ee versation; you’ll prevent many a 
> Cus- ie ° e ° 
crisis by saying or doing something 
reams — ‘ 4 
friendly or humorous instead of 
letting it get you down. 


y 
. el "There's Profits in Color", 
noth- Says Reitsch Bros. 
and 
spell. (Continued from page 164) 
zero 
many ject of additional purchases, accord- 
P ing to Mr. Anderson. 
s or Display and salesmanship have 
ts of enabled the firm to sell nearly 7,000 
eople gallons of paint plaster during the 
his past three years. Currently it sells 
se of at $4.49 a gallon. A sample display 
will board half covered wth the product 
Neve is called to the attention of eac: 
paint customer or prospect who 
> oa enters the store. 
n to The Reitsch firm also displays its 
ales- paints at the annual Rockford Home 
ade Show, an event which attracts thou- 
duct sands of people. Window displays 
lanes of paint and related goods are used 
: frequently throughout the year. 
— The company’s buildings are kept 
sive in good condition, which of itself is 
(we a good advertisement for its paint 
sous lines. A new coal yard office, di- 
uick rectly across the street from the 
ems hardware store has a visual front 


and colorful interior walls. Next to 

to the coal office is the Reitsch 80-car 

ions parking lot for the free use of its 

nd- customers and employees of the 
ing establishment. 


HARDWARE HUMOR 
Py Hardware Age 


McKINNEY 


MANUFACTURING 


"| think they have springs in them some- 
where. | heard the boss say they are pretty 
well sprung.” 


1400 Metropolitan St., Pittsburgh 33, Pa. 
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Of Woodsmen’s Tools 


“Get those axes and saws out of 
the corner and onto the wall,” ex- 
plained Fred Lounder one day, 
shortly after he repurchased the 
Ellsworth, Me., hardware store 
which he started in 1943, and sold 
in 1947. 

Mr. Lounder started to move 
saws and axes after he discovered 
that the turn-over in these tools 
had become almost nil, despite the 
fact that there should have been a 
steady demand for them throughout 
the area. 


Merchandise in Demand 


Hundreds of men are engaged in 
lumbering in the region surround- 
ing Ellsworth. Sawmills were busy 
and there was a clamor for more 
pulpwood, but the woodsmen sim- 
ply weren’t buying their tools at 
Lounder’s store until he built the 
small, neat wall display for the tools 
illustrated herewith. 

Within two weeks sales of these 
items doubled, and within a month 
they had tripled. 

The display was placed in one 
corner of the basement near the 
foot of the stairs which lead to the 
first floor. It was placed so that it 
would be seen by every customer 
walking downstairs where hard- 
ware and automotive supplies aré 
sold. 

“Our display of axes, saw frames 
and blades isn’t extensive,” ex- 
plains Mr. Lounder, “but it accom- 
plishes what it is intended to do, 
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Wall Display Tripled Sales 


Moving axes and saws into traffic lanes, plus use 


of. simple wall display tripled sales. Accessory 


volume also rises. 


and that is to catch the eye of the 
woodsman and to show him that we 
carry top quality tools at popular 
prices.” 

The sale of a bucksaw frame or 
an axe offers the opportunity to sell 
extra saw blades, axe handles and 
other items, which are all in sight. 
No high pressure selling is re- 
quired for the power of suggestion 
is strong enough to make any 
woodsman purchasing a new tool 
realize that he will eventually re- 
quire another axe handle or saw 
blade. Files, whetstones, scale rules, 
insect repellents, and tools to set 


This arrangement of tools and handles now produces 3 pct of store's sales volume. 


Here is how it was done. 











saws are also displayed in a con- 
venient place. 

When Mr. Lounder again took 
over his old store last Jan. 2, he im- 
mediately began rearranging mer- 
chandise displays to get more cus- 
tomer attention, and he’s still at it. 

“When I think an item isn’t mov- 
ing fast enough, that’s when we 
start pushing it,” says the Maine 
dealer. He is satisfied with the 
present display of saws and axes, 
and while its volume is only three 
pet of the store’s gross sales, the 
line shows a good profit to the or- 
ganization. 
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Mencgram Dour Gill 








This new, original Door Grille will catch the fancy of 
every home-owner. Available in all letters of the 
alphabet to give each door a personal, distinctive 
appearance. There’s nothing like it anywhere! 


Beautifully cast of durable brass as a combination 
door knocker and grille. Available in all standard 
finishes. Competitively priced with conventional 
designs ... And individually, attractively packaged 
for effective merchandising and quick sales. 


*Cast brass line includes: Entrance handles, Escutcheon 
plates, Door grilles, Door knockers, Mail drop plates, 
miscellaneous finishing hardware. 


FOR IMMEDIATE DELIVERY ORDER TODAY 
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HAROWARE OF PRESTIGE 





Ajax Hardware Manufacturing Corp. 
4351 Valley Blvd. Los Angeles 32, California 


HARDWARE AGE, OCTOBER 18, 1951 















Retails 


$92.95 


Motor 
Included 
Jae 





OF ITS KIND! 


CUTS 1" WOOD-QUIET-SAFE! 


Dealers and Distributors! Stock and sell the amazing 
New SYNCRO Electric JIG SAW, No. 201 — largest and MOST 
POWERFUL saw of its kind! A heavy National Advertising cam- 


paign BACKS your effort! SYNCRO is QUIET—ideal for even 
apartment use! . . « blade does NOT pull fingers toward 
it. NO belts, gears, oiling. Adjustable ‘‘any length cut’’ arm. 
Complete with BUILT-IN New Reactance Type Electric Motor. 
All for $22.95. (Made by world’s largest manufacturer of elec- 
tric jig saws.) Order from your jobber today—stock now for 


BIG FALL SALES. 

THE NEW SYNCRO “*504°° SANDER 
Retails $19.95 IS GUARANTEED TO GIVE YOUR 
CUSTOMERS THE FINEST FINISH OF 
ANY SANDER ON THE MARKET TO- 
DAY OR YOU ARE AUTHORIZED TO 
REFUND THEIR PURCHASE PRICE. 


SYNCRO — world’s largest 
manufacturer of reciprocating 
electric sanders with double arc 
motion which gives double the 
sanding action — stands solidly 
back of the “Finest Finish"’ 


GUARANTEE. 
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CORPORATION, DEPT. 0-101 
OXFORD, MICHIGAN, U. S. A. 








SCHLAGE: 





The Schlage button lock started a 
revolution in the lock industry. This push- 
button lock was invented over 25 years 
ago by Walter Schiage. Today it is the accepted 
and preferred type of lock mechanism 
... the first basic improvement in 
lock engineering in centuries. 


SCHLAGE 


SCHLAGE LOCK COMPANY 


Bayshore Blvd Empire State Bidg 


mtra 5 New Y 


CHARLES STANLY 
ROBERTS, president and 
general manager of Rob- 
erts, Sanford & Taylor 
Co., wholesale hardware 
firm of Sherman, Texas, 
started work in the ware- 
house of the business 
founded by his father, 
C. N. Roberts, after grad- 
uation from Princeton in 
1899. He had previously 
worked for the firm dur- 
ing school vacations. He 
became secretary of the C. S. ROBERTS 
corporation in 1906; vice 
president and general manager in 1915, and head 
of the firm in 1921. His son, C. S. Roberts, Jr., is 
vice president and sales manager. Mr. Roberts 
was formerly on the executive committees of the 
Southern Wholesale Hardware Association and 
the Texas Wholesale Hardware Association. He 
is chairman of the executive committee of Austin 
College; a director of the Merchants & Planters 
National Bank, Sherman; was former president 
of the Sherman, Texas Chamber of Commerce, 
and the Rotary Club. Sports and fishing are high 
on the list of his favorite diversions. 
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GEORGE E. TUPPER, | 
one of the most energetic 
men in the builder’s hard- 
ware business in the 
Southwest, began his ca- 
reer in hardware in 1898, 
when he went to work for 
Milier, Sloss and Scott, 
San Francisco. In 1908 he 
was employed by Yale & 
Towne and in 1920 he 
transferred to Russell & 
Erwin Mfg. Co. In 1928 
he began as a manufac- 

. ‘ turer’s representative and 
ae &. eee since 1930 he has repre- 
sented the Oscar C. Rixson Co. and the Glynn- 
Johnson Corp. He travels Southern California, 
Arizona and New Mexico. He is a member of the 
American Society of Architectural Hardware Con- 
sultants. He used to do a lot of fishing and golfing, 
but at present his stamp collection and hobby 
shop occupy most of his spare time. Mr. Tupper 
celebrated his 70th birthday on Aug. 25. 


HERMAN F. BORNE- 

MAN, president of Borne- 

man & Son, hardware job- 

bers and retailers of Elk- 

hart, Ind., has been an 

owner of the business for 

the past 50 years. He and 

his brother, the late Ed- 

ward C. Borneman, ac- 

quired the business from 

their father. Active man- 

agement of the business is 

now in the hands of Her- 

man Borneman’s son, Har- 

HERMAN F. BORNEMAN’7 Old A. Borneman, and his 

nephew, Edward C. Borne- 

man, Jr. Mr. Borneman, who was 70 years old on 

Feb. 12, says his favorite hobbies are fishing and 
poker. 


FRANK J. WETMORE, 

salesman for the Oldham- 

Rust Co., New York City 

manufacturers’ represen- 

tatives, started his hard- 

ware career in 1899 as a 

stock clerk with Sargent 

& Co. Later that year he 

went with Yale & Towne 

in the same capacity and 

advanced to city salesman. 

From 1905 to 1911 he rep- 

resented Stauffer-Eshle- 

man & Co., New Orleans 

FRANK J. WETMORE wholesale firm, for a cou- 

ple of years in its build- 

er’s hardware department. From 1914 to 1930 he 

was a partner in the firm of John K. Wilson Co., 

Baltimore, Md., traveling the South. He joined the 

Oldham-Rust Co. in 1930. Mr. Wetmore is a Mason. 

He served actively in the Auxiliary Police in his 

home town of Freeport, L. I., N. Y., during World 

War II. His favorite sport is hunting. Mr. Wet- 
more will mark his 66th birthday on Nov. 20. 
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. THE COMPLETE LINE... 
A ROD FOR EVERY 
FISHERMAN 


@ For fly or bait casting, troll- 
ing or spinning . . . for stream, 

pond, bay, surf, pier or boat 
F . .. there's a Union Hardware 
rod to meet your customer's 
want ... in glass, bamboo or 
steel . . . with plenty of profit 
for you. 


Tops in quality, Union Hard- 
ware rods are designed and 
- built to standards based on 
Union Hardware’s more than 
fifty years in the fishing rod 
business . . . and both you and 
your customer will know that 
their prices are right. 


cal of the “fish-ability’” and 
value built into Union Hard- 
ware’s line of Nyglax (tubular 
glass) rods. With quick-action 
tips designed to set a hook, 
and powerful butts to give 
control under all conditions, 
Union Nyglax rods fulfill a 
fisherman's dream of rods with 


po 





yet matches. 
It will pay you to ask your job- 
A copy of our latest illustrated 


catalog is yours for the asking. 
Write us directly . . . today. 


Set The Standards 
Others Try To Meet 


BE UEEeE YN 
OIVEUE 


TORRINGTON, CONNECTICUT 
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the sensitivity of bamboo, the | 
strength of steel . . . and dur- | 
ability that no other material | 


ber for Union Hardware rods. | 








The Gillie, illustrated, is typi- | 








Union Hardware Roller Skates 







Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


Bicycle Institute of America, annual 
convention, week of Jan. 14, 1952, 
at Boca Raton, Florida. Sponsored 
by Bicycle Institute of America, 
Inc., 122 E. 42nd St., New York 
City 17. 


Builders’ Hardware Show and Con- 
vention, Sept. 28-30, Oct. 1, 1952, 
at the Palmer. House, Chicago. 
Sponsored by the National Contract 
Hardware Association and_ the 
American Society of Architectural 
Consultants. John R. Shoemer, 
managing director, 420 Madison 
Ave., New York City. 


Industrial Supply Convention, May 
19-21, 1952, at Atlantic City, N. J. 
Sponsored jointly by the American 
Supply & Machinery Manufactur- 
ers’ Association, R. Kennedy Han- 
son, general manager, 1346 Con- 
necticut Ave., N. W., Washington, 
D. C.; the National Industrial Dis- 
tributors’ Association, H. H. Rine- 
hart, executive secretary, 1900 Arch 
St., Philadelphia 3, Pa. Southern 


Regional 


Ace Stores, convention and exhibit, 
Jan. 28-30, 1952, at Stevens Hotel, 
Chicago. E. G. Lindquist, secretary, 
2355 S. Blue Island Ave., Chicago. 


Cotter & Co., Spring Merchandising 
Show, Feb. 4-5, 1952, at the company 
office and warehouse, 365 E. Illinois 
St., Chicago, Il. 


Gift Show (California), Jan 20-25, 
1952, at the Merchandise Mart, 
Brack Shops, Alexandria and Bilt- 
more hotels, and individual show- 
rooms in Los Angeles. Sponsored by 
Los Angeles Trade Fair, Inc. 


Hardware Wholesalers, Inc., fall con- 
vention and annual _ stockholder’s 


Industrial Distributors’ Association, 
E. L. Pugh, secretary-treasurer, 
712 Volunteer Bldg., Atlanta, Ga. 


National Housewares and Home Ap- 


pliance Exhibit, Jan. 17-23, 1952 
at the Navy Pier, Chicago. Spon- 
sored by the National Housewares 
Manufacturers’ Association. A. W. 
Buddenberg, executive secretary, 
1140 Merchandise Mart, Chicago. 


National Retail Hardware Association 


Congress, July 14-17, 1952, at 
Statler Hotel, Washington, D. C. 
Rivers Peterson, 333 No. Pennsyl- 
vania St., Indianapolis 4, managing 
director. 


Sporting Goods Show and convention 


(National), Jan. 20-23, 1952, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 No. LaSalle St., Chicago 2. 
G. Marvin Shutt, secretary. 


Sportsmen’s Show, 15th National 


Sportsmen’s and Vacation Show, 
Feb. 16-24, 1952, at the Grand Cen- 
tral Palace, New York City. 


Events 


meeting, Oct. 31-Nov. 1, 1952, at 
company warehouse in Fort Wayne, 
Ind. 


New England Housewares Show, Feb. 


17-19, 1952, in Mechanics Bldg., 
Boston, Mass. Sponsored by the 
Housewares Club of New England. 


Sportsmen’s Shows: New England 


Sportsmen’s and Boat Show, Feb. 
2-10, 1952, at the Mechanics Bldg., 
Boston, Mass. Detroit Congress 
Sportsmen’s and Boat Show (in- 
cludes annual Detroit News Travel 
Show), March 15-23, 1952, at the 
State Fair Grounds, Detroit, Mich. 
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Specialties. Tupper Expositions Inc. Gy, A 
50 Church St. © 7 
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tion, a 
ne nishes — Chemicals — New York 7, N.Y. 
Sg Polishes — Waxes — Oils 
Ga. —Soaps—Insecticides ; ibiti / 
‘ P ; Canadian Exhibition Co. 
oar Roofing —Felt — Paper — E. M. Wilcox | R 
ae es ea 
pon- eae 244 Bay St., Toronto a 
ares Store Fixtures and 
W. Equipment. Eastern Canada Exhibitions Inc. To Tackle 
ary, Tools (Hand and Hobby). | Le Palais du Commerce Building | | 
. 
BERRI Square, Montreal 
“ our Fropiems 
at 2 
syl- : 
al Because your H-I salesman is a tackle man, he’s most 
qualified to help you plan a profitable tackle volume. 
tion He knows what tackle will sell in your area... what 
the tackle will not. He has a keen personal interest in your 
= tackle business, because your business is his business. 
ods 
0 2. This year, he’ll show you the greatest tackle line ever 
developed — 29,000 items that make H-I the logical 
nal source for all your tackle requirements. He’ll show you 
“i the largest line and best values in H-I Power Glass Rods, 
steel and bamboo rods, reels, lines and lures. 
He’ll tell you, too, about H-I’s plans for 1952’s out- 
standing national advertising campaign ... show you 
how you can tie in easily and profitably. , 
t If your H-I man hasn’t already contacted you, watch for 
a 
~_ his card—or write us for his name. Plan to spend plenty 
of time in his sample room— you'll find it pays off in 
profits! 
eb. 
gZ., 
she 
nd. 
nd : } ae $ q ——— GUARANTEE 
ab Pe rs Gos / Syene¢: -CON is guaranteed to destroy 
Pe tg Be =iee on your property or your 
g., LasTine-<- -CON is guaranteed to per- 
s manently contro! your rat and mouse 
Ss : problems or your money back. : 
in- H = SAFER—4d-CON is guaranteed relatively Fe 
safe to humans and farm and domestic E 
; EE zz || HORROCKS-IBBOTSON CO. 
he + 
h UD UTICA, N.Y. 
Manufacturers of the Largest Line of Fishing Tackle in the World 
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Seti 


THE 
“OUTDOORS” 





Millions are playing 
America’s Family Game—South 
Bend Croquet! 

This wide-spread active sport 
has built an appreciation of 
yard appearance, developing 
a keen interest in outdoor 
tables, chairs, umbrellas, dec- 
orations, accessories. So tie up 
to South Bend Croquet—use 
it for your leader in promot- 


& ing sales of outdoor items. 





SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South —-Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
So. Calif. & S. W.— Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.—Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 
Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH/BEND 
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Sports, Travel and Boat Show, Feb. 
29-March 9, 1952, at Civic Audi- 
torium, San Francisco, Calif., spon- 


sored by California Sports, Travel 
and Boat Shows, Inc., 369 Pine St., 
San Francisco, 4. 


State Events 


Alabama Retail Hardware Association 
convention and exhibit, March 30- 
April 1, 1952 at Whitley Hotel, 
Montgomery, Ala. Mrs. Euna G. 
Ramsey, 1926 Fourth Ave., North, 
Clark Bldg., Birmingham, secretary. 


Arkansas Retail Hardware Assn. con- 
vention and exhibit, Feb. 21-22, 
1952, at Robinson Auditorium, Little 
Rock. Headquarters, LaFayette 
Hotel, J. Wayne Tisdale, 604 Rec- 
tor Bldg., Little Rock, executive 
secretary. 


California Retail Hardware Assn. con- 
vention and exhibit, Feb. 11-13, 
1952, at Fairmount Hotel, San 
Francisco. K. B. Jacobsen, 262 
Western Merchandise Mart, San 
Francisco 3, secretary-manager. 


Connecticut Hardware Assn. conven- 
tion, Feb. 6, 1952, at Hotel Bond, 
Hartford. Ned Russell, Harris 
Hardware, Southport, secretary. 


Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn. 
convention and exhibit, May 19-21, 
1952, at George Washington Hotel, 
Jacksonville, Fla. W. W. Howell, 
bP. O. Box 183, Waycross, Ga., ex- 
ecutive manager. 


Illinois Retail Hardware Assn. con- 
vention, Feb. 26-28, 1952, at Chi- 
cago. Convention at Sheraton 
Hotel, exhibit at Navy Pier, W. F. 
Ewert, 1194 Merchandise Mart, 
Chicago 54, managing director. 


Indiana Retail Hardware Assn. con- 


vention and exhibit, Jan. 29-31, 
1952, at Murat Temple, Indian- 
apolis. Headquarters, Lincoln 


Hotel, G. F. Sheely, 3833 No. Penn- 
sylvania St., Indianapolis 4, Man- 
aging director. 


Intermountain Assn. convention, Feb. 
11-12, 1952, at Boise Hotel, Boise, 
Idaho. Leon L. Weeks, 211 Conti- 
nental Bank Bldg., Boise, secretary. 


Iowa Retail Hardware Assn. conven- 
tion and exhibit, Feb. 12-15, 1952, 
at Des Moines, Iowa. Sessions, 
Hotel Savery; exhibit, Iowa Ex- 
hibit Bldg., State Fair Grounds, 
Philip R. Jacobson, Mason City, 
secretary. 


Kentucky Retail Hardware Assn. con- 
vention and exhibit, Jan. 22-24, 
Brown Hotel, Louisville. Dwayne 
W. Laws, 501 Republic Bldg., Louis- 
ville 2, secretary. 


Michigan Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952, at Grand Rapids. Sessions, 
Hotel Pantlind; exhibit, Civic Au- 


ditorium. H. W. Schumacher, 1916 
Olds Tower Bldg., Lansing 8, 
manager. 

Minnesota Retail Hdwe. Assn. conven- 
tion and exhibit, Jan. 22-24, 1952, 
at St. Paul. Hotel Headquarters, 
St. Paul Hotel. C. J. Christopher, 
2110 Nicollet Ave., Minneapolis 4, 
manager. 


Missouri Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952, Jefferson Hotel, St. Louis. 
Harry F. Scherer, 1189 Arcade 
Bldg., St. Louis, secretary. 


Montana Hardware and Implement 
Assn. convention, Oct. 25-27, 1951, 
at Northern Hotel, Billings. N. O. 
Blevins, P. O. Box 1152, Helena, 
executive secretary. 


Mountain States Hardware and Im- 
plement Assn. convention, Jan. 22- 
24, 1952, at Cosmopolitan Hotel, 
Denver, Colo. Francis W. Reich, 
1233 Spruce St., Boulder, Colo., 
secretary. 


Nebraska Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952, at Omaha. Sessions, Hotel 
Paxton; exhibit, Auditorium. C. A. 
McCoy, 325 Insurance Bldg., Lin- 
coln &, secretary. 


New York State Retail Hardware 
Assn. convention and exhibit, Feb. 
12-14, 1952, at Buffalo. Sessions, 
Statler Hotel; exhibit, Memorial 
Auditorium. N. H. Kiley, Hills 
Bldg., Syracuse 2, secretary. 


North Coast Retail Hardware Assn. 
convention, Feb. 3-5, 1952, Mult- 
nomah Hotel, Portland, Ore. D. D. 
Stewart, 714 American Bldg., Se- 
attle 14, Wash., secretary. 


Ohio Hardware Assn. convention and 
exhibit, Feb. 4-7, 1952, at Cleve- 
land. Sessions, Statler Hotel; ex- 
hibit, Public Auditorium. John B. 
Conklin, 198 So. High St., Colum- 
bus 15, secretary. 


Oklahoma Hardware and Implement 
Assn. convention and exhibit, Feb. 
5-7, 1952, at Municipal Auditorium, 
Oklahoma City. Robert K. Thomas, 
515 Midwest Bldg., Oklahoma City, 
secretary. 


Pacific Northwest Hardware and Im- 
plement Assn. convention, Nov. 5-7, 
1951, at Multnomah Hotel, Port- 
land, Ore.; Nov. 12-14, 1951, at 
Davenport Hotel, Spokane, Wash. 
J. B. Channing, 615 Empire State 
Bldg., Spokane, secretary. 


Pennsylvania and Atlantic Seaboard 
Hardware Assn. convention and ex- 
hibit, Jan. 22-24, 1952, at Belle- 


HARDWARE AGE, OCTOBER 18, 1951 





KEEP 
STA-DRI 
When mi 
plied, th 
materials 
fill the f 
ing a per 
water o1 
mold an 
is supplie 
of colors 
by years 


STA-DRI 
Sta-Dri | 
tionary 1 
lent the 
against 
the nat 
Clear-C 
semi-in 
cone, an 
penetrat 


spray af 








HARDWA 
























































Bey KEEP WATER OUT OF MASONRY 
STA-DRI Mineral Coating 
When mixed with water and ap- proofing field and by hundreds 
plied, the powdered inorganic of thousands of satisfied users, 
materials in Sta-Dri expand to only Sta-Dri dares to advertise 
fill the pores of masonry form- , 
: and support the claim that IT 
ing a permanent bond that seals 
r, 1916 water out. Sta-Dri contains a WILL HOLD A WALL OF 
= 5 mold and mildew inhibitor and WATER NINE FEET HIGH 
sities is supplied in white and a variety WITHOUT LEAKAGE, even if 
, 1952, of colors at no extra cost. Backed applied inside a basement. Sold 
een by years of success in the water- in 5, 25, and 50 lb. packages. 
* peg STA-DRI Clear-Coat 
Sta-Dri Clear-Coat is a revolu- protect masonry. Accelerated 
. —- Gunite transparent water repel- wear tests show no appreciable 
Louis. sont that protects sa net d change in applied Clear-Coat BEST 
Areade against water without changing Sia . 
the natural color or texture. Fer the equivalent of ten years BY 
— Clear-Coat contains the new Weathering. Unparalleled in the 
hwy semi-inorganic chemical, sili- transparent waterproofing field, TEST 
ees cone, and is activated for deeper Clear-Coat is now available in 
penetration. Only one brush or quantity; |, 5, 30 and 55 gallon 
d Im- spray application is necessary to containers. 
n. 22- 
Hotel, 
ba AMERICAN STA-DRI CO. 
™ Brentwood, Maryland 
19-21, 
Hotel 
C. A. 
Lin- 
iware 
Feb. 
sions, 
norial 
Hills 
Assn. 
Mult- 
D. D. 
, Se- 
' and , oo 2 i oem » “ 
leve- 
or. THE PERFECT CHRISTMAS PROMOTION 
2 cutove + KIDDIE’ SET 
PLASTIC 
— oye gad cay TABLE AND TWO CHAIRS 
a made by PEL! FS . ‘on © Chrome plated legs ©¢ Plastic table top $ 50 
ta OKONITE ee © Duran plastic seats and backs 
— Kiddie set with big sales-appeal. Qual- 
City, ity construction; “grown-up” style fea- 
tures; gray, _ yellow, red. A poremee 
i. SOLD ONLY THROUGH xmeae in thus for Xmas, Packaged: SUGGESTED 
5-7, RECOGNIZED WHOLESALERS Shipping ‘weight 20 Ibs. P0.8, Buttaio, RETAIL $27.95 
Port- N. Z. 
, at He fot them GY i 
ash. 
tate | )) ») LOGAN MANUFACTURING CO. 
oard se ragon NORTH TONAWANDA, NEW YORK 
| ex- friction and rubber tapes 
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| vue-Stratford Hotel, Philadelphia. 
W. Glenn Pearce, 1616 Walnut St., 
Philadelphia 3, secretary. 

Southern California Retail Hardware 
Assn. convention and exhibit, Feb. 
19-21, 1952, at Long Beach. Ses- 
sions, Wilton Hotel; exhibit, Muni- 
cipal Auditorium. A. C. Kammeier, 
416 W. 8th St., Los Angeles 14, 


To Serve You Better ‘ -There’s a 


Rounders N company 


right in yourterritory! 


| 








Pring set 
ieee aun ae.ce ; ox — ciation convention and exhibit, yo i 
SEATTLES itso. co. | 1-3 1952 at Cataract Hotel, Sioux 
SEATTLE CHAIN & MFG. CO. BRIDGEPORT | | Falls. O. R. Baily, 1300 So. Jefferson 
PORTLAND 10 WOODHOUSE CHAIN WoRKS @ Ave., Sioux Falls, secretary. 
TRENTON 7 


Tennessee Retail Hardware Assn. con- 
vention, Feb. 17-19, 1952, at Nash- 
ville. Morris Jones, P. O. Box 784, 
Nashville 2, secretary. 

| Texas Hardware and Implement Assn. 
convention and exhibit, Jan. 28-30, 
1952, at Dallas. Sessions, Baker 
Hotel; exhibit, Baker and Adolphus 
Hotels. Ray M. Souder, 822-23 
Texas Bank Bldg., Dallas 2, secre- 
tary-manager. 

Tri-State Hardware and Implement 
Assn., convention, Feb. 10-12, 1952, 
at Herring Hotel, Amarillo, Tex. 
M. D. Shepherd, Canyon, Tex., sec- 
retary. 


Virginia Retail Hardware Assn. con- 

FARM * HOME + INDUSTRIAL , AUTOMOTIVE | vention and exhibit, March 25-27, 

Sling Chains © Railroad Chains © tlogChains ren nene | 1952, at Hotel John Marshall, Rich- 

ute tole 2 ee Po See ee : —_ | mond. George T. Omohundro, Jr., 
in Hoists types Electric Hoists Scottsville, secretary. 

Order from your Wholesaler | West Virginia Retail Hardware Assn. 


convention and exhibit, Feb. 18-20, 


1952, at Waldo Hotel, Clarksburg. 
James C. Fielding, 1628 McClung 
St., Charleston 1, secretary. 
Western Retail Implement and Hard- 
4 ware Assn. convention and exhibit, 
Jan. 14-16, 1952, at Municipal Au- 
ditorium, Kansas City, Mo. W. J. 
Shaw, 2915 Main St., Kansas City 
2, secretary. 


Wisconsin Retail Hardware Assn. con- 
vention and exhibit, Feb. 5-7, 1952, 
at Auditorium, Milwaukee. Head- 
quarters, Schroeder Hotel. H. A. 
Lewis, Stevens Point, secretary. 


THE ROUND CHAIN & MFG. CO, 
CHICAGO 38 @ THE CLEVELAND 
CHAIN & MFG. CO. 
OHIO HOIST & MFG. CO. 


THE PLATING & GALVANIZING CO. 
CLEVELAND 5 


@ ROUND CALIFORNIA CHAIN CO 
SC. SAN FRANCISCO 


@ ROUND LOS ANGELES CHAIN CORP 
LOS ANGELES 54 e 
THE SOUTHERN CHAIN & MFG. CQ. 
BIRMINGHAM 4 

















HARDWARE HUMOR 
By Hardware Age 





PAINT DEPART 


PAINTS, VARNPHES, o1ts 


—— 
TURPENTING, RRUWES. & Te’ | | 


Packaged to Sell... 


Brass or steel escutcheon pins of fine quality...Packed in attrac- 
tive metal-edge boxes that act as sturdy containers and make 
eye-catching displays—or, if you prefer, in 100 Ib. kegs... Stand- 
ard or special sizes...plain or plated finishes...made in special 
metals on request. Special nails, rivets and screws made to order 
..Economy, quality and quick delivery in large or small orders 
...WRITE FOR PRICES...We will send quotations promptly... Ask 
for free Catalog and Decimal Equivalents Chart. 


JOHN HASSALL, INC. + toc 


Manufacturers of Cold-Headed Specialties — Established 1850 "Do you have a gcod brush cleaner?” 


_ SPECIAL NAILS RIVETS SCRE 


ECIAL NAILS RIVETS SCREWS 
LYALY STIWN TWID3dS 


Suid) 


A 
Hassall 
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Rovesons 
Guaranteed 


DIRECT-TO-RETAILER SELLING... 


PLUS MOST EXTENSIVE ADVERTISING 


AND PROMOTION IN INDUSTRY... 


MAKES MORE NET PER SALE 


MORE SALES PER UNIT 


Frozen Heat Cun ery sss scm 


Guarantees You 


Extra Sales and Extra Profits: 


Now, Robeson’s exclusive new ‘‘Frozen Heat*’’ process gives 
you a hard-selling merchandise story, guaranteed to make your 
cutlery sales and profits soar! , 


No other cutlery is made this way. . . Robeson’s special 

high-carbon stainless steel is first exposed to unusually intense heat. 
Then the blades are placed in refrigerated compartments at 100 
degrees below zero. 


This revolutionary hardening process, makes Robeson blades sharper, 
stronger, many times more resistant to dulling. 


Your customers will be pre-sold on Robeson ‘‘Frozen Heat*’’ cutlery by 
a full schedule of national magazine advertising, commencing in 

October. Hard-hitting ads will appear in Time, Good Housekeeping, and 
Better Homes and Gardens, with a combined circulation of 8,225,170. 


Now, more than ever, is the time to feature the complete line 

of Robeson ‘‘Frozen Heat*’’ cutlery in your store. The ‘‘Frozen Heat*’’ 
process... . plus the biggest advertising schedule in Robeson’s 
history, will bring you more repeat sales...more satisfied customers! 


Loge 


“Frozen Heat*” 
Cutlery 










*GUARANTEE: We unconditionally guarantee every product we make. 
Should any customer, FOR ANY REASON, be dissatisfied with the performance 
of any Robeson knife, it will be replaced or reconditioned without charge. 


*Reg S. Pat. Off 
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More repeat sales... because once your customers own a 
Robeson knife, they'll want one of the many complete sets... 
thanks to ‘‘Frozen Heat*’’! 


More satisfied customers... because Robeson cutlery is 
guaranteed to stay sharper, longer, give better service... thanks 
to ‘‘Frozen 4eat*’’! 


Densified Wood-handled Gift Cutlery Sets... from $5.00 to $75.00 


Te eh 
HAT ) 





ROBESON’S ‘‘CUTLERY CORNER” 
Here's a 5-foot showcase that's 

a whole warehouse in itself. 

All the items your customers will | 
want with eye-appeal that 

helps sell knives every minute 

of every day! Other floor 

and counter displays to fit every 
retailing need. 





Robeson Cutlery Co., Perry, New York 
| want to know how | can handle the Robeson line in my community 
on a direct-from-factory basis. 


Please send me details about 


Complete line 
___Gift Sets only 


Displays 
Dealer Mats and Helps 











Name 
Street 
City State 
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WHAT'S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 
Wonder Line, and two popular 
Shakespeare baits. No. 300 is the 
same except that it has a 5 ft. 2 in. 
medium action glass fiber Won- 
derod, breaking into three sections, 
and one Shakespeare bait. Both are 
priced at $42.00. The Shakespeare 
Co., 417 N. Pritcher St., Kalamazoo, 
Mich. 


Sander Display 


The Clarke Smoothie Sander is 
now packaged in this new counter 


» 
a a 4 
? ee ~~ 
yi - 


eee 





display carton. The top folds back 
to form a cutout display card show- 
ing the sander in use, and sugges- 
tions and instructions for using the 
sander are given on the sides. Clarke 
Sanding Machine Co., Muskegon, 
Mich. 





Plastic Clothes Line 


This Handy braided plastic 
clothes line is washable and flexi- 
ble. The durable line comes in 100- 
ft units of two 50-ft lengths, as 
shown. It is said to be positively 





non-soiling to all clothes. Hano 
Paper Co., 220 E. 23rd St., New 
York, N. Y. 
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Twin Night Lights 


One blue and one ivory night 
light are offered in a gift box. The 
blue light is designed for places 
where a small amount of light is 
wanted, and the ivory for points 
where more is needed. These lights 





fit any convenience outlet, have 
their own built-in switch, and are 
complete with a 7-watt bulb. Re- 
tail: about $1.10 a box. Monowatt, 
Dept. of General Electric Co., 
Providence 7, R. I. 


Barbecue Cutlery 


This barbecue cutlery set, Burns 
No. 4500, contains a heavy-bladed, 





double-edge barbecue knife, razor- 
ground on one side and with a ser- 
rated edge on the other. There is 
also a spatula with a beveled and a 
serrated edge, and a heavy fork 


with stainless steel tines and an 
extra long handle. Handles are 
rosewood. Packed in a leatherette 
folder, maroon outside and tan in- 
side. Christmas gift card is packed 
with each set. Burns Mfg. Co.. 
Syracuse, N. Y. 





Scrub Brush 


This rugged new scrub brush has 
bristles made of Bakelite styrene 
plastic that stays stiff even when 
soaked in hard water. Bristles will 





not rot, mould or mildew, and resist 
the action of strong soaps and de- 
tergents. The honey maple lac- 
quered wooden back holds six rows 
of bristle tufts trimmed to a 1-in. 
length. Retail:  59¢. Empire 
Brushes, Inc., Port Chester, N. Y. 


New Flashlight 


This two-cell “‘fixt-focus” spot- 
light, called Two-In-One because of 





a translucent red lens ring which 
glows a warning signal on all sides 
when the light is switched on, has 
no-roll and no-slip features. There 
is a three-position safety-lock 
switch, spare lamp carrier in its 
cap, and it is made of high impact 
polystyrene. Packaged in a new full- 
view carton, which is open on two 
sides and one end. Suggested re- 
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-by telling the L.B. Quality Story! 


Just read the following short statement of facts about one typical Lowe 
Brothers dealer and you will know why aggressive L. B. dealers every- 
where are selling more paint now than ever before! 

This dealer (who had previously stressed sales of other products) 
decided to make an “‘all out” effort on paint sales. He took full advan- 
tage of Lowe Brothers’ many advertising and merchandising aids— 
including everything from window displays, color cards and booklets 
to local newspaper advertising. The overwhelming consumer response 
quickly proved to the dealer that a wide margin of ready acceptance 
exists for Lowe Brothers Paints. In less than one year’s time, his paint 
sales increased 300%! Still climbing today! 

Nothing magic about it. This dealer put in a lot of effort—used 
every means to tell the Lowe Brothers quality story and focus consumer 
attention upon his store. He proved to himself—what so many other 
Lowe Brothers dealers already know—that a perfect combination of 
product quality, distinctive packaging, coordinated advertising and con- 
sumer appeal, all work together to build demand, business, and far 


more profit from paints... Lowe Brothers Paints! 


The Lowe Brothers Company * Dayton 2, Ohio 
*T bis 
Lowe Brothers 


“«"" Lowe Brothers 
PAINTS * VARNISHES 
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CONSUMER APPEAL 

















PAINTIN’ THE TOWN 
by Daggatt 
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“Hf he’s a painter, why not try luring 
him with a Rubberset brush?” 


... smart advice. Nothing better than a 
Rubberset to bring a painter a-running! 
After all, Rubberset is the nation’s 
most wanted brand, a Popular Me- 
chanics Magazine survey of dealers 
proves. So for long-lasting quality 
brushes, insist on Rubberset .. . the 
name that’s a guarantee... since 1873. 


Russerset 


World's Largest Paint Brush Factory, Newark 5, N. J 








WOOD 
JOINERS 


SKOTCH 


A Steady 
Profit Puller 
Every 


Day 





Here's a wood joiner that really 
HOLDS . . . and holds without |SC*&="s 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prengs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps... 


Soume wood jolnts that show uses 
of SKOTCH Wood Joiners plus a new 
counter foider are yours FREE. Ask | cuams 
your Jobber or write direct for gen- 
erous supply. Dept. HAI. 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE., CHICAGO 18, ILL. siGns 


~~ 

















GRIPS LIKE A VISE 
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tail: $1.85, without batteries. Olin 
Indistries, Inc., Electrical Div., 


| New Haven 4, Conn. 





| Electric Dehumidifier 





This new, compact, electric de- 
humidifier filters room air as well 
as removing excess moisture. Mea- 
suring 1814x201%4x11%4 in., it is 
finished in gray and has hand holds 
on either end and four leveling 
glides. A drawer-type porcelain- 
finished moisture container has a 
22-pt. capacity, and air circulation 
is provided by a four-bladed fan 


| 8% in. in diameter, powered by a 








1/250 h.p. electric motor. There is 











a plug-in service cord and an on-off 
switch. Frigidaire Division, Gen- 
eral Motors Corp., Dayton 1, Ohio. 


Skate Sharpener 


Production has been resumed on 
the improved Universal Skate 
Sharpener for the coming winter 
season. It is designed to sharpen 
quickly and accurately all makes 
and types of ice skates requiring 
either concave or flat grinding. 
The motor is %, hp. single phase, 
ball bearing, 115 volt, operating at 
3450 rpm. There is a safety wheel 
and dust guard, and a skate holder 
for any type ice skate. General 
Hardware Co., 3618 W. Pierce St., 
Milwaukee 15, Wis. 


Coffee Mill 


This Atco Coffee Mill, for those 
who like to grind their own coffee, 
may be adjusted to the desired 


grind, and has a measuring cup 
attached to indicate the correct 
amount of coffee to be ground. It is 
15 in. long and 5 in. wide, and can 





<¢ 


be firmly and permanently attached 
in kitchen or pantry. Atlantic Mfg. 
Co., 189 N. Rhode Island Ave., 
Atlantic City, N. J. 





Steel Mixing Bowl 

Made of stainless steel, this M92, 
3-qt. mixing bowl is also designed 
for use with most standard electric 
mixers. It has a broad base for 





stability and a finely turned lip for 
ease of handling. Easily cleaned. 
Retail: $3.95. Nicro Steel Products, 
Div. of Cory Corp., 221 N. LaSalle 
St., Chicago 1, II. 


Fishing Reel 

This automatic free spool reel, 
J. A. Coxe Model 25-N, is especial- 
ly designed for extremely light 
plugs and tournament casting. The 
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A GIFT FOR GUNNERS 
HOPPE’S GUN CLEANING PACK 
This handy kit contains every Hoppe Product that any shooter 
needs for the cleaning, care and — of his guns. It makes 
| a thoughtful, useful Christmas gi 


ORDER YOUR SUPPLY 
FROM YOUR JOBBER 


| Put it on prominent display—where gift seekers can see it. Tie-in 
with and cash-in on our pre-Christmas advertising. It’s none too 
early to order now. 


FRANK A. HOPPE, INC. 


2314A North 8th Street Philadelphia 33, Pa. 


JET PUMPS 


There is just one basic design in the entire RAPIDAYTON 
Jet Pump Line. So it is a very simple and easy matter 
to adapt each model for either shallow or deep well 
Ropidayton service. They all give good performance over a long 


“Package System" ; : 
service life. Fill out the coupon below and mail it TODAY. 


Vertical 
Jet 


THE DAYTON PUMP & MFG. CO., 
Dept. HA, 500 Webster St., Dayton 1, Ohio. 


Please send me complete details and prices on the new 
RAPIDAYTON Jet Pump Line. 


NAME 
ADDRESS 


Horizontal 
Jet Pumps city 
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-—AN ARTMOORE PRODUCT — 
The Original 
Patented 
Self-Wringing 
Rubber 
Sponge Mop 










Built 
For 
Long 
Service 


For satisfied 
Customers Sell 
This Nationally 
Advertised 
Quality Product 





WHAT'S NEW 











handles do not turn during the cast 
and the one-piece aluminum spool 








yooh ag 
ARTMOORE CO. 
1319 North Third Street Milwaukee 12, Wisconsin 















EASIER TO USE! 


GREATER HOLDING! 
POWER! 


SAVE TIME 
AND WORK! 





NEW! 
CHICAGO Super Cast 


LAG SCREW SHIELDS 


These NEW die cast lag screw 
shields offer greater holding power 
for anchoring in concrete, brick and 
other ‘masonry. Available, short or 
long, in 4”, i”, 36” and 4” sizes. 
Write for details and prices today. 
Samples sent on 
request. 


1338 W. Concord PI. 
Chicago 22, Illinois 


Dependable Anchoring 
jevices Since 1900 





CHICAGO 


Expansion 


Bolt Company 
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runs free. There is less weight at 
the start, less over-running and 
back-lashing at the end. It features 





cross-bolt construction and carries 
50 yds. of line and weighs 41% oz. 
Bronson Reel Co., Div. of McAleer 
Mfg. Co., Bronson, Mich. 


New Washer Line 





This new line of flat steel wash- 
ers is guaranteed for U. S. speci- 
fications and gage. Sizes include 
3%, Ye, %, %, %, 1, 1%, 1%, 1% 
and 1% in., and other sizes are 
planned. Delivery is in 200-lb. 
kegs. Forbes Steel Corp., Canons- 
burg, Pa. 


One-Burner Stove 


This new, electric, one-burner, 
two-heat stove, Model DES, has 
been added to the line of Cory cof- 
fee brewing equipment. Styled in 
gleaming chrome with black plastic 





heat-resistant handles, the DES 





stands on raised legs. A single 
switch provides high or low heat. 
Cory Corp., 221 N. La Salle St., 





Chicago 1, II. 


Popcorn Vendor 


This toy popcorn vendor, called 
See ’Em Pop, is a realistic minia- 
ture of the automatic commercial 
popcorn vendors. It operates elec- 
trically, and each unit has colored 
plastic serving bowls and a supply 
of popcorn, ready to be popped. 
Durably and attractively enameled 
in white and red, it measures 
17x12x9 in., and is safe for any 
child to operate. The Metal Ware 
Corp., Two Rivers, Wis. 


Redesigned Cooker 


A new, redesigned model, No. 
3550, of the Arvin Lectric Cook is 
now available. Exterior surfaces 
and edges have been rounded off, 
and the full base on the older model 
has been replaced by pontoon type 
feet on two sides and front and 
back elbow-shaped rests in brown 
plastic. There is the trade name 





and a decorative swirl on top. The 
Cook grills, fries and toasts, and 
converts to an automatic waffle 
baker with insertion of four waffle 
grids. Other features in the former 
model are preserved. Arvin Indus- 
tries, Inc., Columbus, Ind. 





Draft Protection 


Sentry Stop-A-Draft, a device 
that stops all under-door drafts, is 
of metal with a thick strip of in- 
sulating felt, actuated by a con- 
cealed mechanism. It is easily at- 
tached across the bottom of any 
door, inside or out, and can be fin- 
ished to match the door itself. The 
concealed felt shield springs down 
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against the floor when the door is 
closed, arid up when the door is 
opened. Fits standard doors 26 to 











1 SEALS DOORS AGAINST 
RAFTS WHEN CLOSED! 








44 in. wide, retailing at $2.95. 
Sentry Stop-A-Draft Co., 20 N. 
Wacker Dr., Chicago, IIl. 





Wallpaper Paster 


Hyde No. 4 Trim-n-Paster is a 
new, light, portable unit that trims 
and pastes wallpaper in one quick 
operation. Complete instructions for 
operation are furnished with each 





machine. Unit is available to deal- 
ers for rental to home decorators 
or for sale to paperhangers. Free 
dealer newspaper mats and rental 
agreements are supplied on re- 
quest. Hyde Mfg. Co., Southbridge, 
Mass. 


Turkey Call 


This Two-Tone Turkey Call is 
made of fine polished, black hard 
rubber. The tone-producing lid, 





which forms one side of the box, is 
made of high grade red cedar. The 
edges extend beyond the side walls 
of the box, and each produce a dif- 
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MASTER! 


Selling quality merchandise makes 
sense because it makes friends out of 
customers, assures repeat business. Because 
your customers know and trust MASTER 
products, you are already well on your 
way to a profitable sale when you begin 
to show and demonstrate MASTER rules. Y 
Because MASTER makes only rules — 
nothing else —and because years of 
research have gone into making sure ij 
there is a rule to fit every need in the 
MASTER line, you can’t miss if you 
recommend MASTER when they say, 
“What have you got in a good rule?” 





INTERLOX 


The show piece of the MASTER wood rule line, it is the world’s only slide action wood 
rule. Will perform any measuring chore in the time it takes to unfold a conventional wood rule. 
Comes in #104, 4 ft.; #106, 6 ft.; #108, 8 ft. 


BLUE END 


A top favorite among craftsmen TTT ery ore) 
because they know it will give them the deni har. rh ty 
day-in-day-out service they must have. = 
Made of the finest straight grain maple, 
its high gloss, baked enamel finish, plus 
a heavy seal coat of clear lacquer will 
stand up for years. Order #796 (regular), 
#796F for flat reading. 


em 


EXTENSION RULE 


Truly the little extra that careful workmen look for in a tool. It’s a compact light weight, 
but sturdy, folding rule that will live up to every quality and endurance test you expect from a 
MASTER product. Smooth functioning 6 inch extension is of solid brass. Has a spring stop which 
locks I In the fully extended position. 7X6, 6 ft. only. 





























BLUE TIP 


Designed for hard use this popular 
folding rule comes in attractive box wood 
finish. The same straight grain maple, 
rugged wear resistant brass joints which 
are featured in all MASTER folding rules 
are used. #66 (regular reading); #66F 
for flat reading. 


VMAS TER 


rypupey 
MASTER RULE MFG., CO. INC. Middletown New York 


One W900 AND STEEL TAPE RULES | ebrbada 
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VICTOR TRAPS 
CATCH 


Moe Fotis 
Ter Youf 


Get your full line of Victor Traps 
out front . . . out front so they'll be 
picked up and bought by trappers 
who want a share of the big money 
to be paid for furs this season. More 
trappers buy Victors so it’s just 
good business to feature the brand 
in demand! 
Catch more profit from trap sales 
..ofder Victor Traps from your 
wholesaler today ! 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. © Pascagoula, Miss. 





No. 1 VG 

Victor Stop Loss 
for muskrat, skunk and 
mink. No wring offs 
with the famous Stop 
loss guard. Jaw 
Spread, 4’. Also No. 
1% VG—jaw spread, 
4%". 


It pays to sell 


VICTOR 


the TRAPS that trappers know 
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WHAT'S WEW 








ferent tone turkey yelp. Length is 
4¥, in.; weight is 1% oz. Philip S. 
Olt Co., Pekin, Il. 


Saw Set 


This newly designed and im- 
proved Saw Set, No. 42, is quickly 
and completely adjustable for giv- 
ing more or less set to saw teeth. 
There is a single action tool-steel 
plunger and a positive locking anvil 
adjustment wheel allows for finer 
setting. An adjustable self-locking 
saw stop provides compensation for 
variation in saw blade thickness. 
Capacity: back, panel, hand and 





small circular saws, 19 gage and 
thinner, having from 4 to 16 points 
to the inch. Stanley Tools, New 
Britain, Conn. 


Stapling Gun 

This handy new _ pocket-sized, 
one-handed stapling gun is capable 
of fastening metal or fiber ship- 








ping tags to export boxes, and 
shoots staples as fast as firing a 
Colt automatic. Heavy-duty staples 
are five times the normal size, and 
grip wood securely. Backed by a 
10-year guarantee. The Heller Co., 
2153-E Superior Ave., Cleveland 14, 
Ohio. 


Match Rifles, Pistols 


American Arms Co. is appointed 
exclusive distributor in the United 
States for Hammerli hunting and 
sporting arms, famous match rifles 





and match pistols. Typical of the 
imported items is this Hammerli 
Free Style Match Pistol. For more 
information, contact American 
Arms Co., 33 N. LaSalle St., Chi- 
cago 2, Tl. 


Hunting Knife 


This Frozen Heat quality hunting 
knife is produced of high-carbon 
stainless steel at 100 deg. below 
zero. The Formica wood handle is 





impervious to all types of acids and 
heat, and the modern, two-leather 
type sheath holds the knife when 
placed in it from either the right 
or left side. Retail: about $6.00. 
Robeson Cutlery Co., Perry, N. Y. 
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Infra-Red Broiler 


The new Prevore Infra-Red Mir- 
acle broiler is 10%4 in. long, 614 in. 
high, and is easily portable. It is 
steel with triple chrome plate, and 
the heating unit is porcelain-glazed 
ceramic for easy cleaning. A sep- 
arate drip pan is included. For use 
on AC or DC, it comes with a two- 
heat cord set. Guaranteed to be 
free from electrical or functional 





defects, except cord and plug, for 
two years. List price: $10.99. Pre- 
vore Electric Mfg. Corp., Prevore 
Bldg., Brooklyn 16, N. Y. 


Caster Clip 


This new Speed Clip can be eas- 
ily used to prevent any standard 
caster from dropping out while 
moving furniture. The tubular, 
heat-treated spring steel clip, when 











pushed into a slightly undersized 
hole in the leg of the furniture, 
has two retaining barbs that are 
forced outward and imbedded in 
the wood. Tinnerman Products, 
Inc., Box 6688, Dept. 14, Cleveland, 
Ohio. 





Hinge Butt Templet 


This new Guild Hinge Butt 
Templet, Model 5006, assures ac- 
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Savogran STRYPEEZE 


... the paint remover with the features 
your customers want — guaranteed to stay 
wet longer and remove more coats — safe 
for hands — clings to upright surfaces — 
needs no afterwash. Semi-paste form pre- 
ferred for easiest, most efficient stripping. 





is the safest 


... confused by “safe” claims? So-called 
“safe” non-inflammable removers, while 
safe from fire hazard, give off extremely 
poisonous fumes from their chlorinated 
hydrocarbon content. Other removers con- 
tain benzol, one of the most toxic and 
inflammable solvents known. Feature the 
remover that was always safest — STRYP- 
EEZE. No chlorinated solvents . . . no benzol. 


and the fastest-selling 


...@n impartial, nationwide survey of 
30,000 hardware dealers proves that 
STRYPEEZE ranks first (20.9%) in paint 
remover brand most frequently asked for; 
outstrips second (9.5%) and third 
(8.0%) combined! 120% preference over 
second-choice brand means heavier sales, 
higher profits for you. 


paint remover you can sell! 


... consistent national consumer adver- 
tising in Collier's, Better Homes and 
Gardens, and Popular Science has built 
demand for STRYPEEZE. Cash in on that 
demand. Order today — build a display. 
Savogran products sell on sight. 


THE SAVOGRAN CO. 














BOSTON CHICAGO LOS ANGELES 
25 Huntington Ave. 85 Industrial Road 3031 West Seventh St. 
Boston 16, Mass. Addison, Ill. Los Angeles 5, Calif. 
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WHAT’S NEW 





signs fired into the glass for per- 
manence. The Early Bird decanter 
has chickens and roosters, and the 
Nite Owl decanter, owls and snipes. 
Priced at $9.95. Club Aluminum 
Products Co., 1250 Fullerton Ave., 
Chicago 14, IIl. 





curate alignment and exact hang- 
ing of any door up to 7 ft. high. 





It is adjustable for 2% to 5% in. 
hinges, and settings are made di- 
rectly from measurement tables on 
the templet itself. Frame is ex- 
truded Duralumin and the templet 
of stiff steel tubing. Designed for 
use with Porter - Cable’s Guild 
Router and adaptable for use with 


other makes of routers. 
$34.50. Porter-Cable Machine Co., 
Syracuse 8, N. Y. 


Coffee Making Set 


This new decorated glass vacuum 
coffee making set, ClubArt Craft, 
has two lower bowls and one upper 











i 


bowl, filter rod and decanter cover. 
The lower bowls have colorful de- 





Price: 


Roast Lifter 


This steel device. equipped with 
a tremendous gripping power, en- 





ables a woman to lift and turn a 
heavy roast or turkey with one 
hand. Prevents messy fingers, drop- 
ping roast, and makes roasting 
easier. Dudley Kebow, Inc., 5941 
Avalon Blvd., Los Angeles 3, Calif. 





PROFIT-MAKERS 


Because of today’s high break-even point it pays to push items that give 
extra margin, quick turnover. These new Modglin housewares necessities 
give you both and are backed by powerful advertising in The American 
Weekly and leading newspapers from 


Makers...every one of them! 


q MODGLIN Perma-Scrub 
Leader of the Modglin Line 


é Revolutionary new pot and pan 
bee 4 scrubber. Removes grease, burned 
544 food in a jiffy. Keeps hands out 
of dishwater. Available in many 
lovely colors. Pays wide profit 
margin. 








MODGLIN Whisk-off 


Picks up dirt with ‘‘Magnetic 
Pick-up’: Replaces old-fosh- 
ioned whiskbrooms. Comes in 
many beautiful colors. Cus- 
tomers want it the minute 
they see it. It sells itself! 
Pays extra wide profit margin. 


MODGLIN Combs and Brushes 
finest materials. All 


ie mae & 


cluding fashionable new pastel shades introduced 
by Modglin. Pay wide =— ai 
profit margins. biter init Toon a) 


bere 
Sey? 





\ 





Beautifully designed, 
expertly made of 






me 











Coast to Coast. They are Profit- 


MODGLIN Perma-broom 


Completely new kind ot’ 
broom. The magnetic action 
of the ‘‘Electrene’’ bristles 
picks up dirt as you sweep. 
Comes in gay kitchen colors. 
Lightweight, washable and durable. 
Pays extra wide profit margin. 





MODGLIN Perma-broomette 
and Dust-ette 


Child-size toy Perma-broom 
‘just like Mother's’ 
Dust-ette is a beau- 
tiful small plastic 
dust pan. Both 
available in many 
colors. 4 
wide profit margin. 





CIGARETTE CASES 


Beautifully designed cases for all 
standard cigarette packs ond for 
**king size’. Come in gay colors. 
Smokers buy it on sight. Pay extra 
wide profit margins. 


ee Oe I tf ag OF, Cte MRE SPEEA 
‘ GR RS ES Oe ME eS 7 
5 me See: iyi, |; wits? ae? tee be ey 







which make pr 





















Y ofits ang f. | 
Wri not just s 4 
rite us for details d wap dollars, | 
a new way to make nd wel] show you | 
and “ More m | 
faster, oney, easier ae] 
| 
TOOTHBRUSH CASE 44 
Comes in wide assortment of gay colors. Be 
Ventilated to permit drying of brush. ee 
Mokes all other toothbrush cases obso- nS 
lete. Pays extra wide profit margin. 
UTILITY SOAP BOX a 
Available in many beautiful col- Ba, 
ors. Holds any standard bar of Fas 
toilet soop. Useful in every home aed 
and a necessity for every traveler. el 
Pays extra wide profit margin. 3 
& 


ee 


MODGLIN Pick-ette 


Newest and finest toothpick of <y 

\ flexible plastic. Approximately g Pa 

“Ege, 72 picks to the box...Assorted 

~ ~~ colors. Outmodes wooden picks. ie 
Pays wide profit margin. 


MOoDGtLIN 
HOUSEWARES @ NECESSITIES ] 

Write for details today! 
MODGLIN CO.,INC., LOS ANGELES 65, CALIF. |” : 


NEW YORK 1 CHICAGO 9 t 
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Chamois-Like Fabric 


This new, tough, non-woven fab- 
ric, treated with Latex, looks and 
feels like regular chamois and is 





lint-free and long-lasting. Called 
Mirasham, it can be used where 
chamois might be damaged, and is 
not affected by cleaning compounds, 
gasoline, alcohol, grease, oil, naph- 
tha, benzine, wax, boiling water, 
etc. Ideal for washing or wiping, 
and it will not shrink or harden. 
Dealer aids and displays are avail- 
able. Betterby Inc., 230 Fifth Ave., 
New York 1, N. Y. 





Electric Mower 


Model KE25 electric reel-type 
mower is the newest in the Rober- 
ton line. It is made of a special 
lightweight steel frame, has an 18- 
in. reel and the motor is 1% hp. Re- 
tail: $79.50. Also added to the 
Roberton line are the KG51 gas 
power reel type, and the PR16 ro- 


— ~- 


Pe 





tary type. Roberton Division, King 
Pneumatic Tool Co., 2717 N. Ash- 
land Ave., Chicago, IIl. 


Sport Seat 


This All-American Sport Seat is 
sturdy and comfortable, built to at- 
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DEALER’S COST 


$1800 


PER DOZEN PAIR 


RUBBER 


ae 


wy 
SUGGESTED 
SELLING PRICE . 


$3Q00 fi 
PER DOZEN PAIR 
ASK YOUR JOBBER 


(lf he cannot supply you, write direct) 






= 


Display "em on your counter 


and they’ll sell themselves 


Made by JUDSEN RUBBER WORKS, Inc., Chicago 24, Illinois 
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Klean-Strip 
Removers 


For Every Purpose 


KLEAN-STRIP 


The amazing, new non-inflam- 
mable paint stripper that has 
revolutionized the paint re- 
mover business. Safe to use 
anywhere, 
any surface. Works fast, needs 
no after-wash or neutralizer. 
Saves labor and materials. 


STRIP-X 


Economical, flammable-type 
remover. Contains no benzol. 
coats with 
one application. Requires no 
neutralizing or after-wash. 
Strip-X works equally well on 
any finish and any surface. 


HEAVY-BODIED 


A flush-type remover, heavy 
in body, to stick to any ver- 
tical or overhead surface. 
Won’t drip in workman’s eyes, 
down his arms or on floor. Re- 
quires no after-wash. Non-in- 
flammable. Works on any 
finish. 


METAL TREAT 


Makes paint stick to any metal! 
Insures good adhesion of primer 
including galva- 
nized and aluminum. Protects 
unpainted metal Re- 
moves rust! Very economical to 
12 ounces make 1 gallon. 


Peels Off Paint 


Removes several 


to new metal, 
surfaces. 


use: 


Nationally Advertised 
Sold through leading 
wholesale jobbers. 


MAIL FOR LITERATURE 
AND PRICES 


Name__— 
Pirm____ 


Address ee 





City & State_ 


W. M. BARR & CO. 


2342 S$. Lauderdale, Memphis, Tenn. 
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WHAT’S NEW 


tach easily and securely to any 
board, bleacher, bench or boat. 
Seat and back are padded with cot- 
ton felt and covered with weather- 











| 





proof plastic material. Spring 
clamps prevent seat from slipping 
backward. Seat is easily folded and 
a locking feature makes it a com- 
pact carrying unit. Available 12 to 
a carton, in assorted colors, F.O.B. 
Canton. H. S. Freed & Co., 11 Sev- 
enth St., S. E., Canton 2, Ohio. 


Electric Mower 


An addition to the Savage line of 
lawn mowers is this Dyna Chief 
Electric, Model 70, with a 1/3 h.p. 
motor and an 18-in. cutting width. 
It runs on 110 volt, AC, and 100 ft. 
of electric cord are furnished with 
the mower. Plugging in the cord 
starts the motor, and reel and 





wheels revolve when the finger-tip 
clutch control is pressed. Other fea- 
tures include covered chain drive, 
and hardened and tempered cutting 
blades. Savage Arms Corp., Lawn 
Mower Div., Chicopee Falls, Mass. 











oy 
CUTLERY 


GIFT PACKAGED AND 
PRICED TO BRING YOU 
MORE SALES... 


"Master" Matching Steak Sets 


The most strikingly beautiful sets on the 
market! Hammer forged — Stainless Steel 
blades — taper ground — mirror finished 

- + gleaming Beautywood handles that 
keep their brilliant new appearance indefi- 
nitely. Handsomely packaged in simulated 
leather gift box. 


Ps4330M—Combination ."% Set $19.95 
list. Others from $6.95 | 


CARVING SETS 


A complete range of styles and prices— 
Your customers are sure to want them to 
use themselves or choose for others. 


No. 37s43M — Carving Set — Hammer 
iwose — Stainless Steel — mirror fin- 

hed lined cory heats 00 
list. Others from $12.00 list 


OTHER LAMSON SETS 

Other Lamson Cutlery Sets include Kit- 
chen Sets, Cleaver Sets, Table Cutlery Sets, 
Bar B © Sets and Fruit Sets as well as in- 
dividual pieces for every kitchen need. 


Sets from $2.95 list. 


When you sell LAMSON you sell 
"A Product You Can Trust'' 


Send for illustrated literature! 


LAMSON & GOODNOW MFG. CO. 


41 Conway Street 
Shelburne Falls, Massachusetts 
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New Clocks 


Six alarm clocks, two kitchen 
clocks and a moderately priced oc- 
casional clock have been added to 
the General Electric line. The 
alarm models include: Tweed, re- 
tailing at $9.95, finished in gold 
color with matching hands and 
numerals against a tan dial; Drum- 
mer, $7.95, with a ribbed dial face 
and top molded in one piece and set 
in a modern plastic case; Morning 
Star, $7.95, an ivory-plastic model 
with a jewel light on the dial that 
lights when the alarm knob is 
pulled out; and Beau, $6.95, with a 
wood - grain dial and luminous 
numerals and-hand under a shat- 
terproof dial. Appliance & Mer- 
chandise Dept., General Electric, 
Bridgeport 2, Conn. 





Cup and Saucer Stand 
New, 
cup and 


mahogany-colored plastic 
saucer stand displays 





absolute 


with 
The plastic shell has a de- 
pressed circular section for the cup, 
while an irregular shape with a 
slot and an upright backstop hold 


valuable _ pieces 


safety. 


the saucer. Sold in pairs, one unit 
displays the cup on the left with the 
saucer slightly back, and the other 
displays the cup on the right with 
the saucer slightly back. Retail: 
$1.25 per pair. Roberts Colonial 
House, 217 W. 111 St., Chicago, Il. 


Weedless Hula Fly 

This new Weedless Hula Fly is 
for use with any fly rod spinner or 
weighted spinner combination from 
spinning rod to heavy bait casting. 
A flopping weed guard falls for- 
ward when fish strike, but protects 
the fly against snagging in weeds. 
The 1/0 hook is molded in the 
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“BILLINGS” Wrenches top all competition 
as the brand name most frequently requested . . 


by your customers... 
wrench field! 


in the fixed opening 


BILLINGS great public preference is proved in a 
national Continuing Survey conducted by POPULAR 
MECHANICS magazine, among hardware retailers 


from coast to coast. 























THE aie & SPENCER CO. : 


Specialists i 


in Drop Forgings 


SALES - PROFITS - REPEATS 


BILLINGS 
= TIE, 






















( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 


PUMA LITE | SELLS BETTER because 








STICKS AND STAYS Pr 


it WORKS BETTER. 
oO a 










LOCK HARD Xu 






Most dealers report: 
“Our sajes of Dur- \Au-apounn ais 
ham’s Rock - Hard Pan CHA ee 






Water Putty keep 
doubling, year after 
ear.” What's more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many _—— materials may shrink 
fall out or chip off. Durham’s Rock-Har 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, — or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 26, 50, 100-Ib. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 







































“THE ECONOMY MOWER” 


Engineered en- 
tirely for POWER 
mowing, with 
BLAIR’s 70 years 
of experience be- 
hind it. 

1.1 HP Briggs & 
Stratton engine, 
\ 18” cutting width. 
\ An economy 
\ mower for your 
customers — 
a profitable 
one for 



















LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 


SPRINGFIELD 7, MASSACHUSETTS 
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plastic head. Available in red, 
black, yellow and green heads, with 
assorted colorful hula skirts. Re- 








50¢. 
Inc., 313 W. North St., Akron, Ohio. 


tail: Fred Arbogast & Co., 





Chalkboard Paint 


With this new Rite-On-Green 
paint, any surface can be made into 
| a slate-like writing surface. The 

non-glaring green paint can be ap- 

plied by brusheor spray, takes eras- 

ing well with an ordinary chalk 

eraser, or will wash clean, without 
| injuring the finish. Priced at $2.10 
per qt. Sapolin Paints Inc., 229 E. 
42 St., New York, N. Y. 


| Silent Butler 
This plastic Silent Butler has a 
large inside tray of plated alumi- 
num for easy cleanjng and positive 
protection against lighted cigarette 
| stubs. The lid is held in place by 
spring hinges when not in use. 
Comes in metallic copper, silver and 
green. Suggested list price: $2.50. 
Mutual Plastic Mold, 4719 Firestone 
Blvd., South Gate, Calif. 








New Micrometer 


This new micrometer, designed 
especially for measuring crank- 
shafts, has a 3-in. frame with a 
range from 1% to 2% in. in thou- 
sandths. The reading point is plain- 
ly visible while measuring, and the 
thimble is stamped with convenient 












fs 





decimal equivalents. Frame is fin- 
ished in black enamel, and the 
rust-resistant satin chrome finish 
on sleeve and thimble make mark- 
ings stand out clearly. The L. S. 
Starrett Co., Athol, Mass. 





Mouse Killer 


New mouse killer, containing 
warfarin, is called Rough and 
Ready Mouse-Mix. It comes in a 
match-book type container with 
easy to follow directions illustrated 
on the inside cover. It is mixed 
with food and left for the mouse. 





Suggested retail: 29¢ J. T. Eaton 
& Co., Ine., 1106 Lakeview Rd 
Cleveland 8, Ohio. 





Circular Saw Tool 


This new tool for setting and fil- 
ing the teeth of circular saw blades, 
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SELL 
an CAMPBELL- HAUSFELD | “ 
Sm SPRAY PAINTING OUTFITS TEL-O-POST 



















a oy : - 
“a PORTABLE AIR COMPRESSORS § ithe only post with 
= the patented 


‘E 
} 


safety locking pin 
a 





Order now from 
your jobber. Dis- 
play them and talk 
— them up in your 
Paint Department! 


AFETY is a feature everybody 
needs. And TEL-Q-POST 


is fin- 

d the has a safety locking pin... it’s 
hen patented! 

L. S. This pin permits major adjust- 
ments in overall post length. Final 
adjustments are then made with 

rining the built-in adjustment screw. 
ag TEL-O-POST will support loads 
with up to 11 tons safely. 

trated 

mixed When you sell TEL-O-POST 

10use. 


you sell safety. And safety sells 
itself. 


Use this big counter dis- 
play card, featuring 
TEL-O-POST national 
advertising in Better 
Homes & Gardens. 
Other merchandising 
aids also available at no 
charge when you stock 


TEL-O-POST. 











Write for catalog and price list. 





210 Griswold St. 
WARREN, OHIO 


FOR FULL DETAILS, & 
WRITE... 


Give us the name of your jobber. 


THE CAMPBELL-HAUSFELD CO. 


ee ee ee 











d fil- 
ades, 215 RAILROAD AVENUE HARRISON, OY teenie of Tel-O-Posts, Brite-Lite Areawalls and Steel-Strong Posts 
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With men, who 
appreciate truly 

fine cutting tools, 

the superiority of 
Mann Axes has been 
unquestioned since 
they were first man- 
ufactured . . . back in 
1843. There is a model 
to fit every need—each 
one the finest of its kind. 
Order through your job- 
ber and send for our com- 
plete catalog today. 


| LEWISTOWN, PENNA. 
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called the Sharp-Set, is adjustable 
for blade diameters from 6 to 18 in., 
and accommodates all standard size 
and shape arbors. There is a tool 





steel hammer and anvil at one end, 
matched at 15 deg. to give the saw 
blade the proper set, and the other 
end has a tension bar for filing the 
teeth under proper tension. Clark 
& Sawyer, Inc., 600 Mateo St., Los 
Angeles 21, Calif. 





Glazing Compound 


A universal glazing compound for 
steel, aluminum and wood sash, 
called Penco Dual-Glaze, is said to 
provide superior adhesive qualities 
for wood and metal sash while per- 
mitting more economical applica- 
tion. Designed for the same use as 
putty, Dual-Glaze sets up to a tough, 
rubbery consistency that remains 


nee 


permanently elastic to permit nor- 
mal expansion and contraction with 
temperature extremes. W. 8. Mc- 
Guffie & Co., 3400 Theurer Ct., 
Cleveland 9, Ohio. 





Spice Container Set 


This five-piece, all-spice set 
comes in yellow or red with a white 
trim, and each container holds *%4 
of a cup, or about 4 oz. of spice. 
Canisters are marked hot, spicy, 





tasty, S and P, instead of the actual 
names of the seasonings, so that 
more than one set may be used. 
Containers are sealtight and are 
opened by a flick of a slide. Retail: 
$1.49. Salt and pepper containers 
are also sold separately as a set for 
59¢. Sterling Plastics Co., Union, 
N. J. 





Paint Brush Line 


A new line of master paint 
brushes, called The Crusader, fea- 
tures new Dextron bristles blended 
with natural Chinese hog bristles. 
Brushes containing Dextron are 
said to have flexibility, and paint 
holding and working qualities simi- 
lar to pure hog bristle brushes when 
blended with the natural product. 
Handles are silver and blue. Whit- 
ing-Adams Co., Inc., 690 Harrison 
Ave., Boston 18, Mass. 





Screwstarter 


This new 2% in. size Screw- 
starter is claimed to hold up to 15 








Ibs. pull on the screw. It automati- 
cally releases when the screw is 
driven tight, “and its small size is 
useful for hard-to-get-at screw 
starting jobs. Herbrand Div., The 
Bingham - Herbrand Corp., Fre- 
mont, Ohio. 
(Resume reading on page 13) 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








(Continued from page 13) 


chinery, and many hardware spe- 
cialties. Displays and other mer- 
chandising aids are described, and 
product specifications are given 
with directions and technical data 
relative to proper tool application 
and care. Red Devil Tools, Irving- 
ton 11, N. J. 





Firearms Brochure 


This attractive red and green 
consumer brochure suggests fire- 
arms for Christmas. Illustrated and 
described are nine guns, four-power 
telescopes with internal adjust- 
ments and choice of mounts, and a 
20-power spotting scope and stand. 


} 














Prices and special features are 
given for each. O. F. Mossberg & 
Sons, Inc., 131 St. John St., New 
Haven 5, Conn. 





Shellac Brochure 


The Parks line of quality shellac 
has been covered in a new catalog 
sheet, attractively printed in three 
colors. It emphasizes the quick- 
drying feature of the shellac, and 
shows the orange and green con- 
tainers. Copies are available from: 
The Parks Co., Fall River, Mass. 





Rock Salt Promotion 


Promotions and advertising urge 
customers to carry 10-lb. bags of 
coarse rock salt in their cars dur- 
ing the cold months to avoid getting 
stuck on snow and ice patches. 
Available is a sales poster reading, 
“There’s an easy way out—carry 
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Lach must pass Ng 
Searching SCREEN 7e ots 


No aspirant for Hollywood stardom undergoes more searching 
and exhaustive screen tests than Gold Strand Wire Screening. 

Rigid standards of testing and inspection insure that Gold 
Strand Screening will give long-lasting resistance to corrosion 
and other destructive effects of weather and time. 

Gold Strand Insect Wire Screening® is supplied in Galvanoid, 
Aluminum and Bronze and is manufactured in strict accord- 
ance with U. S. Department of Commerce Standard CS-138-49, 

For additional information write our nearest sales office or 
consult your classified telephone directory. 


THE COLORADO FUEL & IRON CORPORATION — Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION — Oakland, California 


WICKWIRE SPENCER STEEL DIVISION — Atlanta, Boston, Buffalo, Chicago, 
Detroit, New York, Philadelphia 


GOLD STRAND 


(FJ INSECT WIRE SCREENING* 






PRODUCT OF AMERICAN WIRE FABRICS CORPORATION 
SUBSIDIARY OF THE COLORADO FUEL AND IRON CORPORATION 
































3 BIG REASONS WHY 


THERE’S SUCH DEMAND 


FOR GREENLEE CHISELS 













FINE-CUTTING, DURABLE 
EDGES for long-time, 
accurate performance 

on a wide variety 
of work. The blade 
of every GreENLEB 


HANDSOME, TOUGH 
PLASTIC HANDLES 
that withstand the sever- 
est hammering. 
Attractive green 
transparent plastic... 


Chisel is of weather-resistant ... 
special-analysis safe from flash fire. 
high-grade ‘ Special hand-fitting 
pe e expertly design makes it 
formed and extra casy to guide 


and hold blade 
exactly where 
wanted. Just 

the kind of fine tool 
making you can always 
expect from GrEgNLes. 


heat treated... 
highly polished. 
And then carefully 
inspected for top 
quality throughout. 

































ie. 


PLASTIC-SEALED 
FOR PROTECTION 
From factory to your 
customers, this 

heavy protective coating 
shields GREENLEE 
blades . . . protects 
them from shipping 
and handling damage, 
seashore and other 
humid conditions. 
Eliminates costly 
stock mainte- 

nance for you 

... keeps your chisel Jie 
inventory in perfect ie 
shape...brings “ 
full value to the user. 


GREENLEE 


When you sell Greenize, you 







can be sure you're selling top 
quality always. Write today for 
complete information on 
Greener Chisels and these other 





high-quality tools: Auger Bits, 
Expansive Bits, Car Bits, 
Gouges, Draw Knives, Turning 
Tools, Spiral Screw Drivers, 
Automatic Push Drills and many 
more. Ask for 

new Hand Tool Quick 
Reference File. 








‘ 





STOCKED BY LEADING WHOLESALERS 


GREENLEE TOOL CoO., 1810 HERBERT AVENUE, ROCKFORD, ILLINOIS 
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TO HELP YOU SELL 


Sterling Rock Salt in your car,” and 
suggesting a second bag for side- 
walks and driveways. Copies avail- 





STERLING 





able free from: International Salt 
Co., Inc., Scranton 2, Pa. 


Appliance Sales Aids 


A series of easy-to-read, point-of- 
sale displays, ready to be attached 
to refrigerators and freezers, has 
been made available to GE dealers. 
Called Featurettes, the five color- 
ful, plastic sheets are printed on 
both sides, giving the features of 
the 1951 refrigerator and freezer 
models. Will stick to appliances 
without glue or tape, and are wash- 
able for re-use. There are also 
price stickers. Featurette display 
is priced at $2.50. Appliance & 
Merchandise Dept., General Elec- 
tric, Bridgeport 2, Conn. 


Metal Coating 


New labels have been put on bot- 
tles of Tect, the protective coating 





for metal that prevents tarnish, 
rust or corrosion. One side of the 
bottle shows Tect polishing silver- 
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ware, and the label points out that 
it is harmless to food. The other 
side of the new label says that 
Tect is ideal for automobile chrome 
and waterproofs ignition systems. 
Tect Inc., Englewood, N. J. 


Burner Exchange Deal 


Every model 4000 Perfection 
Superfex Oil Furnace purchased 
between now and January 1, 1952, 
will be accompanied by a “Free 
Exchange” guarantee, enabling the 
purchaser to exchange his oil 
burner for a gas burner any time 
up to two years following the date 
of installation. A charge by the 
dealer for removing the oil burner 
and installing the gas burner will 
be the only consumer cost. Perfec- 
tion Stove Co., 7906 Platt Ave., 
Cleveland 4, Ohio. 


Color Selector 


This new and accurate color sys- 
tem, called Over-Awl Color-Ette 





Tinting System, gives 210 colors 
from 18 tinting colors and two bases 
in flat, two in semi-gloss and two in 
gloss. Colors are shown in a mod- 
ern, mobile merchandising unit. The 
tinting colors, packaged in trans- 
parent pliofilm plastic containers, 
are easily mixed with the bases on 
a shaker, and may also be mixed 
with primer and enamel undercoat 
to get the same shade as the finish- 
ing coat. G. J. Liebich Co., 931 N. 
Ogden Ave., Chicago 22, III. 


———— 


Hunting Season Lists 


Lisfings on open seasons for trap- 
ping and ducks and geese by flyways 
for 1951-1952 are now available. 
Dates are given for trapping musk- 
rat, mink, skunk, raccoon and fox 
in each state, compiled from in- 
formation furnished by state con- 
servation departments. Dates are 
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Hitch your business to 


STAR BRITE 


THE SHINING CABINET HARDWARE 

LINE THAT GIVES YOU EVERYTHING " 
*& STARRED for quality. design and precision ". 

SOLD THROUGH 


WHOLESALERS 
ONLY 






















2215 
ORNAMENTAL HINGE 
For flush doors 
Oven sizes: 







“STAR-BRITE" 
Chrome, nickel 
and brass 
Complete 
with screws 































































#285 Mee Ml 2275 

CHAIN DOOR FASTENER WAL 1. SCREEN HANGER 

Wrought steel; non-welded chain AA Wrought Steel 
Size of plate: 4° x 1%" Usa V0 Size: Eye plate, 
“STAR-BRITE" 2" x 1%" 

Nickel Hook plate, 

and brass 1%" x %" 

\ “STAR-BRITE” 

a Cadmium plate 

screws Complete 














with screws 



































#216 



















SASH LOCK SEMI-CONCEALED HINGE 
Credit Seat Raised knuckle 
1%" x 21/ " %" offset 
“STAR-BRITE” “STAR-BRITE"’ 
Chrome, nickel Chrome, nickel! 
and brass and brass 
Complete Complete 


with screws 






with screws 
































pases #200 
pay SUBFACE DORI CUPBOARD TURN 
s= 3 to 16" Wrought Steel 

Bar size: %" Overall! size: 
*STAR-BRITE" at ee 
Nickel “STAR-BRITE" 

and brass Chrome, nickel 
Complete and brass 
with Complete 















screws with screws 










#217 STORM SASH HANGER 













— : 7 Pr ite y= % doz. to carton a 
CT.) ate: I'/4,"' x 15%" Eye Plate: 1'4" x 214" NCAY 

“STAR-BRITE” Cadmium Plate me wines 

Complete with screws Chrome 






3 sizes: 1'/2''-1%"'-214"" 
| Dozen to Box 
withScrews 

36 Doz. to Carton 














L PRODUCTS Co. 


t, Brooklyn VA ee 


STAR META 


370 Butler Stree 


















work and tight places. 


Pot or a Vulcan Electric Glue Pot. 





“ VULCAN - 


ELECTRIC SOLDERING TOOLS 


Den't Overlook the Home Craftsman 


His kit isn't complete without one or more Vulcan Electric Solder- 
ing Tools. For most, the ideal will be the Vulcan Mercury. 


It comes in three sizes, is efficient and low-priced, and does a 
splendid job for the man who uses a soldering iron intermittently. 

It's so soundly built that it will last the home craftsman for years 
and will give you practically ne service problem. 

Or, if the craftsman is making his own radio set or doing other 
delicate work, sell him a Vulcan Pygmy, an ideal soldering tool for fine 


i a ETERS re, 


Some of your customers, too, would like a Vulcan Electric Solder 


VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 


Maker of Vulcan Electric Soldering Tools, Solder Pots, Glue Pots, 
Branding Irons and a wide variety of Heating Elements for assembly 
into manufacturers’ own products. 








ff 




















DECTO-STICK 


FURNITURE REPAIR KIT 


An ingeniously compounded stick that 
Fills and Colors NICKS, DENTS and 
GOUGES in natural-finished or stained 
woodwork, furniture, 
leather and plastics. 
EASILY APPLIED 
CAN BE BLENDED / 
NO HEAT 
TAKES ANY FINISH ’ 
NO DRYING TIME REQUIRED 
LASTS -AS LONG AS THE WOOD 
WILL NOT BLEED OR SHRINK 
Display card holds 12 cellophane bags, retailing 
at 25 cents. Each bag contains a complete kit of 
4 Decto-Sticks (dark mahogany, light mahogany, 
walnut and maple) a scraper and instructions. 


SOLD THROUGH JOBBERS 
Decto Products Co 
SALEM 6 MASS 


Makers also of Decto Run-Smooth, a light colored 
all-purpose Lubricating Stick 


radios 














| long, chain 
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SELL“=3 QUALITY 
THE WARNER LINE 


No. 704-Hog 
feeder 4 ft. 


agitators also 
in 6 feet and 
2 feet lengths 






| 
No. 724-Hog trough 20 ; | 
ga., 2 ft. long rolled edges 







No. W-89-Electric stock tank 
heater, entirely automatic 


No. P-17-All purpose pan, 
all one piece, 3 gal. capacity | 
| 


Also complete line of poultry equipment. 


Write for new catalog 






) se 
Poultry~Farm 
Equipment 
WARNER BROODER & APPLIANCE CORP. 


North Manchester, Indiana | 
FACTORY, SALES AND SERVICE | 
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also given for Atlantic, Mississippi, 
Pacific and Central Flyaway states, 
as well as daily bag limits and pos- 
session limits of ducks, geese and 
coot, with information from Fish 
and Wildlife Service. Copies are 


| available from: Animal Trap Co. 


of America, Lititz, Pa. 





Polish Kit 


This new Boyle-Midway com- 
bination Beauty Kit features Old 
English Scratch Cover Polish and 
Woodbrite Silicone Furniture Pol- 
ish. Old English repairs nicks and 
scratches, while Woodbrite gives 
furniture a rich lustre. Kit is 
priced at 89¢. Boyle-Midway, Inc., 
22 E. 40th St., New York 17, N. Y 





Lubricant Container 


Lub-a-Spray, the air-floated 
graphitoid lubricant, is now avail- 
able in a shop-size container. The 
new package is hand sized and flex- 
ible, so that a squeeze produces a 
puff of Lub-a-Spray, in the same 





manner as the Lub-a-Spray puffer 
gun. Half-pound and one-pound 
bulk packages are also available. 
Panef Mfg. Co., Milwaukee 1, Wis. 


Mahogany Paneling Pack 


Offered for an October and No- 
vember special is a handy install-it- 


| yourself package of pre-finished 
Philippine mahogany paneling 
Plankweld together with “invis- 


| ible” steel clips for easy iastalla- 
| tion. There are 10 panels, enough 


for the average living room wall, 
cut in lengths to fit most ceiling 
heights and grooved to fit into each 
other for a continuous wall. Pack- 
age cost is $49.50. Also available, 
slightly higher, in this packaging, 
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is oak, knotty pine and birch. 
United States Plywood Corp., 55 
W. 44th St., New York 18, N. Y. 





Linseed Oil Booklet 

“101 Ideas for Sportsmen” is the 
name of this handy new Pol-mer-ik 
Linseed Oil booklet, now being of- 





fered free. It contains many useful 
hints on how to use Pol-mer-ik for 
the care and protection of practi- 
cally all types of sports equipment. 
Archer-Daniels-Midland Co., 600 
Roanoke Bldg., Minneapolis, Minn. 





Colored Exterior Finish 


This low lustre exterior finish is 
available in eight new colors, black 
and white, and features one-coat 
coverage. It is ideal for all type ex- 
terior surfaces, including wood, 
metal, concrete, stucco, brick, 
shingles, shakes, roofing, gutters, 
etc. Paint is alkali and mildew re- 
sistant, gives a uniform finish, and 
covers 450 to 500 sq. ft. per gal. 
Color chart and full information 
may be obtained from: Armstrong 
Paint & Varnish Works, 1318-1500 
S. Kilbourn Ave., Chicago 23, IIl. 





Tweco Catalog 


The new, 12-page, No. 8 Tweco 
catalog illustrates and describes the 
complete line of Tweco electrode 
holders, ground clamps, cable con- 
nectors, terminal connectors, cable 
splicers, etc., and the new Lug-Set 
block and punch for attaching 
solder type lugs to cables without 
solder. There is information about 
the care and maintenance of elec- 
tric welding and connections. 
Mailed free to those using the elec- 
tric welding process. Tweco Prod- 
ucts Co., P. O. Box 666, Wichita 1, 
Kan. 

(Resume reading on page 14) 
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Model 187 Magnifying Lens 


ee Model 134 Airplane Dial 





Health-o-Meter Veo Sieled 


Sales records prove it—the out- 
standing name in bath scales 
is Health-o-Meter! Yes, ever 
since 1919, when Health-o-Meter 
introduced the first bath scale, 
more and more shoppers all over 
the country have chosen this 
famous name as their assurance of 
accuracy and dependability. And 
the wide use of Health-o-Meter 
Bath Scales by the medical profes- 
sion, schools, institutions and the 
armed forces is further proof of 


Health-o-Meter leadership. 


Popularity and acceptance of 
that kind can mean profitable busi- 
ness for you too. So why not start 
right now and let the three top- 
selling Health-o-Meter Bath Scales 
make extra sales and profits for 
you? You can’t miss with the bath 
scale line which offers a ready mar- 
ket built up by more than 30 years 
of consumer acceptance. Ask your 
jobber for details. 


* Watch for Health-o-Meter ads 
in ladies’ Home Journal and 
Better Homes and Gardens. 











CONTINENTAL SCALE CORPORATION © 5701 S. Claremont Avenue © Chicage 36, Iineis 
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News and Interpretations of Government Orders 


Revision of Capehart 
Amendment Will Bring 
Cost Absorption 


Cost absorption is again looming 
on the horizon, now that chances 
for House approval of a revision 
of the Capehart Amendment ap- 
pear to be good. Industry apathy 
toward revision of the amendment 
is blamed by some sources for Sen- 
ate approval of the change, and the 
same attitude is likely to pass this 
action in the House. 

If the revision passes, OPS will 
have wide latitude in writing price 
control measures, and will be 
allowed to recognize or deny cost 
increases. The Capehart amend- 
ment made such recognition man- 
datory. All of this presages issu- 
ance of industry-wide price orders 
by OPS. 

Meanwhile, there are indications 
within OPS that dollar-and-cents 
ceilings for consumer goods are 
still an action for the far future. 
The failure of the agency to estab- 
lish a single pricing order for pro- 
ducers—they still have the option 
of pricing under the GCPR or 
CPR 22—makes it difficult to select 
representative prices on which to 
base such ceilings. Another ob- 
stacle is the uncertainty about 
Congressional action on proposed 
price control law changes. 


NPA Revokes 12 
Superseded Orders 


NPA has formally wiped a dozen 
orders off its books which have 
already been superseded by new 
regulations. The revoked orders 
are: 

M-12 (copper and copper al- 
loys) and Directions 1 and 2 to 
M-12. These controls are now em- 
bodied in M-47B (use of steel, 
copper, and aluminum), M-4 (con- 
struction), M-74 (building mate- 
rials), CMP Regulation 5 (MRO), 
and CMP Regulation 2 (inventory 
restrictions). 

M-3 (columbium and tantalum- 
bearing steel), M-10 (cobalt), 
M-14 (nickel), M-30 (tungsten), 
M-33 (molybdenum), M-49 (co- 
lumbium and tantalum), and M-52 
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(molybdenum-bearing steels). 
These orders have been super- 
seded by either M-80 or M-81. 
M-55A (farm equipment), M-60 
(tools), and Direction 1 to each of 
the order. 


OPS Names Heilman to 
Durable Goods Post 


Ernest W. Heilman has been 
named acting director of the OPS 
Consumer Durable Goods Division. 
He was appointed consultant to 
the Division in February and has 
served on an intermittent basis 
since then. For a time he filled the 
post of acting assistant director. 
His present appointment is an 
interim one until a director is 
named for the division. 

Mr. Heilman has been asso- 
ciated with A. G. Spaulding & 
Bros. over a period of years and is 
presently manager of their Wash- 
ington office. He served five years 
with OPS as price executive in 
the Housewares and Accessories 
Branch. 


NPA May Cut Back 
Light Power Tools 


At a recent meeting of the 
Light Power Driven Tool Industry 
Advisory Committee with officials 
of NPA, the industry was advised 
that. the agency is considering a 
limitation order on the industry’s 
output, to cut back production of 
so-called “hobby tools.” The ac- 
tion would be taken to divert ma- 
terials and productive efforts to 
industrial type tools. 

Committee members said they 
were prepared to accept their 
share of cut-backs, but felt very 
strongly that the light power tool 
industry should not be cut more, 
percentage-wise, than consumer 
durable items or automobile pas- 
senger cars. 

Committee members who at- 
tended the meeting are: Edward 
H. Marsland, Atlas Press Co., 
Kalamazoo, Mich.; M. H. Buehrer, 
Boice-Crane Co., Toledo, Ohio; A. 
Neil Gustine, Central Specialty 

(Continued on page 204) 


Builders’ Hardware Men Want Temporary Price 
Lids Based on Industry Cost Increase Factor 


The Builders’ Hardware Indus- 
try Advisory Committee at a recent 
meeting with OPS to discuss a tail- 
ored regulation for the industry 
recommended that a temporary in- 
terim regulation be issued pro- 
viding for an industry-wide cost 
increase factor. Most of the items 
produced by the industry are cov- 
ered by the general manufacturers’ 
ceiling price regulation (CPR 22), 
but generally speaking the indus- 
try is pricing under the General 
Ceiling Price Regulation (GCPR) 
pending mandatory application of 
CPR 22. 

It was suggested by the industry 
committee that three separate cost 
increase factors be provided to be 
applied to three segments of the 
industry. The three segments sug- 
gested were: builders’ hardware; 
butts and hinges; and door hang- 
ers, track and hardware. 

OPS officials told the committee 
that an analysis of price adjust- 
ment information submitted to the 


agency based on OPS Public Form 
No. 8 data indicated the following 
factors. 

Information from 21 out of 29 
companies was analyzable and cov- 
ered all categories of the builders’ 
hardware industry, but only a few 
firms presented their data by 
category. 

The total 1950 net sales of the 21 
companies was $129,418,000. This 
figure represents a substantial per- 
centage of total sales for the whole 
industry. Ten companies had 1950 
net sales of less than $2,000,000, 
and 11 companies reported 1950 
net sales of more than $2,000,000. 
The small companies net sales 
totaled $9,469,000 and the large 
companies accounted for $119,948,- 
434 in net sales. 

The price adjustment factor of 
each company was weighted by the 
1950 sales of each firm and an 
average price adjustment factor of 
103.64 was developed. 


Price adjustment factors were 
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MODEL FSR 


NOW, more THAN EVER - - 
THE GREATEST HOME CALKER VALUE 


UNIVERSAL CARTRIDGE HOLDER — New Design provides greater support — permits 


use of Fibre or Metal spouted cartridges. 





PATENTED CARTRIDGE BAIL — locks cartridge in place, making a safe, rigid caulking unit. 


HIGH LEVERAGE TRIGGER — Gives o smooth easily controlled flow of éompound. 


CONTOUR HAND-FITTED GRIP — New ease in caulking with larger, more comfortable 
handle. 


POSITIVE RATCHET DRIVE — Proven 2-dog action and quick release rod guarantee 


trouble-free service. 
PACKED six or 12 to the case. 


e 
ital, introduced this Calker with the already famous spouted cartridge in 1947 and 
it has consistently outsold all calker combinations because it’s built honestly to deliver 
and get results — brings the user back many times for more cartridges. 


Specify your caulk in Vital Made Cartridges to guarantee perfect fit. 





We manufacture all caulk equipment excep? compound. 


PRODUCTS MANUFACTURING CO. 
CLEVELAND 4, OHIO 
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YOU SHOULD STOCK 
CHICAGO “Safety Plus” Screw Products 


@CAP AND SET SCREWS 
@ SOCKET SCREWS 
© TAPER PINS e NUTS © STUDS 
@ They’re Quality Made to be Trouble Free 


@ They're better packaged for easier stock 
room service 

@ They’re a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture 


Ask for CHICAGO and get "Safety Plus” from 
your HARDWARE DISTRIBUTOR today. 


CHICAGO SCREW COMPANY 


2509Washington Blvd. * Bellwood, Ill 


EMBURY 


The Lantern with the 
Automatic Standing Bail 


always 
upright, ready to grasp. 


Wréle.: EMBURY MANUFACTURING CO 
WARSAW NEW A 


YORK U $ 


_— —- 
EMBURY 


EMBUR 


LANTERNS & TORCHES 






also developed for the 10 small and 


| 11 large companies, and these are 
| 104.068 and 103.607 respectively. 


There was a considerable spread 
in the ratios of individual firms. 
The range for these companies 
varied from a low of 99.3 to a high 
of 108.5. One firm listed both these 
extreme factors for each of two 
categories. If this firm is elimi- 
nated from the sample, the price 
adjustment factor will range from 


| 100.00 to 107.46. 


It was pointed out that the 
above figures are in contrast to a 
weighted price adjustment ratio of 
104.57 determined from data sub- 
mitted to an outside source by 8 
companies which had 1950 net sales 
of $69,010,000. 

Committee members discussed 
the price adjustment ratio of 
104.57 developed by the outside 
source and expressed the feeling 
that this figure would probably 
more truly reflect the industry 
wide cost increase factor than the 
figures developed by OPS. 


Brush Makers Ask to 





| Pass on Cost Rises 


Members of the Maintenance 


| Brush Manufacturers Industry Ad- 








| the entire 


visory Committee at a meeting 
with OPS recommended issuance 
of a regulation which will permit 
them to pass on increases in cost 
of raw materials, 90 pet of which 
are imported, to the ultimate con- 
sumers. Increased labor costs would 
also be taken into consideration, 
as would a selected base period, 
and a uniform method for reach- 
ing costs. 

The brush manufacturers said 
that prices of their basic raw ma- 
terials have increased from be- 
tween 25 to 100 pct in recent years. 
The industry has operated normally 
on a small margin of profit and 
is highly competitive. Even though 
CPR 22 provided a measure of re- 
lief, they said, brush makers have 
not generally increased prices. 

Industry members suggested that 
a regulation be issued which might 
include the following: An escalator 
clause to cover cost increases to 
assure their normal profits; that 
CPR 31, the import regulation, be 
tied into CPR 22 to cover price 
increases; that provision be made 
for periodic price adjustments; 
that a single pricing formula for 
industry be adopted: 
that a new cut-off date be estab- 
lished; certain specialty brushes 
be exempted from price control. 
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In-Line Pricing Under 
CPR-7 Broadened 


A further extension of automatic 
in-line pricing at retail for several] 
consumer goods, including house- 
wares, electrical appliances, sport- 
ing goods, radios, and some other 
items, has been permitted by OPS 
in Amendment 10 to CPR-7, Addi- 
tions to Appendices, C, D and F. 

The changes apply to retailers 
handling new categories of speci- 
fied articles not included on their 
pricing charts. In-line pricing per- 
mits those retailers to apply 
markups derived from comparable 
categories already listed on their 
pricing charts. 

An example of in-line pricing 
under the new amendment is: A 
retailer whose pricing chart in- 
cludes small electrical appliances 
such as electric toasters adds port- 
able radios to his line of mer- 
chandise. He may establish his 
ceiling price by referring to the 
listing of comparable categories in 
the appendices of CPR-7 for a 
markup. He need not use the more 
complicated pricing method under 
Sec. 39 of the regulation applying 
generally to new sellers. 

This extension of in-line pricing 
is effected by expanding use of Ap- 
pendices C, D and F to CPR-7 to 
give additional categories (general- 
ly numbers 860 through 1070). 
These categories were previously 
added to Appendix B by Amend- 
ments 2 and 8 to CPR-7. 


More Metal Cuts for 
Vacuum Cleaners 


The Vacuum Cleaner Industry 
Advisory Committee was recently 
advised by the NPA that the in- 
dustry could expect further reduc- 
tions in allotments of copper, alu- 
minum and stainless steel for use 
in the first quarter of 1952. 

Because of the critical shortage 
of these materials, NPA said it 
is also considering conservation 
measures to assure most effective 
use of available supplies. Those 





civilian items consuming large 
quantities of copper probably will 
be the first affected by such ac- 


tion, NPA added. Several indus- 
try members recommended that 
NPA eliminate the use of copper 
in all products where substitution 
is possible. They stressed, how- 
ever, that copper, because of its 
electrical conductivity, is essen- 
tial to their industry. 
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GILBERT PLASTICS @ GILBERT PLASTICS © GILBE,, 


.-. for 
1,001 USES 


Mechanics, hobbyists, sportsmen, fishermen, home 
repairmen ... all of your customers need this handy 
all-purpose box. Ideal multi-compartment box for 
keeping numerous small items neatly stored . 
easily identifiable. The GILBERT UTILITY BOX 
is made of top quality, clear, lightweight transpa- 
rent plastic fitted with sturdy, hinged cover. Avail- 
able in 3 sizes with a choice of 3 compartment 
designs for each size. 


PLASTIC BAIT BOX 


Just what fishermen have always 
wanted. Lightweight, rust-proof and 
odorless bait box molded of sturdy, 
durable plastic. No sharp edges to 
cut fingers. No protruding hinges to snag clothing 
or foul lines. Concealed spring, snap lock cover. 
Fits on any belt . . . curves snugly and securely 
at waist. 

Don’t let these quick- selling, highly profitable ne- 
cessities get away! Hook on to them today! Send 
in your order now! 





Plastic boxes made to 
your specifications. 


* 
G | L B E i T PLASTICS CORP. @ HILLSIDE, n.> 








TO ANYPOWER PROBLEM! 


Over 50 yeors experience in building better engines has 
given Lauson the answers to countless design and power 
problems. Lauson’s unique cooling, for example, forces air 
over both valves at once for higher efficiency — cooler oper- 
ation... one of the many features that make Lauvson the 
leader in small engine de- 
sign. Find ovt about Lav- 
son today — users of 
power equipment the na- 
tion over recognize Lauson 
as the finest name in de- 
pendable power! 






OUTBOARD MOTORS 


SJAUSON | 


PORTABLE ==, ENGINES 
‘a) 






THE LAUSON COMPANY, wew wousteIn, wis. U.S.A, 


bey of Hart-Carter Co. 
In Canada fart Emenee Ge, Lid., Winnipeg. 
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Can’t beat JENKINS 
GOLD SEAL TAPE 


for 


fast! 


turnover 
i] 


Features like _ <i 
these mean volume sales! 


GUARANTEED FOOTAGE— full measure 
in every roll. 

NO WASTE— Gold Seal Friction Tape tears 
evenly, does not ravel, conforms closely to 
uneven surfaces. 

HIGH DIELECTRIC STRENGTH— less foot- 
age is needed per job with Gold Seal. One 
thickness insulates. 

LASTING “TACK” — adhesive compound is 
prepared under laboratory control; Gold Seal 
sticks to the job under severe conditions of 
cold and moisture. 

EASY HANDLING — does not peel, dry out 
or smear the hands in hottest weather. 
CELLOPHANE-WRAPPED — keeps Gold 
Seal Tape factory-fresh until ready to use. 


PACKAGED FOR 
EVERY NEED— 
In single rolls and 
handy 10-roll con- 
tainers, it's the best 
buy in tapes. 
Jenkins Bros. (Rub- 
48 ber Division), 100 
Park Ave., New 
York 17, New York, 


FRICTION . .. RUBBER 


MADE BY JENKINS BROS... . 
MAKERS OF FAMOUS JENKINS VALVES 





Power Tool Cut-Back 


(Continued from page 200) 


Co., Ypsilanti, Mich.; Herbert H. 
Upton, Double “A” Products Co., 
Manchester, Mich.; C. E. Brady, 
Duro Metal Products Co., Chi- 
cago; Joseph N. Noll, Famco Ma- 
chine Co., Racine, Wis.; L. H. 
Russell, Walker-Turner Div., 
Kearney & Trecker Co., Plainfield, 
N. J.; George Hines, Magna Engi- 
neering Co., Merlo Park, Calif.; 
R. P. Melius, Delta Power Tool 
Division, Rockwell Mfg. Co., Mil- 
waukee, and R. A. Ness, J. D. 
Wallace & Co., Chicago. 


OPS Sets Toastmaster 
Ceiling Prices 


Toastmaster Products Division, 
McGraw Electric Co., Chicago, has 
received approval of its retail 
price structure from OPS, W. E. 
O’Brien, general sales manager, 
informed distributors in a letter. 

Prices on products remain at: 
Toastmaster toaster, $23; Hospi- 
tality set, $34; Toast ’N Jam set, 
$29.95; waffle baker, $19.95, and 
waffle service, $29.50. 

In his letter, Mr. O’Brien 
pointed out, “While the OPS order 
permits sales below ceiling price, 
your attention is called to the fact 
that we have executed a fair trade 
contract with every Toastmaster 
distributor in all States except 
Missouri, Texas, and Vermont, and 
the District of Columbia. The uni- 
form wholesale ceiling prices au- 
thorized by OPS are the same as 
the wholesale prices established 
under our distributors’ fair trade 
contract and are the minimum 
prices at which Toastmaster prod- 
ucts may legally be’sold in all fair 
trade States.” 


NPA Revises Consumer 
Durable Goods Order 


NPA has realigned its consumer 
durable goods order, eliminating 
a number of products such as 
radios, television sets, and phono- 
graphs, home bathroom scales, 
from its coverage. 

The new regulation, designated 
as Order M-47B, lists products in 
four groups, rather than the two 
in M-47A. These groups are: 
Group I, furniture and fixtures, 
canvas products; Group II, appli- 
ances, machines and electrical 
equipment; Group III, most house- 
wares and personal durable goods, 
and Group IV, other consumer 
durables including sporting goods, 


toys, bicycles, and home furnis)- 
ings. 

The new order applies only to 
products under the jurisdiction of 
NPA’s consumer durable goods 
division. While continuing the 
conservation provisions of M-47A 
governing the use of copper and 
aluminum for ornamental and 
decorative purposes, the revamped 
regulation permits a manufac- 
turer flexibility in the use of the 
controlled materials—steel, cop- 
per, and aluminum, for products 
within the same group. 

A further conservation provi- 
sion forbids the use of a greater 
quantity, or better grade of cop- 
per or aluminum than that neces- 
sary for functional or operations 
purposes. Products which were 
covered by M-47A but are not in- 
cluded in the listing of M-47B, 
continue to be controlled by other 
NPA regulations. 


Holiday Light Makers 
Seek Tailored Ceiling 


At a meeting of the Decorative 
Lighting Manufacturers Industry 
Advisory Committee with OPS 
officials, the consensus of the com- 
mittee members was that a dollars 
and cents tailored regulation 
would be acceptable. Hope was 
expressed that it would be pos- 
sible to issue a tailored regulation 
without the necessity of holding 
another committee meeting with 
OPS officials here. 

Articles affected are Christmas 
tree lights, using seven standard 
items as a basis for pricing all 
varieties of decorative lights. 
The industry recommended that 
the proposed tailored regulation 
should not cover the 1951 season, 
but should be effective for produc- 
tion in the 1952 season. 


NPA to Issue Super 
Priority "DX" Orders 


NPA has created a new super- 
priority rating “designed to break 
bottlenecks in urgent defense 
production programs.” Designated 
“DX,” the new priority rating will 
take precedence over regular DO- 
rated orders calling for products, 
components, or materials other than 
steel, copper, or aluminum. 

A supplier with whom a “DX” 
rated order is placed must fill it be- 
fore any other order. He can, how- 
ever, extend the higher-priority 
rating to his own orders for the 
materials and products he needs to 
fill his customer’s “DX” order. 
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BULL DOG 


IT WILL HOLD! 


PICTURE HANGERS 
PICTURE WIRE 

CUP HOOKS 

PUSH PINS 
DRAPERY HOOKS 
KITCHEN HOOKS 
CLOSET ROD BRACKETS 
WARDROBE LOOPS 
FRICTION CATCHES 
SASH LOCKS 

COIL WIRE 








qr. a. TATE co. yy 


BOSTON, MASSACHUSETTS —U.S.A. 











wick LAWN EDGER 
AT LAST A REALLY GOOD LAWN EDGER 


A real profit maker, a really good lawn edger at last! The 
Wick Edger’s new and original design makes the cutting 
knife follow the contour of the ground so that it will not 
dig or plow. Your customers will like the Wick Edger 
because it is constructed to facilitate the greatest 
possible ease of handling. The knife is self-adjust- 

ing and self-sharpening, the heavy gauge 

spring steel cutting whéel and blade are heat 

treated for long-life. A 4 inch rubber tire 

guides the edger along smoothly and 

without strain. Approximate unit 

weight, 3 Ibs., handle length, 48 

inches. 


Write for complete information. 


Ty) 
ENGINEERING, INCORPORATED 
Hmplex 


NEWCASTLE, INDIANA 
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NEW BURNS 
CHRISTMAS 
SETS ane ncadeyl 


ZA No. 5400 
~ DELUXE STEAK 
KNIFE SET 


in transparent box 


Burns’ finest steak knife set . . . heavy double beveled, 
original Burns serrated edge, stainless steel blades. . . 
ivory finger grip handles . . . guaranteed for a life- 
time of table use. Eye-catching gift package in magenta 
velour and white satin with transparent acetate top. 
A beauty . . . ready now to increase your gift business. 


5 ale 


No. 4500 Complete 


BARBECUE SET 


_ in permanent 
leatherette case 





Includes heavy-gage chef 
knife, one edge ground 
razor sharp, the other with 
famous Burns serrated 
edge; offset spatula with 
Burns serrated edge on 
side; and long-handled 
chef fork; all with im- 
ported rosewood handles. 
A highly practical and 
good-looking gift set for 
barbecue, picnic or kitchen 
use... ready now! 


Write for COMPLETE BURNS CATOLOG 
Bu an S MFG. CO. Syracuse, N. Y. 





THE JOBBER’S 
SALESMAN 


In conjunction with 
the fact that they are tops in quality, 
built by economy methods in the most modern fac- 
tory of its type, the thing that makes Universal by 
long odds the best sprayer line to handle is the un- 
deviating policy of selling entirely through jobbers 
and their salesmen — the same square deal to 
everybody. Your jobber’s warehouse stocks are 
in your locality . . . that means better service. 
His freight rates are lower...he can save you 
money. The Jobber's Salesman is a fellow you 
know and can trust. He stars in the act that 
brings you the most profitable sprayer deal 
in the world. Let him tell you about 
UNIVERSAL. 


BEST Lin, ; 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC, MICHIGAN 


SHARON HAS SHIPPED ITS 
ONE - MILLIONTH 
ASSORTMENT 








Looking for an Honest Solution 


to Your Production Problems? 
BROOKS WIRE FORMS re- 
place machined parts. Many 
times the much lower cost of 
using our Wire Forms amazes 
customers who have not previ- 
ously considered their use. Com- 
petent engineering opinion and 
estimates of cost are yours for 





PROOF POSITIVE 


THAT SHARON 


REFILLABLE ASSORTMENTS 
TURN LOSSES ON DIME 















M. S. Brooks & Sons, Inc., Chester, Conn. . 

: on Sl Shavit Boi andl, SKeu Co 
BROGKS HOOKS] lg. 
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~ Washington 


NEWS and Views 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


Hardware Duty Free 
For Chicago Fair 


Congressional approval now is 
assured for the proposed duty-free 
importation of foreign hardware 
and other goods to be exhibited at 
the International Trade Fair in 
Chicago next year. 

A resolution now awaiting final 
approval at the Capitol provides 
that goods and articles may be 
brought into the U. S. for exhibi- 
tion at the Fair without payment of 
tariff charges. If the articles are 
sold, however, import duties will 
be levied. 

The Fair is scheduled to run from 
March 22 through April 6 at Chi- 
cago’s Navy Pier. Last year’s Fair, 
the first of its kind in this country, 
attracted more than 250,000 per- 
sons. Products from 44 nations 
were displayed. 


Predict Shutdowns for 
Aluminum Fabricators 


The proposed government cur- 
tailment of civilian copper and 
aluminum products will put about 
75 per cent of all aluminum fabri- 
cators out of business, a Senate 
committee predicts. 

Such an order will mean the 
“guillotine” for fabricators of hun- 
dreds of products made from copper 
and aluminum. A list of products 
ranging from ash trays and buckets 
to venetian blinds and household 
appliances would be affected. 

Just how many fabricators could 
switch from civilian to military 
production is not explained by con- 
trol officials. Fact is, many alumi- 
num fabricators are not equipped 
to work in wood or other materials. 





Federal Wage Regulations 


Question of whether or not 
smaller firms should be exempted 
from federal wage regulations may 
be settled before the end of Octo- 
ber. Wage Stabilization Board has 
named a tripartite committee—con- 
sisting of industry, labor, and pub- 
lic representatives—to study the 
problem and report back to WSB 

(Resume reading on page 11) 





HARDWARE AGE, OCTOBER 18, 1951 

























- 











HARD\ 






on 

| Views 
cting 

SS 

> 10) 


ree 


now is 
uty-free 
ardware 
bited at 
Fair in 


ng final 
yrovides 
may be 
exhibi- 
‘ment of 
‘les are 
ies will 


un from 
at Chi- 
’s Fair, 
ountry, 
00 per- 
nations 


for 
ors 


it cur- 
r and 
about 
fabri- 


Senate 


in the 
f hun- 
copper 
oducts 
uckets 
sehold 


- could 
ilitary 
y con- 
alumi- 
lipped 
Prials. 


not 
mpted 
3 may 
Octo- 
d has 
—con- 
pub- 
j the 
WSB. 
is) 


1951 








SO-ARD screws 
are The Quality Line 





. ++ for Dependability, Uniformity 
and Wide Size Range. 


wooD SHEET METAL 
SCREWS SCREWS 


Range from 0 Available in all 
Diameter through standard head 
30 Diameter and styles, materials 
up to 6” in length. and plated finishes. 














Contact your nearest jobber or write direct 


THE SOUTHINGTON HDWE. MFG. COMPANY 


Since 1867 Tole ialialehicla pan Gre 














Bt PAYS 
to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, sectional and 


interchangeable store fixtures available.. Write 


today for huge catalog NEM sz | 


W. C. HELLER & COMPANY 
Montpelier, Ohio 
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are 


Y () l} missing 


a new market in 


FREEZER 
PAPERS? 


You have a natural new group of customers 
who own home freezers or modern dual- 
type refrigerators. Offer them, with high 
profit to you, MacAdam’s complete assort- 
ment of: 


e@ RE-USABLE PLASTIC BAGS 
e ALL TYPES OF FREEZER PAPERS 
e@ PLASTIC AND PAPER CARTONS 


for meats, fruits and vegetables 


e CONTAINERS 


for soups, stews and leftovers 






Write to MacAdam for a catalog listing of the most complete 
line of all freezer requirements-—-both home and commercial. 


A. E. MACADAM & CO., INC. Brooklyn 5, N. Y. 











































The Marking Pencil That Writes on @ t 
_- EVERYTHING! 4) 


















FROM pans to paint cans, from 
wrenches to wheelbarrows, 
from pottery to pumps LISTO 



























WRITES ON EVERYTHING & LEADS 

a hardware store has to sell! ’ 

Plainly marked prices help in # THAT DON T BREAK 
selling, save salespeople’s time! 3 in 6 colors 


LISTO writes on wood, metal, ¥ 
glass, rubber, canvas, cardboard, 
cellophane, enamel, porcelain, & 
oilcloth, linoleum. 


Red Brown 
Blue Green 
Black Yellow 


AN EXTRA 
sleeve in every 
box of leads! 












Ask your jobber, stationer or 
paper supplier for LISTO! 

















LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 
IN CANADA: LISTO PRODUCTS, LTD., VANCOUVER, B. C. 
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Elect Shapleigh Treasurer; 
Promote Maxwell and Appel 


A. Wessel Shapleigh, Jr., 
has been elected treasurer of 
the Shapleigh Hardware Co., 





A. WESSEL SHAPLEIGH, JR. 


900 Spruce St., St. Louis 2, 
Mo. He succeeds G. Edwin 
Poindexter, who has resigned 
as treasurer, but will con- 














G. EDWIN POINDEXTER 


tirlue as vice-president in 
charge of the financial de- 
partments. Emmett E. Max- 
well has been elected to the 
board of directors, and Alvin 
E. Appel succeeds Mr. Shap- 
leigh as assistant treasurer 
of the firm. 

Mr. Shapleigh joined Shap- 
leigh Hardware in 1945 in 
the credit and collection de- 
partments. He was elected 
a director of the company in 
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1949, but still continued to 
be active in the credit, col- 
lection and accounting de- 
partments. 

Mr. Maxwell served with 





EMMETT E. MAXWELL 


the firm in a territory, and 
after service in the armed 
forces, rejoined Shapleigh in 
1945. At this time he became 
a member of the sales de- 
partment in the home office, 





ALVIN E. APPEL 


and in 1947 was advanced to 
division sales manager. He 
will continue to occupy this 
position. 

Mr. Appel’s entire busi- 
ness career has been with 
Shapleigh, having started in 
1916. He has been in the 
accounting, collection and 
credit departments, and since 


1945 has had the supervision 
of the credit department. 





Hold "Paint Power" 
Classes in Chicago 


Two “Paint Power” classes 
have been started in Chicago 
night schools, B. W. Kunst, 
chairman of the Educational 
Committee of the Chicago 
Paint Varnish and Lacquer 
Assn., recently announced. 
Each Tuesday night a class 
of 25 meets at 6:30 at Wash- 
burne Trade School, and 
every Wednesday night at 
6:30 a class of 15 meets at 
Manley Trade School. At 
each meeting a speaker from 
the Paint Salesmen’s Club of 
Chicago will discuss some 
phase of the paint business. 


Heitmann Co. Distributes 
For Westinghouse 


The F. W. Heitmann Co., 
113 Main St., Houston 2, 
Tex., hardware wholesaler, 
has been named distributor 
for Westinghouse electric 
housewares, fans, bed cover- 
ings and vacuum cleaners. 
The Heitmann Company is 
establishing a new division 
to handle the appliances, 
which represents its en- 
trance into the electric 
housewares field. 

The firm will cover south- 
eastern Texas and southern 
Louisiana, supplementing 
operations by the Westing- 
house Supply Co. and 
Straus-Bodenheimer Co. for 
the Houston area. 








Remington Arms Appoints R. H. Coleman 
And W. F. H. Mattlage Vice-Presidents 


R. H. Coleman, director of 
sales of Remington Arms Co., 
Inc., Bridgeport, Conn., and 
W. F. H. Mattlage, director 
of production, have been 
elected vice-presidents of the 
company at a recent meeting 
of the board of directors. 

Mr. Coleman started his 
career in the advertising de- 
partment of E. I. du Pont 
de Nemours & Co., serving 
as advertising manager for 
various products of the du 
Pont Co. In 1937, he was 
transferred to the Reming- 
ton Arms Co. as advertising 
manager, and was later made 
director of promotion. In 
1949 he became director of 
sales, a position he still re- 
tains. Mr. Coleman is well 
known in national wild life 
conservation and as a skeet 
shooter, having competed in 
many national skeet shooting 
tournaments. He is a vice- 
president of the American 
Hardware Manufacturers’ 
Assn. 

Mr. Mattlage joined Rem- 
ington in 1941 as production 
superintendent of the Lake 


City Ordnance Plant, later 
becoming manager of the 
Utah Ordnance Plant. In 
1943, he was appointed man- 
ager of the Bridgeport 
Works, and in 1948 became 
director of production, which 
position he still holds. Prior 





R. H. COLEMAN 


to his transfer to Remington 
Arms Co., Mr. Mattlage had 
13 years of production ex- 
perience with E. I. du Pont 
de Nemours. 
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Bender Heads District 
Sales for Woodhouse 


Woodhouse Chain Works, 
Trenton, N. J., one of the 
Round Chain companies, has 





OTTO F. BENDER 


announced the appointment 
of Otto F. Bender as district 
sales manager in the Phila- 
delphia area. His headquar- 
ters will be at 1326 Western 
Saving Fund Bldg. 

Mr. Bender will handle 
sales of the complete Wood- 
house line of welded chain, 


weldless chain, hoists and 
other material handling 
equipment. He formerly 


spent three years represent- 


ing the Crane & Hoist Divi- 
sion of Manning, Maxwell & 
Moore as a field engineer in 
this region. 





Raymer Hardware Elects 
Gill to Executive Post 


E. B. Gill 
secretary-treasurer 
Raymer Hardware Co., 
wholesaler, 180-184 E. 6th 
St., St. Paul 1, Minn., at a 
recent meeting of the board 
of directors. He succeeds 
H. T. Mingaye, who is re- 


was elected 
of the 





E. B. GILL 


tiring after serving the com- 
pany for 24 years. 

Mr. Gill joined Raymer 
Hardware in August, 1951. 








W. W. McKee Appointed Sales Supervisor 


In Northeastern Area for Coleman Co. 


W. W. McKee has been ap- 
pointed by the Coleman Co., 





W. W. McKEE 





Inc., Wichita, Kans., as sales 
supervisor for New York, 
New England, West Vir- 
ginia, eastern Ohio and 
western Pennsylvania. He 
will have charge of the sales 
and engineering service pro- 
gram on Coleman lanterns, 


camp stoves and related 
hardware and sporting 
goods. 


For the past two years, 
Mr. McKee has been the 
Coleman district representa- 
tive in the Pennsylvania and 
New York area. Prior to 
joining Coleman he was re- 
gional sales supervisor for a 
tobacco company. 
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74 Complete Hardware Sales 
Course at U. of Florida 


Approximately 74 retail 
hardware salesmen com- 
pleted the hardware sales 
course sponsored by _ the 
Georgia-Florida Retail Hard- 
ware Associations and the 
General Extension Division 
of Florida, at the University 
of Florida, Gainesville, Sep- 
tember 4-8. W. W. Howell, 
executive secretary of both 
associations, and the Educa- 
tional Steering Committee of 
the groups, met with Uni- 
versity officials to guide the 
course. 

This sales clinic was the 
first in a series of inten- 
sive educational programs 
planned jointly by the Geor- 
gia and Florida Associations. 
Working out sales problems 
which are current in the re- 
tail hardware business was 
a feature of the course, and 
lectures covered such sub- 
jects as “Before the Sale 
Opens,” “Handling Difficult 
Customers,” ‘‘Suggestion 
Selling,” “Closing the Sale,” 


and others. Instructors also 
emphasized the importance 
of store layout and arrange- 
ment. Following each lec* 
ture, discussions were held, 
in which hypothetical sales 
problems were presented and 
students encouraged to give 
their opinions. 

Industrial representatives 
analyzed their products, 
stressing the importance of 
product knowledge in selling. 
Presentations were conducted 
by: Bruce Burgess, Union 
Fork & Hoe Co.; George 
Dingledy, Sunbeam Corp.; 
Robert Hicks, Lockwood 
Hardware Mfg. Co.; George 
Rabens, True Temper Corp.; 
Horace Reeves, The Black & 
Decker Co.; Clay L. Three 
ton, Remington Arms Co.; 
and Stanley E. Ziegler, Mo- 
bile Paint Mfg. Co. 

Bound copies of the lec- 
tures will be made available 
for a nominal charge. Those 
interested in obtaining in- 


(Continued on page 216) 








Industrial representatives who instructed hardware clinic 
students in knowledge of their products at the first hardware 
sales course include, left to right: C. L. Threeton, Remington 
Arms Co.; Stanley E. Ziegler, Mobile Paint Mfg Co.; George 
Dingledy, Sunbeam Corp.; Bruce Burgess, Union Fork & Hoe 
Co.; Robert Hicks, Lockwood Hardware Mfg. Co., and George 
Rabens, True Temper Corp. Not shown in the picture was 
Horace Reeves, Black & Decker Co. 
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F. B. Connelly Co. Celebrates 
67 Years With Open House 


A week-long open house 
was held recently in the 
show rooms of F. B. Connelly 
Co., wholesale distributor, 


FRANK C, PORTER 


905 N. W., 12 Ave., Port- 
land 9, Ore., to celebrate the 
company’s 67th anniversary. 
More than 1000 dealers at- 
tended the affair, as part of 
a sales promotion and adver- 
tising plan, stressing the 
theme “67 Years of Prog- 
ress,” 

The Connelly Co. arranged 
the open house to tie in with 
a general promotion in Ore- 
gon and Washington, spear- 
headed by Frank C. Porter, 
vice-president and general 
manager. Spotlighting the 
anniversary to the public, 


and also serving as a dealer 
aid, was an advertising sec- 
tion in an Oregon paper on 
the Sunday following the 
open house program for 
dealers. Another feature of 
the promotion was a window- 
display contest for Connelly 
dealers. Dealers competing 
for the prizes coordinated 
their display windows with 
the advertising program. 

Representatives of manu- 
facturers also attended the 
open house to visit their 
dealers in this area. 

The Connelly firm started 
in Montana about 1884, and 
has grown to its present size 
distributing major appli- 
ances, housewares, electric 
housewares and toys in Ore- 
gon and Washington. The 
firm maintains another plant 
at 1015 Republican St., 
Seattle, Wash. 


Texas Wholesale Group 
Gives Meeting Dates 


The Texas Wholesale 
Hardware Association will 
hold its mid-winter meeting 
on the afternoon of Jan. 28, 
1952, at the Baker Hotel, 
Dallas. This semi-annual 
meeting is held in conjunc- 
tion with the annual conven- 


News of the Trade 





tion of the Texas Hardware 
& Implement Association. 

The Texas Wholesale 
Hardware Association will 
also hold its 56th annual con- 
vention in San Antonio, June 
19, 20, and 21, with head- 
quarters at the Plaza Hotel. 
In conjunction, the members 
of the Texas Hardware 
Boosters Club will hold its 
16th annual meeting on 
June 20. 


Keating Resigns From 
Trimont Mfg. Co. 


Arthur E. Keating has re- 
signed as divisional presi- 
dent of Trimont Mfg. Co., 
Roxbury, Mass., a division 


ARTHUR E. KEATING 


of Aetna Industrial Corp., 
effective Oct. 1, 1951. Mr. 
Keating’s plans have not yet 
been announced. 








3 
+ 
4 


A view of the Portland, Ore., showroom of F. B. Connelly Co., wholesale distributor, 
as the company celebrated its 67th anniversay with a week-long open house for more 
Advertising which stressed the “67 Years of Progress” 
theme, tied in with the open house. 


than 
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1000 Connelly dealers. 


Brierley Elected North 
& Judd Vice-President 


Vernon H. Brierley has 
been appointed vice-presi- 
dent of the North & Judd 
Mfg. Co., New Britain, 
Conn., at a recent meeting of 
the board of directors. 

Other officers of the com- 


VERNON H. BRIERLEY 


pany re-elected at the meet- 
ing were: president, F. L. 
Morrow; vice-presidents, 
T. C. DeLoach, H. M. Frank 
and Mr. Brierley; treasurer, 
E. P. Borkowski; secretary, 
W. H. Judd, Jr.; assistant 
treasurer and assistant sec- 
retary, F. J. Ward; and as- 
sistant treasurer, M. N. 
Holmes. 

The following directors of 
the company were also 
elected: Messrs. Morrow, 
DeLoach, Borkowski, Judd, 
Jr., and Frank, as well as 
E. M. Wightman, H. L. 
Judd, John C. Cairns, A. K. 
Smith, and A. E. Thornton. 

Mr. Brierley was ap- 
pointed a divisional sales 
manager of North & Judd 
in 1924, and since last year 
has been merchandising 
manager of the company. 


Controllers Institute 
Names Foerth Director 


Joseph T. Foerth, assistant 
secretary, assistant treasurer 
and controller of The Bas- 
sick Co., Bridgeport, Conn., 
was elected a director of the 
Controllers Institute, 1 E. 42 
St., New York 17, N. Y., at 
the organization’s 20th an- 
nual meeting, held Sept. 30 
to Oct. 2, in the Waldorf- 
Astoria, New York, N. Y. 

Mr. Foerth, who has been 
a member of the Institute 
since 1939, was president of 
its Bridgeport Control in 
1942-43, 
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..» WARREN-TEED WRECKING BARS 


Warren Tool makes No. 45 Wrecking Bars fast! 
They are completely machine-forged . 
one every three seconds. Low cost, volume production 
means more Wrecking Bars for you to sell. 
Made by the world’s largest producer of Wrecking Bars, 
No. 45 is well-known by carpenters and other workmen 
who use well-balanced, capable tools. 
Machine-forged of carbon steel, No. 45 Wrecking Bar has a 
rugged, powerful pull and is as handy to use as a claw hammer. 
A sharp chisel edge, set at the best angle, 
makes prying easier. The special pulling end 
is inset so nail heads can’t slip through. 
No. 45 Wrecking Bar is made in sizes from 2” x 12” 
to %” x 36”. For a fast moving item, 
that can be delivered, order today from your jobber. 


Carpenter’s Wrecking Bar — No. 45 


O1LAMOVY 


GENERAL OFFICES . WARREN, OHIO 
SENERAL SALES OFFICES 105 W. ADAMS ST. - CHICAGO 3, ICL. 
EXPORT DIVISION . 30.CHURCH ST. + NEW YORK 7, N.Y 
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Ekco Promotes Three District Managers 
To Complete Sales Organization Plan 


Maury Cossman has been 
promoted to district manager 
for the Michigan- Northern 


the New York metropolitan 
area for housewares. 

Mr. Cossman joined Ekco 
in 1949, representing the 
company in Michigan. He 
makes his new headuarters 
in Detroit, and will direct 
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been selling Ekco products 
since 1948, will now be in 
charge of three salesmen in 
the New England area. 

Mr. Ragir, who will direct 
seven men, formerly repre- 
sented Ekco in Michigan. 

The appointment of these 
three district managers com- 
pletes the Ekco five district 
sales organization plan. Ken 
Udell is the district manager 
in the Los Angeles area, and 
Paul Crawford is in charge 
of the Chicago metropolitan 


Chicago Paint Salesmen 
Install New Officers 


The Paint Salesmen’s Club 
of Chicago celebrated its in- 
stallation of officers and 
Ladies Night on Thursday 
evening, Sept. 27, at the 
Furniture Club, 666 Lake 
Shore Dr., Chicago. 

The following new officers 
were installed: president, 
Leroy B. Ross, James B. Day 
Co.; vice-president, Albert J. 
Stacy, Patterson Sargent 


Co.; secretary, Elwin Pil- 
chard, Hercules Powder Co.; 
and treasurer, Mort Witlin, 
Crescent Bronze Powder Co 


territory. 


Moves to New Factory 


Extruders, Inc., manufac- 
turer of plastic films, tubing, 
and garden hose, has moved 

j ie to a new and larger factory 
3 — ££ at 3232 W. El Segundo Blvd., 

i a. Hawthorne, Calif. The firm 
was formerly located at 8509 


MAURY COSSMAN 


Ohio district for Ekco Prod- 
ucts Co., 1949 N. Cicero Ave., 
Chicago, Ill. Dan O’Connell 


Lia 


DAN O’CONNELL 








was made district manager Figuera St., Culver City, 
in the New England states the activities of four sales- Calif. The new plant has — 
district, and Mike Ragir has men in the field. three times the space of the talki 
become district manager of Mr. O’Connell, who has MIKE RAGIR old factory. 
HUST 
ma 
=> => = => => => =| =| => =D 
PRECISION LOCKED 
POWERFUL GUN TACKER... 
-, beoo""” | 
" ae gen, ri Bey la -_ 
USED 
= eo | BY 
a} MILLIONS 
f ES INA No. 524 
=A ¥ DOUBLE 
EEE 0 (withe 


A STAPLE WHEREVER 


INDUSTRY | La = tte 


Already accepted by millions . . . It's easy to sell the ARROW 

GUN TACKER to millions more. 

* Trigger fast action © Double leverage principle for 
easier hand pressure * Shoots 25 staples in time it 
takes to hammer one tack ¢ Locks to fit in pocket ° 
All steel—all chrome finish. 

Push the ARROW GUN TACKER and you will find it to be one 
of the most profitable items in your store with lots of staple 
repeat business — Writs for information on our dealer setup. 


MARROW FASTENER [[0../NC. 


NEW YORK 


BROOKLYN 6 
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If you can’t get all the “Speed 

King” Skates you want right 

—" TO tHe se Suot now, we urge you to wait pa- 

4 pears VS tiently. There are no substi- 

— tutes for “Speed Kings” with 

(QO, ic their exclusive “shaped-to- 

FOR ; the-shoe” construction and 

EXTRA SKATING the famous “500 mile” guar- 

COMFORT anteed model. If you are not 

Remember! Only “Speed King” Yet stocking “Speed King,” 

offers ‘‘Shaped-to-the-Shoe” con- 

struction—a difference worth 
talking about! 


see your Jobber or write for 


full details. 


HUSTLER CORPORATION, STERLING, ILL. 





KILGORE POLYTHENE HOLSTERS — 


made to outlast a lifetime of play! 


Chip 
Crack 
Peel 
or 
Wrinkle 


No. 524 
DOUBLE SET 
(Without Pistols) 


Here’s why youngsters like them .. . 
1. Hold shape—no seams to rip out. 
2. Western design—flashy appearance. 
3. More for money—don't wear out. 


Available with or without pis- 
tols in single and double sets. 
Write for catalog pages and 
prices today! 
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New Profits 
with this 
Unusual, Practical 


mn gi Xmas uit 


the 
MIRACLE 


ADJUSTABLE 
GOLF CLUB 


ONE CLUB that does 
everything a full set will do! 


The player just dials his shot . . . any 
position from driving to putting. Club 
positively /ocks in position. It’s a won- 
derful new way to play that will appeal 
to load-weary golfers and open the 
game to non-golfers. And, as a retailer, 
it's just your meat... for now you can 
feature a full set of clubs .. . without 
the expense and storage space required 
for the usual golf club inventory ! 


retails for *22°° 


THE MARKET IS TREMENDOUS! 


PERFECT ae 
THE TRAVELER 


AVERAGE OUTSTANDING 
y NATIONALLY 
Wer ADVERTISED 
AG True © Holiday © For- 
PRACTICE AND s\\ AY tune * Business Week 
WRITE NOW for PROFIT- PACKED DEAL 
INTERNATIONAL GOLF PRODUCTS 


GOLFER GIFT 
Esquire © Elks © Sport 
TWILITE GAMES ome WIDOWS Argo 
4443 West Madison Street e Chicago 24, Illinois 
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| 
M“RIGHT CONNECTION 


q for volume sales 


Tyo 
f ~~ 
i > 
ae 
‘= a 


ROAD 
Uupal 
the Orginal 
GLASS-TOP FUSE 
and LEADER 


ever since! 





wot an SG 
he a 
suze a 2 2 ee, ¢ 


engineered for 


DEPENDABILITY 8 
VOLUME SALES 
Ask for details of the 
No. 1 deal — 1250 feet 
of ROYAL quality wire 
plus a steel counter 
display rack. 


ROYAL ELECTRIC” 


a Sine aE 


merchandised for | ae 


T ROYAL WIREF. 


ROYAL 
CORD SETS 


display-pack- 
aged for quick 
turn-over and 
greater volume 











News of the Trade 





McGregor Names New General 
Manager; Appoints Buyers 


J. C. Frizzell has been ap- 
pointed general manager of 
McGregor Hardware Co., 


J. C. FRIZZELL 


wholesaler, 309-323 Water 
St., Springfield, Mo. C. 
Frank Beasley was named 
merchandise manager, and 
Dave F. McGregor became a 
buyer for the firm. David 
Graham, formerly of Stowe 
Hardware, has also been ap- 
pointed a buyer. These ap- 
pointments were announced 
after the recent retirement 
of J. W. Yates, president and 
general manager, and Irene 
Rand, vice-president and sec- 
retary-treasurer. 

Mr. Frizzell began his ca- 
reer in a hardware retail 
store in 1930, and six years 
later joined the Simmons 
Hardware Co.,_ traveling 
southern Alabama and Flor- 
ida. With the consolidation 
of Simmons and Shapleigh 
Hardware Co., Mr. Frizzell 
was transferred to eastern 
Illinois, and in 1948 was 
given the post of divisional 
sales manager of Illinois and 
Wisconsin. 


C. FRANK BEASLEY 


Mr. Beasley joined the 
Simmons Hardware Co. in 
1928 as a salesman. In 1941 
he joined the Witte Hard- 
ware Co., traveling for the 
firm until 1946. At that time 
he became a member of the 
staff of the buying depart- 
ment and sales promotion, 
remaining there until he 


DAVE F. McGREGOR 


took over his newest post for 
McGregor Hardware. 

Mr. McGregor, great- 
grandson of the founder of 
McGregor Hardware, joined 
the buying department after 
several years traveling as a 
salesman. 


Name GE Home 
Laundry Sales Heads 


J. J. Clarke and L. W. 
Harvath have been appointed 
sales managers of the Gen- 
eral Electric home laundry 
equipment department. 

Mr. Clarke, who will be 
responsible for automatic 
washers and dryers, was 
formerly home laundry sales 
representative at Philadel- 
phia, Pa., and served as 
salesman for several appli- 
ance wholesalers before com- 
ing with GE in 1948. 

Mr. Harvath joined GE 
Credit Corp. in 1927, serving 
with that organization until 
he was transferred to the 
GE Atlanta office as home 
laundry representative. He 
was appointed local manager 
of appliance sales at Nash- 
ville, Tenn. three years later. 
He will handle sales of 
wringer washer and ironers. 
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HARDWARE BRIEFS 








Arkansas 


Moore Hardware & Furni- 
ture, Rison, which was badly 
damaged by fire early in 
July, is being rebuilt. 


Georgia 


Builders Hardware Co., 
formerly located at 169 De- 
catur St., S. E., Atlanta, has 
moved its business to 172-174 
Decatur St., N. E. In the 
new location, provision has 
been made for parking at 
the rear of the store. 


Cameron Thomson has 
purchased the Peterson 
Hardware & Farm Store, 
Mt. Carroll. The store was 
for many years operated un- 
der the name of Squires 
Hardware. 

Irvin Sensenbaugh has 
purchased the Mills Hard- 
ware, 2225 E. Wood St., De- 
catur, from C. S. Ashcraft. 

Ace Hardware, 301 E. 
Main St., Decatur, recently 
opened for business. Owners 
are George C. and Louise 
Vest, and R. A. Foster. The 
firm handles all types of 
hardware, paints, houseware, 
electric and plumbing sup- 
plies and small appliances. 


Kansas 


Anderson Hardware, 
Washington, is remodeling 
with a new front of brick 
and glass and a new type 
over-door canopy was 
erected. 

Augusta Hardware, Inc., 
has opened at its new loca- 
tion at 606 State St., Au- 
gusta, with an open house. 
R. A. Blowey is president of 
the firm. 

Ethel Ensley has opened 
a hardware store on Hwy. 50 
in Lenexa. Mrs. Ensley, who 
has operated a hardware 
business in Olathe for over 
20 years, manages the new 
store, and her son, Richard 
Ensley, manages the Olathe 
store. 


Eshbaugh’s Hardware & 
Sporting Goods, Cottonwood 


Falls, has reopened for busi- 


ness after a complete job of 
redecorating and enlarging 
the store. 


Massachusetts 


Clark Hardware 
Main & Court Sq., Greenfield, 
is being expanded and paint- 
ed in pastel colors. The new 
area is expected to be occu- 
pied by Dec. 1., and will be 
mainly devoted to builders 
hardware, tools and paint 
supplies. 


Michigan 

Jack O’Neill has purchased 
White Hardware. N. Mitchell 
St., Cadillac. Mr. O’Neill 
has retained the store name 
and staff, and plans no im- 
mediate expansion. 


Minnesota 


Larsen Hardware Store, 
Storden, is now owned by 
Harry Larsen, formerly em- 
ployed with his father in the 
hardware business. Walter 
I arsen, who has operated the 
store for 37 years, plans to 
retire. 


New York 


Fredonia Hardware, Fre- 
donia, has been sold by Hugh 
Dietzen, owner for the last 
12 vears. to Rex Spencer and 
Robert Lesch, formerly em- 
ploved in the store. It will be 
operated as Fredonia Hard- 
ware Co., Inc. 


Pennsylvania 


John J. and Thomas P. Ly- 
ons have opened the Lyons 
Bros. Hardware Store, 29 
Rittenhouse Pl., Ardmore, 
formerly occupied by Straw- 
bridge’s Hardware. The 
company carries a full line 
of hardware, house furnish- 
ings, and plumbing and elec- 
trical supplies. 


Texas 


Henslee Hardware, Rose- 
bud. has been sold to Leon- 
ard Martin and Frank Mar- 
tin. 

Joe Britton Hardware, 
Bonham, has opened for 
business on N. Main St. 
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See 8 8 ®@ 


We like being 


in the swim! 


SOUTHERN 


WOOD 


SCREWS 


(Slotted or Phillips Heads) 


are among the industry's top sellers 


It’s a fact! Southern screws are leaders in the field. 
Folks in the trade—and users, too—like these fine 
fasteners. They build good will and profitable repeat 
business. 


Of course, there’s good reason for their growing 
popularity. In the first place, Southern manufac- 
tures only wood screws. We're specialists. And we 
spare no effort to make our products the best on 
the market. 


The finest materials obtainable go into Southern 
screws .. . high grade extruded brass wire Or top 
quality selected sulphur steel wire. Our plant. . . 
our machinery . . . our methods are up to the min- 
ute. A rigid and unique inspection routine makes 
it absolutely certain that you receive a full measure 
of uniform and perfect screws in every box. 


Southern screws are available in a wide range of 
types, sizes and finishes, slotted or Phillips heads. 
Plan now to handle this profitable line. Write 
today for our catalogue. 


FACTORY WAREHOUSES 


4100 Dell Ave. 325 W. Ohio Street 
North Bergen, N. J. Chicago 10, Illinois 
280 Decatur S.E. 

Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 


® © © © ® ® 








Harrington & Richardson Arms Elects 
Joseph H. Quick to Presidency 


Joseph H. Quick has re- 
cently been elected president 


JOSEPH H. QUICK 


of Harrington & Richardson 
Arms Co., Worcester, Mass. 

Mr. Quick, senior partner 
of The Work-Factor Co., 
management consultants, 
started his industrial engi- 
neering career with Philco 
Corp. and Radio Corp. of 
America. In 1946 he served 
as assistant to the president 
of the Milton Bradley Co., 
and from 1948 to 1950 he 
was executive vice-president 
of the Colonial Radio Corp., 
then a wholly-owned subsid- 
iary of Sylvania Electric 
Products, Inc. 














Perfection Appoints 
Appliance Sales Head 


J. H. Rasmussen has been 
appointed vice-president in 
charge of the sales of all 
cooking and heating appli- 


J. H. RASMUSSEN 


ances of Perfection Stove 
Co., 7609 Platt Ave., Cleve- 
land 4, Ohio. 


Mr. Rasmussen started his 
career in 1925, when he be- 
came a city salesman for the 
Sterling Radio Co., advanc- 
ing to territory salesman 
and manager of the Omaha 
and Wichita branches. In 
1932 he joined Grunow Corp., 
and was, successively, as- 
sistant sales manager and 
advertising manager. He be- 
came assistant general sales 
manager of the Zenith Radio 
Corp. three years later. From 
1940 to 1945, Mr. Rasmussen 
was first manager of the 
radio division of Crosley 
Corp., then general sales 
manager, as well as vice- 


216 


president and director of the 
Crosley Distributing Corp. 
He served as vice-president 
in charge of sales and mer- 
chandising for the United 
Wall Paper Co., and in 1947 
organized the J. H. Rasmus- 
sen Co., manufacturers rep- 
resentative, in Chicago. 


Thor Export Division 

Has New Sales Head 
William V. Shakespeare 

has been appointed sales 


manager of the Thor export 
sales division of Independent 
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Pneumatic Tool Co., 330 W. 
42nd St., New York 18, N. Y. 
He has been a field engineer 
in the division for 15 years. 


Weston Made President 
Of Midway Tool Co. 


The election of Leo F. 
Weston, Jr., as president of 
Midway Tool Co., Inc., Mel- 
vin, Ohio, has been announced 
by the board of directors. 

Mr. Weston has served for 
several months as company 
general manager in charge 
of the Midway plant in Mel- 
vin and its executive offices 


LEO F. WESTON, JR. 


in Cincinnati. He will con- 
tinue to administer those 
duties in his new position. 
He was formerly assistant 
secretary of the Title Guar- 
antee & Trust Co. 


Oliver Resigns From 
Landers, Frary & Clark 


Robert M. Oliver, general 
merchandise manager of the 
electric housewares division 


ROBERT M. OLIVER 


of Landers, Frary & Clark, 
New Britain, Conn., has an- 
nounced his resignation. 

Mr. Oliver, who joined 
Landers about three years 
ago, was formerly vice-presi- 
dent and general sales man- 
ager of Proctor Electric Co. 
He has been in the industry 
for 26 years, and is vice- 
president of the Electric 
Housewares Section of the 
National Electrical Manu- 
facturers Association, and 
chairman of its sales promo- 
tion committee. 








74 Complete Hardware Sales Course at U. of Florida 


formation on this First An- 
nual Retail Hardware Sales 


Clinic, should contact Frank , 


T. Adams, General Exten- 


Hardware dealers and salesmen who attended the retail hardware sales clinic, at 


(Continued from page 209) 


sion Division, 707 Seagle 
Bldg., Gainesville, Fla., or 
W. W. Howell, executive 


secretary of the Georgia Re- 


tail Hardware Assn., Inc., 
and the Florida Retail Hard- 
ware Assn., Inc., P. O. Box 
183, Waycross, Ga. 


the University of Florida in Gainesville, sponsored by the Georgia-Florida Retail Hardware 
Associations and the General Extension Division of Florida. About 74 hardware salesmen 
completed the four-day course. 
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You can cash in on this seasonal ‘‘plus” 
business. All it takes is a little personal 
promoting. First, get a set of these window 
streamers (we'll rush them to you, free), 
then put them up. They’ll remind people 
it’s time to replace broken panes, now 
and that you’re headquarters for L°O-F 
Window Glass, as fine as money can buy. 
Of course, you'll want a display of 
L:O:F Window Glass and related items, 
too—glazing points, putty, putty knives. 
You'll need a good stock of the easy- 
cutting L‘-O-F Window Glass, with its 
famous, nationally advertised trade-mark. 
For advice on what quantities of the fastest 
selling sizes to stock, call your nearest 
L:O:F Distributor. And use the handy 
coupon, below, to get your streamers. 
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LIBBEY-OWENS-FORD GLASS CO., 52101 NICHOLAS BUILDING, TOLEDO 3, OHIO 


Please send me free sets of your three different Window Glass Streamers. 


Company Name ee eee 
— (Please Print) 


Street Address a oe Sa 
~ 





City. —___—___—_—_—_—_—— Postal Zone —_—— State 





Ordered by —_—____ iiidaaiaaamneieantesat iaiaiiliastaia pile iadeinieiaiiiimalictianaa: 


Your Glass Distributor ——_____— 





—the 10¢ line that 


Sells Fast 


IT’S TRIPLE-TESTED! 


Scientifically tested by U.S. Testing 

Laboratories, performance-tested by Tip-Top 
Quality-Control Laboratory, result-tested by millions 
of consumers! You can rely on OK quality—in 

F) Household Cement, in Model Cement —for 
/ customer satisfaction, repeat business. 


OK Household Cement 


Assures permanent bond 
to glass, china, fabrics, 
plastic, wood, leather, 
many other materi- 
als. Crystal-clear 
all-purpose 

cement. 


Wo. 1297—Free Sales-Stimulating Counter Display 
with every dozen tubes. 

10” high x 18” wide. Display can 

be separated into 3 individual panels. 


Actual 
Size 


OK Model Cement 


Specially developed for 
~@ model builders and hobbyists. 
‘ Quick-drying, fast-setting, 

crystal-clear. Jumbo size 
tube with nozzle tip. 


No. 1298—Eye-Catching Display Carton 
for Quick Pick-Up Sales 

free with every 2 dozen tubes. 
7” high x 7” wide. 


Send for free samples, catalog pages and price lists today. 


OK 
Model 
Cement 


Household 
Cement 


Tip-Top Products Company - Omaha 2, Nebraska 
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the Trade 











NEWS OF 


MANUFACTURERS’ AGENTS 








Flanagan Starts Own 
Firm in Chicago 


Robert J. Flanagan has 
formed his own manufactur- 
ers representative firm, R. J. 


Flanagan & Associates, for 
housewares and_ electrical 
appliances. His offices are 
located at 184 W. Washing- 
ton St., Chicago, II. 

Mr. Flanagan was former- 
ly advertising and sales pro- 
motion manager of Dulane 
Inc., and has been associated 
with the housewares and 
electrical appliance industry 
since 1935. In his new enter- 
prise he will cover Chicago 
and midwestern territory. 


Lee Arter Names New 
District Sales Head 


Wallace O. Hill has been 
appointed northern Cali- 
fornia sales manager for Lee 
Arter Co., manufacturers’ 
representative, 672 S. Lafay- 
ette Park Pl., Los Angeles 
5, Calif. 


ae 
WALLACE 0. HILL 


Mr. Hill, who was form- 
erly with the R. J. Reynolds 
Tobacco Co., had been in the 
headquarters of the Arter 
company. He assumes re- 
sponsibility for all sales of 
the northern California, San 
Francisco and Bay area in 
the housewares and _ hard- 
ware lines handled by the 
company. 


Mel Lyon Appointed By 
Divine Bros. Co. 


Mel Lyon, 141-29 253rd 
St., Rosedale, N. Y., was re- 
cently named manufactur- 
ers’ representative in metro- 
politan New York and New 
Jersey for Dico Buffing 
Wheels and Compositions, 
manufactured by Divine 
Bros. Co., Utica 1, N. Y. 


MEL LYON 


Mr. I yon has served the 
hardware field in this area 
for approximately 19 years, 
and recently became estab- 
lished as a manufacturers’ 
representative of hardware 
and mill supply products. 


Albert R. Bauer, 17 Con- 
gress Ct., Saginaw, Mich., 
has been appointed factory 
representative for Sanitary 
Receiver Co., Inc., Dunkirk, 
N. Y. Mr. Bauer’s territory 
includes Michigan and Ohio, 
where he will represent the 
Sani-Can Step-on Receiver 
line. 


Cam Norton Co., manu- 
facturers’ azent since 1935, 
has moved from its old head- 
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quarters, 2261 Glenwood 
Ave., Toledo 10, Ohio, to 
2725 Derbyshire Rd., Cleve- 
land, Ohio. The firm repre- 
sents Leader Electric Co., 
Steber Mfg. Co., Inland 
Glass Works, Prescolite & 
Swivolite and Dura Electric 
Lamp Co. 


Albert J. Prince, manu- 
facturers’ representative at 
3405 Milton St., Dallas 5, 
Tex., was appointed sole rep- 
resentative for the Baldwin 
Mfg. Corp., Newark, N. J. 
His territory includes Ar- 
kansas, Louisiana, Missis- 
sippi, Oklahoma, Texas and 
Mobile, Ala., and Memphis, 
Tenn. 


C. J. McAvoy Co., 1321 S. 
Barksdale Ave., Memphis 6, 
Tenn., has been named sales 
representative in Tennessee 
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Mfg. Co. and 
both of 


for Parker 
Snell Mfg. Co., 
Worcester, Mass. 


Kautzky Mfg. Co., 
Dodge, Iowa, has announced 
the appointment of T. F. 
Gowen & Sons, 336 Shade- 
land Ave., Drexel Hill, Pa., 
as eastern representatives. 
The Gowen firm will repre- 
sent Lazy Ikes and other Ike 
lures throughout New En- 


Fort | 





gland, New York, Pennsyl- | 


vania, New Jersey, 
land, Delaware, Virginia and 
Washington, D. C. 


Jules H. Berkley is now 


Mary- | 


operating as a manufactur- | 
ers’ representative at 61 Park | 
Pl., New York 7, N. Y. He 
was formerly sales manager | 
for the Standard-Keil Hard- | 
ware Mfg. Co., Inc., of New 


York. 








Nichols Wire Appoints 
Division Sales Head 


Walter Walsh has _ been 
appointed sales manager of 
the southeastern division of 


WALTER WALSH 


Nichols Wire & Aluminum 
Co., Davenport, Iowa; coin- 
cident with the opening of a 
division sales office in At- 
lanta, Ga. 

Mr. Walsh was formerly 
assistant to the president of 
Kaiser Industries, and prior 
to that time served with 
Owens Illinois Glass Co., as 
a sales representative in the 
south. 


Lesto Tool Service 


Victor J. Krieg, Inc., 51 
W. 52nd St., New York 19, 
N. Y., sole U. S. representa- 
tive of Lesto tools, is now 
operating a completely 
equipped service depart- 


ment to offer users of Lesto | 


saws, shears 
fast, factory-type service. 


and nibblers | 


Salaman Named Sargent | 


Sales Promotion Head 


Roy Salaman has been ap- | 


pointed director of advertis- 


ing and sales promotion for | 


Sargent & Co., New Haven, 
Conn., maker of builders 
hardware and _ tools. 
dore E. Orban, formerly art 
director and assistant to the 
advertising manager, was ap- 
pointed advertising manager. 

Mr. Salaman has been ad- 
vertising manager of Sar- 
gent’s for the past five years, 
and before that covered sev- 
eral sales territories in the 
Mid-West as a company rep- 
resentative. His new duties 
will place him in touch with 


field activities, the direction | 
promotions and | 
work, and | 


of special 
merchandising 
with sales training. 


ROY SALAMAN 
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—the 10¢ line that 


Salls Best 


Seals Best ! 


IT’S TRIPLE-TESTED! 


Scientifically tested by U.S. Testing 
Laboratories, performance-tested by Tip-Top 
Quality-Control Laboratory, result-tested by millions 
of consumers! Repairs leaks in plumbing, 
radiators, tanks... assures speedy, 
permanent, powerful bond to metals, 

wood, glass, leather, tile — almost 
everything! No heat necessary 

—always ready to use. 

Waterproof, gasoline- 

proof, quick-drying. 


10¢ 


per tube 


of CI 4 


Asis A 
gk LIQUID SO 


A PROFIT-BUILDER FOR YOUR COUNTER 


NO. 1296... Colorful 3-wing counter dis- 
play, free with every dozen tubes. 10” high 
x 18” wide. Display can be separated into 
3 individual panels. 


Feature the QK line for maximum markup—maximum profit 


Send for free samples, catalog pages and price lists today. 


Ready to use 4 Liquid 


Solder 


Tip-Top Products Company - Omaha 2, Nebraska 
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Augustus P. Loring, Jr. 


Augustus Peabody Loring, 
Jr., 68, chairman of the 
board of the Plymouth Cord- 


AUGUSTUS P. LORING, JR. 


age Co., Plymouth, Mass., 
died Oct. 1 at his home after 
a long illness. 

Mr. Loring, great grand- 
son of one of the company’s 
founders, has been a director 
since 1913, and served as 
president from 1939 to 1942, 
at which time he was named 
chairman of the board. He 
was instrumental in starting 
the company’s large welfare 
program for employees. He 
also served as president and 
director of the Galveston- 
Houston Co., president of the 
North Texas Co., director of 
the Bay State Corp., director 
of the Boston & Maine Rail- 
road, Fall River Gas Works, 
Houghton-Mifflin Co., Haver- 
hill Gas Light Co., Massa- 


chusetts Hospital Life Insur- 
ance Co., and New England 
Trust Co. 

He is survived by four 
daughters and two sons, 
Augustus P. Loring, 3d, also 
a director of the Plymouth 
Cordage Co., and William C. 
Loring. 


Frederick J. Emeny 


Frederick James Emeny, 
79, vice-president of The 
Deming Co., Salem, Ohio, 
died at his home in Salem 
recently. He had retired 
from active participation in 
company affairs in 1950, but 
continued as an officer and 
director. 

Mr. Emeny’s entire career 
had been spent with Deming. 
In 1902 he was elected a di- 
rector of the company, and 
was appointed chief engineer 
a year later. In 1921 he was 
elected vice-president, which 
position he held until his 
death. 


Vernon E. Vining 


Vernon E. Vining, 63, 
merchandising consultant for 
Westinghouse Electric Ap- 
pliance Division, Mansfield, 
Ohio, died Sept. 29 following 
a stroke. 

Nationally known as the 
Red Suspender Man, Mr. 
Vining was a retail mer- 
chandise selling authority 
and well known in the sales 


News of the Trade 





field as consultant, author 
and speaker. He was the au- 
thor of “Sam’s Selling 
Slants,” and a monthly ar- 
ticle called “Sales Clinic” in 
the Electrical Dealer Maga- 
zine. Between 1936 and 1939 
he was associated with 
Westinghouse, and was also 
a consultant to the U. S. 
Treasury in the sale of war 
bonds and stamps. 


John C. Fish 


John C. Fish, 53, formerly 
sales manager and director of 
the Shelby Metal Products 
Co., Shelby, Ohio, died Sept. 
8. Mr. Fish originated the 
idea of mounting hardware 
items in cards complete with 
screws. 


S. E. Clarkson, Sr. 


S. E. Clarkson, Sr., for 
many years president of the 
Oklahoma City Hardware 
Co., Inc., 31 E. California 
St., Oklahoma City 1, Okla., 
passed away Sept. 16. 


Harry L. Kelly 


Harry Lyman Kelly, 69, 
head of Kelly Hardware Co., 
Marquette, Mich., died on 
Sept. 19 of a heart attack 
following a short illness. In 
1907 he entered the hard- 
ware business with his 
brother. He moved to Santa 
Cruz, Calif., in 1913, work- 
ing as a bookkeeper in a 
hardware store, and later 
opening his own store in 
Modesto, Calif. Returning 
to Marquette in 1917, he 
went into business with his 
hrother. 


William A. Bell 


William A. Bell, 82, presi- 
dent and chairman of the 
board of Yakima Hardware 
Co., Yakima, Wash., died 
Sept. 26, in the Yakima Val- 
ley Memorial Hospital. 

Mr. Bell, one of the found- 
ers of the Yakima Hardware, 


WILLIAM A. BELL 


began his hardware career 
with Seattle Hardware Co., 
leaving that firm in 1892 to 
join the Yakima firm. With 
its incorporation in 1897, Mr. 
Bell was made _ secretary- 
treasurer and general man- 
ager. He became president 
and chairman of the board 
in 1939, holding that position 
until 1951. 


William A. Oxley 


William A. Oxley, 62, 
founder of Oxley Hardware, 
Beulah, Mich., died Sept. 12, 
after a serious illness. He 
was a district executive com- 
mittee member of the Mich- 
igan Retail Hardware Assn. 








Gold Bros. Co. Holds 
Dealer Picnic 


Gold Bros Co., 1729 Su- 
perior Ave., Cleveland 14, 
Ohio, hardware and _ house- 
wares wholesaler, recently 
held a “Get Together Picnic” 
at Geauga Lake Park, Ohio. 
Approximately 1,500 dealers 
and their families attended 
the picnic, as well as 300 
manufacturers, who donated 
gifts for dealers present. 

The company, founded six 
years ago, plans to make the 
picnic an annual affair. 

Officers of Gold Bros. Co. 
include: Irving Gold, presi- 
dent, treasurer, and chair- 
man of the board; Dan Gold, 


vice-president and secretary; 
and Walter Baumoel, sales- 
manager. 


Pratt & Lambert-inc. 
Sales Advancements 


Burton F. Wilkinson, gen- 
eral sales department, has 
been made assistant general 
sales manager of Pratt & 
Lambert-Inc., 75 Tonawanda 
St., Buffalo 7, N. Y., and 
Herbert R. Johnston, general 
sales department, became 
manager of transportation 
sales of the company. 

Mr. Wilkinson joined the 
company as a salesman for 
the central division in 1938. 
In 1941 he was transferred 


to the architectural service 
department of the same divi- 
sion, and in 1942 was made 
priorities manager of the 
purchasing department. He 
became assistant to the vice- 
president and general sales 
manager in 1946, and in 
1950 he was named assistant 
treasurer, which position he 
continues to hold. 

Mr. Johnston, who came 
with the company in 1917, 
advanced through several 
laboratory posts to become 
assistant to the vice-presi- 
dent and general sales man- 
ager in handling technical 
finishing problems related to 
the railroad and automotive 
industries. 


Howe Scale Appoints 
Three Branch Heads 


The Howe Scale Co., Rut- 
land, Vt., recently appointed 
three branch managers. 
Lierd E. Grant was named 
manager of the Los Angeles 
branch, with offices at 1237 
E. 8th St., Los Angeles 21, 
Calif. He will also continue 
as manager of the San Fran 
cisco branch. O. B. Collins 
became manager of the At 
lanta branch, located at 685 
Stewart Ave., S. W., Bldg. C., 
Atlanta 3, Ga., and Jack H. 
Brewer assumed manager- 
ship of the Minneapoli 
branch at 404 Washingto: 
Ave., N., Minneapolis 1 
Minn. 6 
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e found- Ray-O-Vac Co. representatives 
ardware, are shown in a class of the 
recent refresher course on 
“Sellology," a word coined by 
the battery and flashlight com- 
pany to describe modern sell- 
ing. John H. Reese, manager 
of customer relations, leads 
this class, part of the 150 rep- 
resentatives who attended. 
Several sessions were held at 
Ray-O-Vac's main offices, 212 
E. Washington Ave., Madison, 
Wis. 

















Autographing retiring president George 
Hall's red tie is newly installed presi- 
dent of the San Francisco Pot & Kettle 
Club, Walter Stone. Other officers in- 
stalled are: Henry Casey, Rod Adams, 
career ; its oe 2 al Mr. Stone, Mr. Hall, Armand Schwartz, 
re Co., ‘¥ rr, & ’ and Jim Anderson. 
1892 to 
. With 
97, Mr. 
retary- 
1 man- 
esident 
board 
sition 
The 20,000,000th can of Kem-Glo enamel is handed 
A. W. Steudel, right, president of Sherwin-Williams 
Co., 101 Prospect Ave., Cleveland, Ohio, by Dr. 
N. E. Van Stone, vice-president and developer of 
the process. 


Viewing a display featured in the fall and pre- 
Christmas sales campaign at the General Mills 
office, Minneapolis, Minn., are left to right: Bill 
Peters, Pittsburgh; Dennis and Bill Owen, Skane- 
ateles, N. Y.; and Lloyd Hocroffer, Minneapolis. 
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eto? Championship flight winner in the Hardware Golf. Association's 
: golf tournament at the Broadmoor Hotel, Colorado Springs, is E. D. » 
Imboden, Peoria, Ill., of Keystone Steel & Wire Co. 
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The Business Outlook—Markets and Price News 
(Continued from page 14) 


Fair Trade Appears to be Gaining Momentum 


(Continued) 


gone steadily ahead with new Fair 
Trade programs under procedures 
which they believe will meet the 
requirements of existing court 
rulings. 

While the Supreme Court deci- 
sion of May 21, in the Schwegmann 
case, did not have the effect of 
throwing the Miller-Tydings law 
into discard, it did render it ineffec- 
tive as a means of enforcement 
against non-signers in inter-state 
commerce. 

The Supreme Court decision did 
not in any way effect the fair trade 
laws of the 45 states which have 
such legislation but in effect it 
said that manufacturers could not 
force non-signers of contracts to 
comply when the business was 
transacted across state lines. 


Two bills were recently intro- 
duced in Congress to specifically 
correct the weakness of the Miller- 
Tydings law, but because of the 
political atmosphere in the capitol 
the sponsors are discouraged about 
any action on their bills in the cur- 
rent session. 

One of the sponsors of a bill to 
amend the Miller-Tydings Act, Con- 
gressman Norris Poulson (Rep., 
Cal.) told HARDWARE AGE, “Demo- 
cratic leaders are naturally not for 
my bill and with their control of 
this particular committee (Judi- 
cial) it has no chance of passage 
now.” 

Congressman Albert P. Morano 
(Rep., Conn.) likewise holds no 
high hope for the success of his bill 
at this time. He told HARDWARE 


Masback's Join Reo Mower's Fair Trade Program 


R. E. Bradley, Eastern regional manager of the Lawn Mower Division of Reo Motors, Inc., 


Lansing, Mich., receives from E. R. Masback, Jr., 


(seated) vice president in charge of 


purchasing, Masback's Inc., New York wholesale firm, a copy of the Reo Fair Trade contract. 
Watching the transaction are Ralph H. Langsam, (second from left) Masback's sales 
manager, and Don LaPenna, the firm's garden supplies buyer. 
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AGE “The measure has been refer- 
red to the Committee on the Judi- 
ciary but as yet has not been re- 
ferred to any subcommittee for 
preliminary hearings. Indications 
are that no action will be taken 
during this session of Congress.” 

In proposing his bill, Congress- 
man Morano stated that his amend- 
ment “would not force a fair trade 
law on any state but would merely 
prevent the laws already enacted 
by 45 states from languishing on 
the statute books, incapable of en- 
forcement in any situation involv- 
ing interstate commerce.” 

It had been hoped that there 
might be some support for the Fair 
Trade cause from Senator Spark- 
man’s Small Businessmen’s com- 
mittee, but after a rather cursory 
survey this group indicated that 
there wasn’t enough evidence of 
widespread price-cutting to war- 
rant a full scale investigation. 


Sunbeam and Reo Plans 


An effort, in the hardware field, 
at implementing Fair Trade, that 
is attracting wide attention is that 
being made by the Sunbeam Corp. 
on its line of electrical appliances. 
When the Supreme Court ruled 
Miller-Tydings ineffective against 
non-signers in interstate commerce, 
Sunbeam immediately began a cam- 
paign to have contracts signed by 
every outlet for its products. It is 
reported that there are now some 
84,700 contracts in force. Any re- 
tailers who refuse to sign are 
denied further shipments. This firm 
has also instituted a number of 
court actions against violators of 
its price schedule. 

A similar policy is being followed 
on Reo Lawn Mowers. 

There are of course many other 
manufacturers, selling through the 
hardware trade, who are continu- 
ing stringent enforcement of the 
Fair Trade programs that they 
have had for years. 

While there are numerous in- 
stances where manufacturers have 
lost accounts because of their close 
adherence to their Fair Trade poli- 
cies, it is believed that they will 
gain increased favor from other 
retail outlets that prefer to handle 
Fair Trade merchandise. 

Since remedial legislation seems 
to be out of the nictvre for the 
moment, the American Fair Trade 
Council and the Bureau of Educa- 
tion on Fair Trade have decided to 
take the cause of Fair Trade di- 
rectly to the consuming public and 
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to the resellers. These two organi- 
zations are attempting to arouse 
enough interest to impress Con- 
gressmen with the desirability for 
anti-price-cutting legislation. 

The American Fair Trade Coun- 
cil, which historically has worked 
through manufacturers, is calling 
its effort “Operation Restoration.” 
It is making its appeal to all Fair 
Trading manufacturers to make 
similar appeals for support through 
its wholesale and retail outlets. 

The A.F.T.C. is suggesting that 
manufacturers, wholesalers and re- 
tailers take advantage of the Con- 
gressional recess, from about Oct. 
13 to Jan. 6, to make personal con- 
tact with Senators and Representa- 
tives to urge their support. 

The Bureau of Education on Fair 
Trade, an activity of the National 
Association of Retail Druggists, 
aims to mobilize a million retailers 
to work through committees in 
every state, in an educational pro- 
gram to acquaint the public with 
the significance of fair trade. This 
group will attempt to energize the 
the retail trades through trade as- 
sociations. 

There is already a strong group 
of retailers at work in Connecticut 
and similar activity is being organ- 
ized in California, the fountainhead 
of fair trade. 

Last year the Bureau of Educa- 
tion made a test of its public rela- 
tions program in Providence, R. L., 
in an effort to create public inter- 
est. Local committees organized 
public meetings and service clubs 
and similar organizations were in- 
duced to include Fair Trade talks 
and discussions on their programs. 

So, while manufacturers pursue 
their own course of action and or- 
ganizations like the A.F.T.C. and 
Bureau of Education on Fair Trade 
try their national efforts, it appears 
that Congress will not take a more 
helpful attitude until retailers 
make themselves more vocal on 
the subject. 


Sunbeam Signs All 
Jobbers, 84,700 Dealers 


R. P. Gwinn, general sales man- 
ager of the Sunbeam Corp., 
Chicago, has told HARDWARE AGE 
that the company received 84,700 
signed Fair Trade contracts from 
dealers handling Sunbeam prod- 
ucts. All Sunbeam wholesale dis- 
tributors have also signed con- 
tracts, he also announced. 

“Our program to sign up Sun- 
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and help in promoting products. 





Hardware Stores Are Best Outlets for 
Home Freezers, Sales Manager States 


The hardware store is the logical outlet for home freezers, in farm 
communities as well as suburban and metropolitan areas, R. C. 
Graves, sales manager, told about 100 men, representing major dis- 
tributors of Ben-Hur freezers, from all parts of the country, at a 
recent meeting held in Milwaukee. 

Mr. Graves said the hardware dealer has a reputation for quality 
merchandise, for stability and good service and has built a host of 
friends who value his advice in every purchase, large or small. For 
these reasons the hardware merchants have been among the most 
successful of all Ben-Hur freezer dealers, he explained. 

He also explained that a large part of his company’s distributor 
organization is made up of hardware wholesalers and that they are 
doing an outstanding job of selling. 

Hardware wholesalers, he said, 
among dealers, who look to their experienced field men for advice 


have a tremendously loyal following 


Jobbers, and their men, understand 


the needs of dealers and their customers, know merchandising from 
long experience, and pass on this know-how to dealers. 








beam sellers has been very well 
received by 99 pct of the trade 
and it’s just that one percent that 
always causes the trouble and is 
the reason for Fair Trade laws,” 
Mr. Gwinn said. 

He added that his company’s 
main difficulty in enfor¢ing its 
Fair Trade program is “bootleg- 
ging” on the part of dealers who 
signed contracts to other dealers 
who have refused to sign. One 
such case was recently settled in 
Sunbeam’s favor in a California 
court, and a number of other cases 
have been filed in other courts. 

This company is now marketing 
its products with serial numbers 
and records are being kept in an 
effort to prevent transshipping. 
Sunbeam has a universal contract 
system and wholegale distributors 
who sign Fair Trade contracts 
must agree not to make any deliv- 
eries to non-signer dealers. To do 
so would jeopardize their fran- 
chises. 


8,000 Dealers Sign 
New Reo F.T. Contracts 


Signed Fair Trade contracts 
from dealers handling Reo lawn 
mowers are flowing into the office 
of Reo Motors, Inc., Lansing, 
Mich., at the rate of 400 per day, 
and on Oct. 1 the company re- 
ported it had received 8,000 dealer 
contracts. 

At the same time it was an- 
nounced by Reo that 165 whole- 
salers had signed the firm’s new 
Fair Trade contracts and that not 


a single wholesaler had declined 
to sign. The number of dealers 
who declined to sign has been 
negligible, the company reported. 

Some of the larger firms which 
have signed include Masback, Inc., 
New York; Supplee-Biddle-Steltz 
Co., Philadelphia; W. Bingham 
Co., Cleveland, and Hibbard, Spen- 
cer, Bartlett & Co., Evanston, Il. 

A company spokesman stated 
that Reo has not initiated any 
court actions since the inaugura- 
tion of its new contractural policy 
but that it does intend to take 
whatever action is necessary to 
support dealers who have signed 
Fair Trade contracts. 


Increase in Laundry 
Appliance Shipments 


Factory sales of standard-size 
household washers in August to- 
taled 239,081 units, an advance of 
71 pct over 139,799 in July and 
down 37.3 pct from sales of 381,- 
452 washers in August, 1950, ac- 
cording to industry-wide figures 
announced by the American Home 
Laundry Manufacturers’ Associa- 
tion. 

Sales of automatic dryers in 
August were up 53 pct over July, 
aggregating 40,191 units com- 
pared to 26,268 dryers, and com- 
pared to 32,318 units in August, 
1950, a gain of 24.4 pct. 

Factory sales of ironers in 
August were 17,200 units, up 55 
pet from 11,100 sold in July and 
a drop of 59.7 pct from 42,700 sold 
in August a year ago. 


HARDWARE AGE, OCTOBER 18, 1951 





Near 
Mow: 


Amer 
nearly | 
ers this 
W. Gil 
charge 
Corp. 

New 
suburb: 
sponsib 
mand f 
of this, 
annual 
units ir 
to 800, 
estimat 
mowers 
at least 
sold. 


In ar 
the ant 
mowers 
to its | 
tends t 
small p 
to pare 
to con: 
mowers 
continu 
mowers 


Mr. (¢ 
Toro w 
chines 
its line 
produc 
rotary 
duce a 
Snow | 
tional | 


The | 
Minn., 
and w 
18-inch 
The la 
will be 
apolis 
rotary 
plant. 


Outr 
Goo 


Seric 
alumin 
output 
in the 
10 pet 
tion le 
sistant 
tion cc 
ductior 
of the 
ence B 

This 
tion th 
and al 


HARDY 


dealers 
s been 
ported. 
which 
k, Inc., 
-Steltz 
ngham 
, Spen- 
on, Ill. 
stated 
d any 
ugura- 
policy 
» take 
ary to 
signed 


/ 
ts 


“d-size 
ist to- 
nce of 
y and 
’ 381,- 
0, ac- 
igures 
Home 
socia- 


rs in 
July, 
com- 
com- 
igust, 


Ss in 
ip 55 
r and 
) sold 





Nearly a Million Power 
Mowers Being Sold 


American home owners bought 
nearly 1,000,000 power lawn mow- 
ers this year, according to Robert 
W. Gibson, vice president in 
charge of sales for Toro Mfg. 
Corp. 

New homes, and the trend to 
suburban living, are largely re- 
sponsible for the tremendous de- 
mand for power mowers. Because 
of this, the last 10 years have seen 
annual sales grow from 50,000 
units in 1942, to 400,000 in 1949, 
to 800,000 in 1950. Mr. Gibson 
estimates that had more power 
mowers been available this year, 
at least 2,000,000 could have been 
sold. 


In an attempt to meet part of 
the anticipated demand for power 
mowers in 1952, Toro announced 
to its 89 distributors that it in- 
tends to increase production of 
small power mowers. Toro expects 
to pare the present line slightly 
to conserve materials for those 
mowers most in demand, and will 
continue to manufacture large 
mowers at the present rate. 


Mr. Gibson also announced that 
Toro will bring out two new ma- 
chines this year. To supplement 
its line for the home owner, it will 
produce a new 20-inch Whirlwind 
rotary mower, and will also intro- 
duce a new snow plow, the Toro 
Snow Boy, designed for institu- 
tional use and large estates. 


The new Toro plant at Windom, 
Minn., went into operation Oct. 1, 
and will manufacture only the 
18-inch and 21-inch Sportlawn. 
The large institutional machines 
will be produced at the Minne- 
apolis plant, and the Whirlwind 
rotary mowers at the Milwaukee 
plant. 





Output of Consumer 
Goods May Fall 10% 


Serious shortages of copper and 
aluminum may force a reduction in 
output of consumer durable goods 
in the last quarter of as much as 
10 pet under authorized produc- 
tion levels, Walter C. Skuce, as- 
sistant administrator for produc- 
tion control in the National Pro- 
duction Authority told a meeting 
of the National Industrial Confer- 
ence Board in New York. 


This was the first official indica- 
tion that recent cutbacks in copper 
and aluminum have resulted in a 
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FRAMELESS TENSION SCREENS 


It’s a MONEY-MAKER for you—this 
revolutionary new KEYSTONE Aluminum 
Frameless Tension Screen! Cash in on 
today’s great market—thousands of homes 
with double-hung windows need full 
length window screens. Keystone is the 
answer—a low cost, top-quality, new type 
of screen that appeals to your customers 
...and sells fast! 

You sell the COMPLETE screen, 
available in standard and special sizes. 
The user gives you width and height 
measurements and he can install complete 
unit in a few minutes. Sells on sight with 
these advantages: adjustable sill bar for 
tight fit on uneven windows, five strand 
selvage, easily replaced screening, low first 
cost and low upkeep, neat appearance. 
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KEYSTONE WIRE CLOTH CO. 
Dept. H-10, Hanover, Penna. 


Without obligation, send me complete de- 
tails, prices and discounts on NEW profit- 
making Keystone Frameless Tension Screens. 
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Priced for FAST TURNOVER. Plenty of room for your present open stock, Shipping weight 12 Ibs. 
Order todoy thru your wholesoler; or directly from Fuller; we'll ship and bill thru your jobber. 


FULLER TOOL CO., Inc. 905 FAILE ST., BRONX 59, N. Y. 


World's Largest Producers of Unbreakable Amber Handle Tools 





Pisto-Grip BLOW TORCHES 





Features new, safe PistoGrip Handle. Drawn 
steel tank has brazed inserts and electrically 
seamed bottom. Wall blow-proof pump adds 
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situation under which more con- 
trolled material allotments have 
been issued than can be supplied 
in the fourth quarter. ‘ 

He also stated that needs for the 
defense program and for the indus- 
trial resources expansion to sup- 
port it, including the tooling, con- 
struction equipment and the com- 
ponents used in defense production, 
are taking approximately 60 pct of 
the steel supply for the fourth 
quarter. 


August Hardware 
Store Sales Trends 





Aug. 
1951 
from 
July 
1951 


Aug. 
1951 
from 
Aug. 
1950 





CALIFORNIA 
Los Angeles Co. 


CONNECTICUT 


Hartford and 
Tolland Counties —10 — 1 
DIST, OF COLUMBIA 

Dist. of Columbia; 

Arlington Co. and 

City of Alexandria, 

Va.; and part of 

Montgomery Co., Md. — 8 + 8 
ILLINOIS 

Cook County — 3 + 5 


INDIANA 

Adams and Allen 

Counties — 6 + § 
MASSACHUSETTS 

Suffolk Co., and 

parts of Middlesex 

and Norfolk Counties +17 
MICHIGAN 

Wayne County +17 +17 
NEW YORK 

Erie County —4 4-17 

New York City and 

part of Westchester 

County — 8 — 3 

Monroe and Wayne 

Counties + 2 — 4 
PENNSYLVANIA 

Philadelphia Co. 0 - 4 


VIRGINIA 

Norfolk and Prin- 

cess Anne Counties, 

and cities of Nor- 

folk, So. Norfolk 

and Portsmouth —15 + 2 
WASHINGTON 

King County 
WISCONSIN 


Milwaukee and 
Waukesha Cos. — 7 ‘2 
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instalment Credit 
Total Has Big Jump 


There was an increase of $155 
million in the amount of consumer 
instalment credit outstanding in 
August, the largest increase since 
September, 1950, the Federal Re- 
serve Board reported. 

The total outstanding at the end 
of August was $13,060 million, 
which was about a $50 million rise 
over the total at the same time last 
year. However, it was almost $400 
million below the peak reached last 
December. 

The total amount of consumer 
credit outstanding at the end of 
August was $19,306 million. This 
was a rise of $171 million for the 
month and was $464 million above 
the total at the end of August, 
1950. 

Sale credit amounted to $7,254 
million at the end of August. This 
represented an $81 million gain for 
the month but was a drop of $359 
million during the year. Of the 
total sale credit, automobile financ- 
ing accounted for $4,134 million, a 
$73 million increase for August 
and an advance of $27 million for 
the year. 

Charge accounts totaled $3,750 
million at the end of August, up 
$7 million for the month and a 
gain of $114 million for the-year. 





Chain Store Business 
improved in August 


August sales of chain stores and 
mail order houses amounted to $2.5 
billion, a rise of about 3 pct over 
the 1950 level, according to the 
Commerce Dept. There was an in- 
crease of about 2 pct over July 
after adjustment for seasonal fac- | 
tors and trading day differences. | 
As a result of the adjustment sales | 
were about 2 pct above the second 
quarter average and about equal to 
that for the first quarter of the 
year. | 

Chain hardware store sales | 
amounted to $7 million in August, | 

| 





unchanged from June or from Au- 
gust, 1950. The total for durable 
goods stores was $314 million, as | 
against $285 million in July and 
$381 million a year ago. 

For automotive parts and acces- 
sories establishments, the August 
total was $68 million, compared 
with $61 million in July and $67 
million in August, 1950. For build- 
ing material stores the August vol- 
ume was $113 million, as against 
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Fuller's Big 6-pc. 
Gift Box Idea 
gives ie 6 times greater profits 


mre aes aa FULLER'S DELUXE 
aati ere 


IN SIX PIECE SET 


You pay only the bulk 


price for the screw- 
driver. The handsome 
display gift box is 


ONLY i 


SET RETAIL 
















Here it is!—the biggest sales 

making opportunity of the year. Now 

No. 506 you can sell Fuller's fast-moving screwdrivers 

Se? lnciades in units of six for six times saad profits, 

©@ ditver ter Full size unbreakable amber handles. Prechk 

every need. sion ground hi-carbon steel blades. Branded 
and warranted. 


Order today thru your wholesaler. Jobbers: Catalog sheets available for your salesmen. 


FULLER TOOL CO.., Inc., 905 Faile St., Bronx 59, N.Y. 


World's Largest Producers of Unbreakable Amber Handle Tools. 


= a a - ee ™ 
Look what Fuller did with a dime! 


WE ADDED DOLLARS OF 
SALES APPEAL TO OUR NEW 


P| “7 ae DRIVER 
y TOOL SET 


yet it retails at just 10¢ more 
than the amazingly successful 




















"5-in-1" set! 


This Extra Promotable Price 
Meons Quick Turnover! 


A COMPLETE TOOL KIT 


in handy plastic roll 


only $1 50 retail 


Unbreakable Amber Handle with Strong 
Chuck Takes Seven Interchangeable 
Blades. 

Oil hardened, tempered steel blades 
with accurate ground tips. 


@ two biade sizes with recessed 
points for cross-cut screws @ midget 
blade @ cabinet blade o all-pur- 
pose blade @ wood chisel ‘'/2” 
blade @ scratch aw! blade 

it will be the fastest seller on your counters! 


FULLY GUARANTEED 
Order today thru your wholesaler; jobbers: catalog sheets available for your salesmen 


FULLER TOOL CO.., Inc. 905 FAILE ST., BRONX 59, N. Y. 


World's Largest Producers of Unbreakable Amber Handle Tools 
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Puritan Sash Cord . . . like this lass 








... Has advantages galore. 
Choose quality in what you buy 
You're sure of getting more. 


(PW a* 





vw 


oe 


ie 







@ Noted for 
toughness 






3 
% 
a 





@ Extra long 
; SASH COR 

@ Takes severe Ee Py mean 
strain gil y = 





@ Free running 


se 
—— 


Use letterhead to 

request free sample 
hank and information 4 
about the complete f 
Puritan line. Y 


l 
ppAncH MILL | 
: 
] execs IC Ut ATHENS GEORGIA 

. ; or at 


PURITAN CORDAGE MILLS (Manufacturers) Louisville 6, Kentucky 
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$106 million a month earlier and 
$142 million a year ago. Furniture 
and house furnishings stores has 
sales of $26 million in August, $22 
million in July and $32 million in 
August, 1950. 


New Manual Gives 
Best Time to Advertise 


A new merchandising and adver- 
tising planning service designed to 
help retailers build volume and 
overcome the twin current problems 
of high operating costs and shrink- 
ing profits has been launched by 
the Bureau of Advertising, Amer- 
ican Newspaper Publishers Asso- 
ciation. 

Entitled the “Annual Time Table 
of Retail Opportunities,” the new 
service was distributed to approx- 
imately 1,000 daily newspapers 
which comprise the membership of 
A.N.P.A. It is intended to be used 
as a tool for the better timing of 
buying and advertising to coincide 
with periods of peak consumer in- 
terest in the various lines of mer- 
chandise carried in the nation’s 
stores. 

The book gives the key facts 
about the seasonal fluctuations in 
the sales of more than 150 groups 
and items of merchandise during 
1950, on a national basis, and in 
geographic regions of 
varying climatic conditions. 


5% Reduction Made 
On Fluorescent Lamps 


General Electric Co. has notified 
customers of a 5 pct reduction in 
fluorescent lamp prices, effective 
Oct. 1. A brochure sent to custom- 
ers stated that individual reduc- 
tions plus quantity discounts would 
result in savings up to 11 pct 
Quantity discounts are being in- 
creased 2 to 5 pct, customers were 


| told. Reductions included a cut 


from $1.05 to $1 on 40-watt stand- 
ard lamps and from $3.50 to $3.30 
on 8-foot, 114-inch lamps. 


Expansion Bolts Up 
10% in New York Area 


There has been a 10 pct increase 
in prices of expansion bolts by dis- 
tributors and wholesalers in the 
New York area. The increases went 
into effect at different dates but all 
advances were in force by Oct. 1. 
Higher costs of materials and parts 
were blamed for the increases. 
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Fleischmens Sees 
No Pinch in Goods 


Manly Fleischmann, De- 
fense Production Adminis- 
trator, said that it is unlikely 
that the public will feel 
any tight pinch in consumer 
goods “for a long time, if 
ever.” 

He said that although con- 
sumer goods are bearing the 
brunt of necessary cutbacks, 
heavy retail inventories con- 
stitute a cushion against any 
serious shortage of consumer 
durable goods. Producers of 
durable goods, he said, are 
operating at 60 pct of the 
1950 rate but he termed that 
rate “abnormally high.” 

Mr. Fleischmann gaid that 
if Congress should approve 
any of the new and expanded 
military programs now being 
considered “there coulda’t 
help but be further sharp 
cutbacks in civilian produc- 
tion.” 











G.E. Will Replace Old 
Blankets With New 


Under a “service-exchange” pro- 
gram just announced by General 
Electric, an owner of an inopera- 
tive G-E blanket or blanket control 
simply takes it to the nearest 
blanket servicing dealer or dis- 
tributor and exchanges it for a new 
unit. 

Many dealers and distributors 
will be authorized as service cen- 
ters. 

The plan covers all G-E blankets 
made since 1945. Charges will be 
made on blankets no longer covered 
by warranty. If blankets are still 
covered by warranty there will be no 
charge for the replacement of an 
inoperative part. 

On PB-11, PB-12 and PB-15 
blankets, the most recent models, 
the cost of replacing an inoperative 
control of a single unit blanket is 
$5.95, while the replacement of a 
dual control is $8.95. 

If the blanket itself is inopera- 
tive, there is a suggested cost of 
$11.95 to replace a single-bed size 
and $13.95 for a double-bed size. 

All replacements are made with 
deluxe PB-15 blankets and controls. 


A blanket round-up promotion | 
has been started by G.E. distrib- | 
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to make your store HEADQUARTERS for 


R-V-LITE 


ee Oo Sg 
WINDOW MATERIALS 






































KIT CONTAINS 


Colorful Counter Display 
suggests year ‘round uses 
Striking Window Poster 
affords double impact 
Transparent R-V-LITE Banner 
permanent store sign printed on 
R-V-LITE 


oT 4 


TIE IN with R-V-LITE’s intensive Con- 
sumer Advertising program reaching 
MILLIONS of readers of top consumer 
publications and over leading radio sta- 
tions, reaching buyers in your commun- 
ity. Remind those “‘pre-sold”’ prospects 
that your store is headquarters for these a 
all-purpose materials of 1001 uses about 
the farm and home. Use these valuable 
selling helps to make more R-V-LITE 

sales month in and month out. w 


“ae 


pler”’ Folders 
contain actual swatches of all 6 
types of R-V-LITE 

5 Novel Self-sticking Signs 
for wall, door, counter or shelf 
edges 

Newspaper Ad Mat Sheet 
shows wide variety of free mats 
available 






















SELL WINTER COMFORT 
and FUEL SAVINGS 








Feature all 6 types of R-V-LITE for 
Storm Doors and Windows 


and Sunporch Enclosures. 
Ask Your Wholesaler 
for Your FREE Kit Today! 






























ARVEY CORPORATION 
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ANDROCK 


1951 


ONE-PIECE 
_ €=Z cup HOOKS 


Smartly Styled! Well-Shaped! 


Keep a good stock on hand—customers buy 
’em in dozens for kitchens, closets, curtains, 
bathrooms! Durable zinc alloy in nickel and 
brass finish. Packed one gross to a box. 
Have you an ample stock of GRC Wing 
Nuts? Fast-sellers because GRC’s special 
facilities turn them out at a lower price! 
Jobbers: Write today for samples and 
catalog sheets. GRC informative catalog 





5 sizes of Food Strainers 
in matching design. 


5000 LINE OF 


Stainless Steel 





THE WASHBURN COMPANY 


WORCESTER, MASS. ¢ ROCKFORD, ILL. 





cE WAS 


“* 10” Handle Retails $3.95 


[ACO 








FOUNTAIN 
BRUSH 


* SOAKS 
* SCRUBS 
*& RINSES 


bttach fo 
Ga rdean AWose 


* 30” Handle Retails $4.95 
* Moulded Rubber 


Pat. Appl. snap in—enap out feature. 


* 5 Water Jets 
* Attractive Display Package 


COMPLETE MAT SERVICE FREE 
Ask Your Jobber or Write 





Famous from coast to coast for heavy duty and 
utility fountain brushes used by R. R., Bus and 
Truck Fleets. 





sheets show clear prices—clear di ts! 


GRIES REPRODUCER CORP. 


789 E. 132nd St., New York 54 + Phone: MO 5-7400 
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LAITNER BRUSH CO. 


2000 BROOKLYN AVE. DETROIT 26, MICH. 
Established 1855 





KITCHEN TOOLS 


Bright Polished Finish. 
Red or yellow plastic 
handles. 
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utors and dealers “to bring in the 
old PB-5 blankets.” These are the 
models which were produced just 
after the war. These will be re- 
placed with a PB-15 of comparable 
model and color at a cost of $19.95, 
regardless of whether the old model 
was operating or not. Promotion 
pieces are available to dealers. 


Purchasing Agents See 
Leveling of Prices 


Prices seem to be leveling off 
but they are not considered stable, 
according to the monthly report 
of the business survey committee 
of the National Association of 
Purchasing Agents which found 
that the first step-up in general 
business since April occurred in 
September. Buying policy is con- 
servative, the report also stated. 

The report said that when nor- 
mal seasonal trends are taken into 
consideration, the lift from the 
bottom is not indicative of a boom 
in general business for the rest 
of 1951. While it is expected that 
business will be good, much de- 
pends on further acceleration of 
defense output. The purchasers 
observed that price control regu- 
lations continue to be confusing. 
They are not now anticipating 
many price rollbacks. Discussing 
the inventory situation, it was 
stated that many companies are 
reported to be down to, or below, 
economical operating minimum 
levels. 


Keystone Dealer Aids 


Displays, a demonstrator model, 
literature and newspaper mats 
will be available to dealers to tie- 
in their merchandising with the 
new advertising and promotion 
program being launched on Key- 
stone Aluminum Frameless Ten- 
sion Screens, made by the Key- 
stone Wire Cloth Co., Hanover, 
Pa., and Fostoria, O. The new 
campaign stresses easy installa- 
tion. 


Universal Promotion 


Landers, Frary & Clark is using 
a unique “Convince Yourself” 
demonstration campaign on_ its 
home cleaning equipment for 90 
days. Under the plan the consumer 
either comes to a Universal dealer’s 
store or has a cleaner delivered to 
the home on a free trial basis. As 
a reward, a floor polisher, valued 
at $21.95, is given free with the 
purchase of a cleaner. 
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VICHEK ' 


| SOFT FACE | 
HAMMER / 


ITS MANY USES 
MEAN GOOD SALES 


For driving bushings and wrist 
pins ... for body bumping and 
aeronautical repairs .. . for the 
assembly of fine furniture, and 
many other uses—a quality tool. 


Will not mar the surface of 
aluminum orothersoft materials. 
Yet —this finely balanced soft 
face hammer has the driving 
power of an equal weight, 
standard machinist hammer! 


Expertly designed and made — 
drop forged head, polished and 
plated, hickory handle, striking 
faces of tough specially com- 
pounded plastic. 


A good item to feature. 


A fitting companion to the famous Vichek 
Ball Pein Hammer. , 


THE VLCHEK TOOL COMPANY 


3001 East 87th Street * Cleveland 4, Ohio 


VLCHEK 


S A COMPLETE LINE OF §& 
® HIGH-GRADE FORGED TOOLS } 


‘ 
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| Broom Industry Story 
_To Be Shown on TV 


| The story of the broom industry 
| is scheduled to be told on tele- 
vision from coast to coast begin- 
ning in mid-October, when the 

| National Association of Manufac- 
turers’ industrial newsreel “In- 
dustry on Parade” is shown on 
some 56 major TV stations. 

The broom pictures are one of 
three stories about industry that 
constitute the NAM’s reel No. 52, 

| to be telecast in different cities at 
different jours. An_ estimated 
audience of 10,000,000 will see the 


| telecast. 


| The pictures show how broom- 

| corn is harvested in the fields near 

| Arcola, Ill., and then converted 

| into the finished broom. Produc- 
tion scenes were shot in a factory 
at Mattoon, Ill. In the picture, it 
is pointed out that a short crop of 
broomcorn this year is respon- 
sible for the current high price of 
the finished product. 


| Loans to Retail Trade 
| Were High in August 


| The $124,000,000 rise in commer- 
| cial, industrial and agricultural 
loans at weekly reporting member 
banks of the Federal Reserve Sys- 
tem in the week ended Aug. 22 was 
accounted for entirely by a rise in 
loans to the retail trade, the board 


| 





reported. An increase of $128,000,- | 


000 in loans to wholesa!e and retail 
trade was entirely in the retail por- 
tion, it was stated. It occurred in 
practically all districts with the 
larger increases being reported in 
the New York and San Francisco 
districts. 


Few New Car Owners 
| In First Half, 1950 


A total of 2,808,566 new auto- 
mobiles were registered in the first 
six months of this year as against 


2,829,937 in the same 1950 period, | 


R. L. Polk & Co., Detroit, reported. 


The downtrend which has marked | 


registrations since May, continued 
through July, 
| Gas Heater Shipments 
Top 1950 Level 


Shipments of gas water heaters 
| totaled 1,278,000 units during the 
| 


| first seven months of 1951, the Gas | 


| Appliance Manufacturers Associa- | 












MEANS R 


Eastern pattern 
16 gauge scoop... 


Quality — 
satisfaction — 
brings ‘em back 
for more 





Available in Arrow, Bull's 
Eyeand Gold Target Brands 
—non-splittitfg, non-curling, 
normalized steel blades— 
seasoned ash handles and 
precision balance.Theyall add 
up to one thing—customer sat- 
isfaction. And when they aresat- 
isfied, they'll be back for more! 


And remember, there’s no in- 
ventory confusion when you 
stock Magor’s simplified line. 
Write today for illustrated 
price list. 
















MAGOR 
CAR CORPORATION 
SHOVEL DIVISION 


50 CHURCH ST., NEW YORK 7, N.Y. 
ee 


@ 7294 


FAST 
SELLING 
MAGOR 
BRAND‘ 


it happens all the time. Once a man uses a 
Griffin Hack Saw Blade, he comes back for more. 
When they keep coming back — you've got your- 
self a satisfied customer. 


Long Lasting Sharpness is one 
good reason why Griffin 
blades make for happy cus- 
tomers. Griffin does produce 
good blades — they've been 
making the highest quality 
saw blades since 1880. Ask 
your jobber or write us — 


prod? 
s 
ot* nd ss 
yer me bs gnorPn 
gg al 
a Display packed 
at no extra charge. 


GW. GRIFFIN CO. 
Franklin, New Hampshire 


General Sales Agent 
JOHN H. GRAHAM & CO., INC. 
105 DUANE ST. © NEW YORK 8, N. Y. 

















tion reported. This compared with 
1,237,100 in the same 1950 period. 


Shipments in the first half of this | 


year totaled 1,167,700 units, as 


compared with 1,039,600 in the first | 
six months of 1950. Shipments of | 


electric storage water heaters in 


the first half totaled 535,200 units, | 


as against 449,100 in the similar 
1950 period. 


Offer Designs for 
Displays for Plastics 


An additional feature this year, 
of the continuing merchandising 
program of the Dow Chemical Co. 


| on its line of polystrene house- 
| wares, is an offer of a series of 
basic designs for display fixtures. | 


The designs, through variations 
in dimensions, can be adapted to 


| large or small stores handling 
| plastic housewares. 


Blueprints for these are avail- 


| able to retailers upon application 


and without cost from the plastics 

merchandising section of the Dow 

Chemical Co., Midland, Mich. 
Polystrene is expected to be in 


| better supply due to additional 


production facilities. 

“Mass display, color variety, 
eye-level display, see-through 
shelving, and overhead lighting 
build volume sales on plastic 
housewares for the retail store,” 
Amos Ruddock, of Dow’s plastic 


| merchandising section, told a con- 


ference of trade press editors in 


New York. 


There are now 110 plastic 
housewares molders participating 
in the merchandising program, with 
over 300 products. 

Five new colors of Styron plas- 
tic were recently made available 
to the plastics molding industry. 
These are dark green, soft gray, 
chartreuse, blue spruce, and 
canyon clay. 


PLASTICS CENTER 


One of three basic designs 
for display fixtures. 
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20% of August 1950 


August television production p P 
amounted to about 20 pct of th N th 
output in the same 1950 month, re- eres 0 er wi eee 


ported the Radio-Television Man- 


ufacturers Association. The Au- 
gust, 1951, total was 146,705 sets, 
compared with 720,600 sets a year 
ago. Output of radio receivers in KESTER 
August totaled 563,407 sets, com- 
pared with 1,303,700 units in Au- SOLDER 
gust, 1950. 
Radio and TV set production 
as 


has been falling off steadily since 
March. The August total for TV 
output was the lowest for any 
month this year. 

For the first eight months of 
this year production of television 
receivers amounted to 3,633,516 
sets, which was 13 pct under the 
total for the same 1950 period 
when it amounted to 4,184,000 
sets. Production of radio receivers 
for the eight months totaled 
8,977.232 sets, compared with 
9,303,000 sets a year ago, a 3.5 
pet drop. 





Manufacturer Seeking 
Plastic Labeling Act 


Blossom Manufacturing Co., 
maker of transparent waterproof 
products and plastic films, * has 
started a plastic labeling campaign, 
due to the need for some kind of 
identification program. Identifica- 
tion is necessary, the company be- 
lieves, because of what is termed Why Kester Solder Sells On Sight 
a widespread practice of ambiguous Kester Solder sales are spurred by a vast 
advertising and often misrepresen- 
tation in weight and description of 
plastic products. The company magazines. Also, your customers know, 
hopes that its program will spur through long experience, that Kester does 
passage of a plastics labeling act 
similar to the Wool Labeling Act. 





national advertising campaign in consumer 


a perfect job every time. 


Sparkling New Counter Display Carton 


e ° "44944; Kester Metal Mender and Radio Solder, 
Of Plumbing Fixtures METAL MENDER fast sellers, still at a nominal price, now 


Plumbing fixture shipments by SOLDER ~ in their new display carton. 


8% Drop in Shipments 


manufacturers totaled $87.3 mil- FREE OFFER: Now available for your 
lion in the second quarter, as customers “Soldering Simplified” 
against shipments of $95.4 million - = Kester’s new 16-page, how to solder 
in the first quarter, an 8 pct drop, ee booklet. Send for your supply now. 
reported the Census Bureau. How- ; : 
ever, it was a 22 pct rise over |. - 
shipments of $71.7 million in the VN cestel Kester Solder Company 
second quarter of 1950. \ TER a oe 4207 Wrightwood Ave., Chicago 39, Ill. 
Shipments of cast-iron plumbing : nF Newark, New Jersey * Brantford, Canada 
fixtures, valued at $40.9 million, rn 
made up 47 pct of the total value 
of the total during the second 
quarter. Vitreous-china fixtures, 


AciD CORE 
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DIETZ COMET 
Red Enamel 
Finish 





DIETZ No. 2 D-LITE 
Blue Gray Enamel Finish 


EVERY HOME NEEDS 
A DEPENDABLE 
STAND-BY LIGHT 


for darkness without warning 
or unexpected emergencies 


Gas 


SYRACUSE 1, N. Y. 
OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 











the |, 
an 


puller 







HC-70 
with CD-70 
Counter Display 





mere is a new tool that handymen, small 
shops and service men buy on sight. A drop 
forged, heat treated, alloy steel, gear and 
— puller... that makes touch jobs easy 
hay every household can afford. | 
CD-70 Counter Display Carton carries 6 
individwally boxed No. oe ,Pul lers (Dia. 
5V2"'; Reach 3''; Screw '/2"" 
On your counter or in your Sane this dis- | 
jean Ay carton will bring you extra sales and 
pr 


Write for Catalog Sheet and name of your 
nearest jobber. 


ARMSTRONG-BRAY & CO. 





5348 Northwest Highway, CHICAGO 30,U.S.A 


valued at $29.5 million, made up 
34 pet and steel plumbing fixtures 
accounted for 17 pct. 

The number of service sinks 
shipped was up 20 pct and wash 
sinks showed a 12 pct rise over the 
first quarter. Large declines were 
shown by kitchen sinks and sink 
and laundry tray combinations. 


$14 Billion Saved by 
Consumers Last Year 


Consumers managed to put away 
some funds last year in spite of the 
big buying wave which followed 
the outbreak of hostilities in Korea, 
according to the Federal Reserve 
Board’s 1951 survey of consumer 
finances. 

Savings of consumers last year 
were put at $14 billion, as com- 
pared with $9 billion during 1949 
when there was a decline in busi- 
ness. Last year’s total was the 
largest since 1947. 

Data collected in the survey in- 
dicated that about 61 pct of U. S. 
“spending units,’ which represent 
individuals, families or household 
groups which pool their funds, 
saved some of their 1950 income, 
as compared with 60 pct a year 
earlier and 63 pct in 1948. 

“Dissavers,” or those who spent 
more than they took in, constituted 
about 32 pct of the consumers last 
year, as against 34 pct in 1949 and 
31 pet in 1948. 

“This decline in dissaving,” the 
board said, “reflected widespread 
increases in income that outweighed 
increased consumer expenditures 
for automobiles and other consumer 
durable goods as well as an increase 
in expenditures for non-durable 
goods and services.” 


Lower Inventories in 
Hard Floor Coverings 


Improvement in retail sales of 
hard surface floor coverings recent- 
ly has resulted in a substantial re- 
duction in inventories. Orders from 
dealers are now reported to be for 
regular mill offerings principally. 
For the past few months, especially 
in the latter part of August, order- 
ing was largely for socalled dropped 
lines. There were many retail pro- 
motions featuring this off-price 
merchandise. 

Only small quantities of dropped 
lines are now reported to be avail- 
able and where there have been spe- 
cial promotions during recent weeks 
they have featured regular lines. 











QUICK PROFIT 


For Hardware Stores in 


DAISY 


BLUE RIBBON 
CEMENT-ON SOLES 





Blue Ribbon Soles stick 
tight till worn cut. Give 
wonderful satisfaction. 
On 4 color display card. 
Fast sellers. For men, 
women, children. Write 


for DAISY Price List 


and new catalog. 


SCHACHT RUBBER MFG. CO. 


Dept. H, Huntington, Indiana 

















_— 


Gripper vit dy 


Registered U. 6. Pet. Ofies 
Small and large 
sizes for holding a 
tools, garden im- 
plements, ff 
kitehen utensils, 
etc. Black finish. 
Packed on cards 





lars on request. 


@ GIBSON GOOD TOOLS, INC. e 
Box 268 Orange, Mess., U.S.A. yo 

















Bewildered ?? 


... then read . 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. Here 
are accurate, authentic, 
easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
dealers. This helpful 
feature in each issue 
is another reason why 
HARDWARE AGE is 
the No. 1 choice of hard- 
ware dealers through- 
out the nation. 
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New Aluminum-Plastic 
Container Material 


A new product, a blend of plas- 
tics with aluminum foil, is a new 
packaging material that is expected 
to relieve the current shortage in 
tin. 

Production of the new material 
by the Reynolds Metals Co., Rich- 
mond, Va., has started already but 
all the present output will go to fill 
the requirements of the armed 
forces. 

The new development may be- 
come as important as the synthetic 
rubber program of World War II 
says R.F.C. Director W. Stuart 
Symington. Tin, like natural rub- 
ber, is one of the few materials 


vital to defense, which this country | 


does not produce. The price of tin 
jumped more than 500 pct during 
the first few months after the start 
of the Korean war. 


Metal Awning Makers 
Appeal for Aluminum 


Small manufacturers of metal 
awnings were preparing to appeal 
from tne sharp reduction in allot- 
ments of aluminum for the fourth 
quarter, stating that they aver- 
aged only 15 pct of use during the 
base period. They said this was 
sharply lower than average alumi- 
num allotment for all industry of 
48 pct. They cited comparisons 
with the makers of washing ma- 
chines who got allotments of 60 
pet of the base period, automobile 
manufacturers, who received a 65 
pet allotment and furniture manu- 
facturers with 50 pct. 

The fourth quarter allotment for 
storm sash makers was also cut 
sharply to 35 pct of the base period. 


21/2 Million TV Sets 
Shipped in 7 Months 


The Radio-Television Manufac- 
turers Association reported a total 
of 2,588,816 TV sets shipped to 
dealers in counties in 40 states 
and the District of Columbia 
during a 380-week period ending 
July 27. 

The report covered all counties 
in which 25 or more sets were sold 
during the period. The break- 
down by states follows: 

Alabama, 16,839; Arizona, 5,828; 
Arkansas, 4,259; California, 210,- 
137; Connecticut, 67,804; Dela- 
ware, 7,566; District of Columbia, 
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WHAT'S NEW? 






It’s 
ALASKA 
for ’52 


The finest line of household and 
commercial freezers made. Modern 
design. Streamlined beauty. Dura- 
ble construction. Outstanding value. 
Easy to sell. Steady turn-over. 
Good profit margin. 


Write for full particulars, 


models, sizes, prices, etc. 

















8 Fully Vented Heaters 
15,000 BTU to 85,000 BTU 
* 


20 Unvented Heaters 
10,006 BTU to 50,000 BTU 


AGA approved for 
natural, liquefied and 
manufactured gases 





Over 45 years 
stove experience 
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Write your jobber or direct tor complete catalog 
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EAVER 
model-A 


is\ 


ALWAY 


NEWS! 


Performance is what counts in a pipe 
machine . . . and, successful perform- 
ance is always news .. . year after year. 

Beaver Model-A Pipe and Bolt ma- 
chine gives you quick, clean threads, 
precision cutting and reaming. It is right 
handed with all controls in front. You 
get 50% greater working space, gear 
driven power in abundance, and a full 
range from Y% to 2 inches. 

Reversible Universal motor, safety 
“shear pin,” rack and pinion feed, self- 
centering wheel and roller cut-off, heavy 
duty chuck, adjustable opening die 
heads, interchangeable die segments 
and an easily accessible oil pump... 
all add up to top performance. 

For more information on successful 
pipe tool operation . . . write for catalog 
on the BEAVER line today. 


BERNER 


PIPE™TOOLS 


234-300 DANA AVE., WARREN, OHIO, U. S. A. 


236 








| 


28,301; Florida, 25,416; Georgia, 
27,090; Illinois, 182,269; Indiana, 
76,175; Iowa, 39,499; Kansas, 
8,611; Kentucky, 21,872; Louisi- 
ana, 13,257; Maine, 2,307; Mary- 
land, 49,017; Massachusetts, 


121,210; Michigan, 141,524; Min- 


nesota, 36,610; Mississippi, 1,128; 
Missouri, 67,066; Nebraska, 21,- 
378; New Hampshire, 8,271; New 
Jersey, 129,462; New Mexico, 
2,107; New York, 433,523; North 
Carolina, 32,414; Ohio, 244,533; 
Oklahoma, 22,025; Pennsylvania, 
275,735; Rhode Island, 21,811; 
South Carolina, 8,171; Tennessee, 
19,786; Texas, 55,585; Utah, 9,850; 
Vermont, 1,285; Virginia, 30,520; 
Washington, 24,236; West Vir- 
ginia, 15,522; Wisconsin, 40,818. 


TV Makers Urged to 
Give 90-Day Warranty 


The Radio-Television Manufac- 
turers Association was urged to 
establish a “clean cut, 90-day 
(parts) warranty with no exten- 
sions, effective as of date of actual 
sale,” by the Eastern division of 
the National Alliance of Television 
and Electronic Service Association 
at a meeting in New York City. 


RCA Official Predicts 
Shortage in TV Sets 


The possibility of shortages in 
quality television receivers by the 
middle of December was seen by 
J. B. Elliott, vice president of the 
RCA Victor division of RCA, who 
reported an improvement in sales 
of sets. Material shortages will 
cause heavy cutbacks in production, 
he informed a group of eastern and 
midwestern department store exec- 
utives. 

Scarcities of materials and com- 
ponents will sharply affect the out- 
put of sets for the balance of this 
year and the impact will be even 
harder in the first half of 1952. 

He estimated output of television 
receivers for the rest of this year 
would amount to about 1,500,000 
sets. Production thus far this year 
has amounted to about 3,750,000 
sets. He put output in the first six 
months of 1951 at 1,800,000 sets 
and for the last half about 3,000,000 
sets, due to a partial solution of 
shortage problems. This would 
make a total of 4,800,000 for 1952, 
compared with a little over 5,000,- 
000 anticipated for this year and 
7,500,000 in 1950. 

(Resume reading on page 15) 





STATEMENT OF 


THE OWNERSHIP, MANAGEMENT, AND CIRCULATION 


REQUIRED BY THE ACT OF CONGRESS OF AUGUST 24, 1912, AS AMENDED 
BY THE ACTS OF MARCH 3, 1933, AND JULY 2, 1946 
(Title 39, United States Code, Section 233) 


OF HARDWARE AGE, published bi- 
weekly at Philadelphia, Pa., for 
September 24, 1951. 


1. The names and addresses of the 
publisher, editor, managing editor, and 
business managers are: Publisher, 
Chilton Co., Inc., 100 East 42nd Street, 
New York 17, N. Y.; Editor, William 
A. Phair, 100 East 42nd Street, New 
York 17, N. Y.; Managing Editor, 
Kenneth A. Heale, 100 East 42nd 
Street, New York 17, N. Y.; Publisher 
and Business Manager, Leonard V. 
Rowlands, 100 East 42nd Street, New 
York 17, ¥. 


2. The owner is: If owned by a cor- 
poration, its name and address must be 
stated and also almost immediately 
thereunder the names and addresses of 
stockholders owning or holding 1 per- 
cent or more of total amount of stock. 
If not owned by a corporation, the 
names and addresses of the individual 
owners must be given. If owned by a 
partnership or other unincorporated 
firm, its name and address, as well as 
that of each individual member, must 
be given. 

Holders of more than 1 per cent of 
the capital stock outstanding of Chil- 
ton Company: Mary M. Acton, 260 
Sycamore Avenue, Merion Station, Pa. ; 
Mrs. Beulah Fahrendorf, 59 Drake 
Road, Scarsdale, New York; Dorothy 
S. Johnson, 1115 Fifth Avenue, New 
York, N. Y.; Mabel M. Musselman, 260 
Sycamore Avenue, Merion Station, Pa. ; 
John Blair Moffett, 1608 Walnut 
Street, Philadelphia, Pa.—Agent for 
J. Howard Pew, J. N. Pew, Jr., Mabel 
P. Myrin, Mary Ethel Pew: Ethel G. 
Breen, Trustee u-w of Charles W. 
Anderson, Old Greenwich, Conn. — 
Beneficiaries: Robert C. Anderson, 
Percival E. Anderson, Charles W. An- 
derson, Jr., Annie L. Clark; Elizabeth 
J. Bailey and Ellwood B. Chapman, 
Trustee Estate of James Artman, De- 


ceased, 930 Real Estate Trust Build- 
ing, Philadelphia, Pa.—Beneficiaries: 
Franklin Artman, Vera Watters, Alvin 
C. <Artman, Elizabeth J. 

Marion A. Pratt, George H. 
assignment, Edwin Moll, 

ment; Frederick S. Sly, 149-40 35th 
Avenue, Flushing, Long Island, New 
York; Mabel M. Musselman, Mary M 
Acton & John Blair Moffett, Trustees 
u-w of Clarence A. Musselman, De- 
ceased, 1608 Walnut Street, Philadel- 
phia, Pa.; Charlotte M. Terhune, 160 
E. 48th Street, New York, New York. 

3. The known bondholders, morta- 
gees, and other security holders owning 
or holding 1 per cent or more of total 
amount of bonds, mortgages, or other 
securities are: (If there are none, so 
state.) None. 

4. Paragraphs 2 and 3 include, in 
cases where the stockholder or security 
holder appears upon the books of the 
company as trustee or in any other 
fiduciary relation, the name of the per- 
son or corporation for whom such 
trustee is acting; also the statements 
in the two paragraphs show the affi- 
ant’s full knowledge and belief as to 
the circumstances and conditions under 
which stockholders and security holders 
who do not appear upon the books of 
the company as trustees, hold stock 
and securities in a capacity other than 
that of a bona fide owner. 

5. The average number of copies of 
each issue of this publication sold or 
distributed, through the mails or other- 
wise, to paid subscribers during the 12 
months preceding the date shown above 
was (This information is required from 
daily, weekly, semi-weekly, and tri- 
weekly newspapers only.) 


LEONARD V. ROWLANDS 
Publisher and General Manager 
Sworn to and subscribed before me 
this 24th day of September, 1951. 
ae A. Gatzenmaier 
My commission expires March 30, 1952. 
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“BATHROOM 
JIGGLERS” 


NEED IT! 


Stops Dripping Toilets, 
Ends Water Waste and 
Aggravation! 


eet r 











ARDMORE PRODUCTS CO. 
ARDMORE, PA. 
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Clean - Safe 


Keep Sidewalks 


Goodwill, Good Profits 
are Yours for the Taking 


Make the weather work for you. At first sign of 
snow, sleet or ice storm get out your STERLING 
Auger-Action ROCK SALT—display it. Offer tie-in 
sales —feature STERLING ROCK SALT with snow 
shovels and scrapers. 

Alert merchants who have followed this plan 
say it builds goodwill that lasts the year through. 
It labels your store as the place that always has 
what the customer wants—when he wants it. And 
remember—when a customer asks for STERLING 
ROCK SALT—he wants it then and there. 

He'll ask for Sterling, too. For we tell him about 
Sterling over 33 daily weather report broadcasts 
—warn him of snow and ice before the storm hits. 

Stock up now with STERLING Auger-Action 
ROCK SALT, 10 and 100-lb. bags. Write us for 
FREE Tie-in Posters selling snow shovels and 
Sterling. It’s an easy way to gain good profits — 
and year-round goodwill no money could buy. 


«Sed PIS £5. 140. 
ogame ren 
ose BS? r 


AUGER-ACTION 


ROCK SALT 


oe International Salt Company, inc. 


Scranten 3, Pa. 








“Some 15,000 employees 


in all branches of our 





organization are taking 





advantage of the 





Payroll Savings Plan...” 












SPENCER LOVE 


Chairman of the Board, Burlington Mills 








**The Payroll Savings Plan is one of the important personnel services offered to the em- 
ployees of our company. At the present time some 15,000 employees in all branches of our 
organization are taking advantage of this splendid plan for systematic savings. In times 
of national emergency this plan assists in stabilizing the economic life of the employee, 


the community and the nation.” 














Last call for the 1951 Defense Bond Campaign! ture and at the same time, help to maintain America’s eco- 
While the campaign was scheduled for six weeks, nomic security—put an application blank in their hands. 
beginning Labor Day, the accounting period will include  , ors 
all Payroll Savings Plan bond purchases and enrollments Results of a few recent i mana gn 
; Ps i : ' Firestone Tire and Rubber Company (40,000 employees), 87’ 
in Se ptember and October. participation; Universal Atlas Cement Company, 67.8% of 
If you haven’t conducted a person-to-person canvass to 4,789 employees . . . Martha Mills, 71% of 2,200 employees . . . 
put a Payroll Savings Blank in the hands of every man Lit Brothers, 52% of 3,600 employees . . . Delta Air Lines, 65% 
: : p py S of 2,100 employees; Aerojet Engineering Corporation, 78.1% 
and woman in your company there is still time to join the of 2,000 employees . . . Brown-Lipe Chapin Division of General 
thousands of companies which have added nearly a Motors, 87% of 1,750 employees; Fabricast Division, General 
pice cate het Motors, 85% of 1,700 employees. 
million employees to the Payroll Savings Plan through ; 
i igri in apa Person-to-person canvasses now under way include: 
person-to-person canvasses. Satie 
Phone, wire or write to Savings Bond Division, U. S. i “oo 
ee ee ae ae 10: Radio Cerporation of America... . 2.711. 
— ae —_ a oe ape” Owenwilineis Gest addled deiatiededes m7 
ashi . = State Di ill give y Cudahy Packing Company ..........--..-- 17,000 
ashington, D. our tate irector will give you a es” lll ett 17,000 
the help you need—application blanks, posters, envelope ine atk? oon beds & 6 08 2 6,750 
° Owens-Corning Fiberglas Corp. . . . . . 2 1. sw ee eee 6,500 
stuffers, personal assistance. White Motor Company... . . . i pee ae 6,500 
, . ‘ oso so 6: 6s 0 6 Se ee 5,700 
Give your employees an opportunity to save for their fu- 





The U. S. Government does not pay for this advertising. The Treasury De- 
partment thanks, for their patriotic donation, the Advertising Council and 
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HARDY 


USE toooe_st 
SSSe8S8eahe 


OLIN flashlights made from Brass—not tin or steel— 
sold under brand names WINCHESTER and BOND 
—normally last 3 times longer! See your whole- 
saler's salesman for details. Above flashlights 
retail for $1.59 and $1.39 each, without batteries. 


6 INGE 
Uk 


VOROll ras 


OPENS ANY SIZE 
SCREW-TOP JAR 


A ready seller for a 
Teltlelameyel-allale Molo MaMa ial= 
kitchen. An item that cus 
tomers pick up, test and 
buy on their own. Free 


colorful counter display 


Thousands of Users Say 


“Rapid is the World’s Best 
Slaw and Vegetable Cutter” 
3 Popular Types and Prices _ Pores 


Sell From Free 
Counter Merchandiser 


Now that top quality metals are 
again available, Rapid is back 
in quantity as well as quality 
production. With the same 
pre-war quality you can 
count on “Rapid” to outsell 
as before every other 
competitive cutter. 
Suggested Retail Prices 

No. 6—75 cents 

No. 8—95 cents (Safety 

guard included) 
No. 10—$1.25 DeLuxe or 


Gift Model (2 shredders, slicer, 


grater and safety guard) 
Nos. 8 and 10 are individually 
boxed. Free counter merchan- 


HEAVILY 
PLATED 


HAMMER 
TEMPERED 


CUTS+GRATES 


SLICES 
* 


diser included with each dozen. GUARANTEED 
HARP 


MAKES EXCELLENT Fm 10 TEARS 
CHRISTMAS PRESENTS 
Order at liberal discount from 
your regular jobber or direct 


(with jobber’s name) Dept. HF. 


BLUFFTON SLAW CUTTER COMPANY. 


BLUFFTON, OHIO 


The WRIGHT name is 
your guarantee of top 
quality in galvanized 
hardware cloth. Care- 
fully woven,. heavily 
and brightly galvanized, 
a Wright quality prod- 
uct all the way from 


rod to you. 


atten enn” 
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; F WRIGHT WIRE CO 


WORCESTER: MASS. 





























INDUSTRIAL SNIPS 


KRAEUTER & CO., INC. 


KRAEUTER 


ASK ANY MECHANIC" 


INDUSTRIAL PLIERS 


585 - 18th Ave., Newark 3, New Jersey 














ARTHUR I. PLATT CO. 


‘Fairfield, Conn. 








FINGER GRIP ADJUSTABLE CLIPS 


. for parking things where you use them. 


% Fasten to any 
% Can be adjusted 


%*& Packed 


Popular Retail Prices 





woodwork 


in a jiffy 
in at- 


tractive display 
boxes 


Small — 3 for 10c 

Med.—8c, 2 for 15¢ 

Large — 10¢ 
Favorite with home 
workshop fans. 


ASK YOUR JOBBER 
—OR WRITE. 














HOME ESSENTIALS CORP., 


















4iGH POSITION 





ADJUSTABLE TO 
3 POSITIONS 


FITS ALL TUBS 


CAN'T SLIP 
LIST 
PRICE $495 


305 N. FRONT ST., COLUMBUS, OHIO 








F retails $1.89; No. 251: 


FOR HARD OR SOFT WOOD 
Cuts easier — simplified design, no blade-slippage. Chrome 
\A\. vanadium steel blades, all chromed body. Quick, accurate 
; adjustment; agg oeaoaeA leod acrew. No. 250: %’-1%", 
, retails $2.19. Guaranteed. 





1"-2%%", 





FOR METAL, WOOD, PLASTICS 
One Clark Adjustable Hole Cutter replaces several fixed 
diameter cutters. High speed steel blade cuts clean, fast 
holes. Fits drill press, portable drill or hand brace. Easily 
set for any diameter. No. 100: ‘s’-1%", 
retails $3.95. Guaranteed. ; 

padlasivedt res ADVERTISED © SEE YOUR JOBBER OR WRITE DEPT. 
ROBERT H. CLARK COMPANY, Beverly Hills, California © Manufacturers of Fine Precision Cutting Tools 














retails $2.95; No. 101: 


HA-10 














WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 


90 DIFFERENT MAKES 


Single, Double, Triple, 
Instantaneous, Multi-Coll 4 


Send for Catalog ‘*" 


DORMONT MFG. CO. 
1314 High Street 


Pittsbargh, Pa. 








— 









by MULTI-SIZE 
SCREW 
te De curs 





Sa) 


D.H.D. HAMMER DRIVE ANCHORS 


== am 


ASK FOR CATALOG. 
DIAMOND EXPANSION BOLT CO., 
DEPT. H.A. © GARWOOD, N. J. 


INC. 

















A DIFFERENT 
Wood Joint 
TIGHTENER 


CHAIR-LOC 
LIQUID."*SWELLS 
wood joints 
TIGHT.”’ For Fur- 
niture, Tool Han- 
dles. Many other 
uses. Doz. in at- 
tractive display. 


'¥ 


CHAIR -LOK 


Write your wholesaler for a free »ample. 








THE CHAIR-LOC CO., Lakehurst, N. J. 











‘CHAIRS IMMEDIATE ° 


DELIVERY! 
All types, wood and 

steel in stock. 
Also Folding Tables 

State requirements! 


Write us when 
you have in 
quiries from 
churches, 


schools, clubs, 
ete. 
1142 Broadway 


e ADIRONDACK CHAIR CO. n.¥.0°x"Y. 
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ttle @EASIER TO USE 
SUNSHINE #LASTS LONGER 
* CLEANS BETTER 


FRENCH PROCESS 


ASK YOUR JOBSER 








CHAOS |g oa 
MADE IN USA DOUBLE VALUE TO THE 
¢ DOUBLE OUTY x * CONSUMER 





MOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 








Ball 






METAL FLOATS 


3° to 12" diameter 
ball floats of cop- 
per or stainless 
steel for open 
tank to I50# 
pressure In stock 
—specials of 
various metals 
made to order. 


ARTHUR HARRIS & CO. 
212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 
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THE NEW Columbiana 
CAM-LOCK HYDRANT 
"*Sold the Werid Over"’ 

Here's a fast-selling new Cam-Leek Hy 
drant for Gse on pressure Hnes. Sturdily- 
bullt with few moving sarts, this Colum- 
blana Hydrant has no springs to rust eut 
its many new features inelude: 

% ONE-PIECE BRONZE VALVE BODY 
* i CORROSIVE VALVE ASSEM- 


LY 
* ANTI- aesee ACTION 
* CAM-LOCK HANDLE PREVENT? 
DRIPPING AND WATER WASTAGE 
be Is ee Sonest priced oy = the 
= market rite today ‘or complete informs - 
fie. H—1200 tiem. Established 1888. 


Columbiana PUMP @.. Colenbtens. Ce, U.S.A 











: GRAND 
DOOR HOLDERS 


MICKEY X2M 
DELUXE 6A 
STANDARD 600 SERIES 

In Stock for Immediate Delivery 


GRAND SPECIALTIES CO. 


3101 W. Grand Ave. Chicago 22, Illinois 























Paint 
me ie 






Bull Dog Cream Remover * Cannot 
Scorch, Burn or Damage the Surface 

Write for fall information, price list. 
GILLESPIE VARNISH CO., 131 Dey St., Jersey City, N. J. 
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ENCINEERED QUALITY TOOLS SINCE 1919— a? popular prices 


fais ames & compass ; Nationally Advertised Products eyo: sows * 
ee ors * pan dinate me Ows ang Nests is « fore piones * po grames * 
Ock planes % h ning Saws 300 chise * bee s* 
jones sow 
Mitre che and saws ck ple uler 





Ld 
* 
er Griver? © mooth plene® x wall scrapers * 


GREAT N ECK SAW M FRS., INC. coping as ~ putty = «++ for the stars in our line 


MINEOLA, NEW YORK . see your jobber 








Midway Mirbrite Bits SPRINGS ARE Easy TO STOCK WITH 


Gardner's 
SPRING CABINETS 
A single convenient metal 
drawer holds 128 selected 
Springs, 40 most popular 
sizes, in coded com- 
partments, Larger 
.. : = assortments come in 
= a = = oe ™ 2 and 4 drawer 
pis bits for pee Se SPR cabinets. These are 
electric drills top quality, preci- 
46” i 1244" ie SSS sion made, plated and burnished Springs. Boxed refills 


*Mirror Bright | { shipped from stock. Order from your jobber or write us. 


" 
Tudway Sales Office and Factory G d Wi Cc 1329 So. CICERO AVE. 
THE MIDWAY TOOL‘CO., INC Melvin, Ohio araner ire ©. cnicaco 50, iL. 





Auger bits | 
for every “pregerred by all 
e 4 ¢ the Gest! 
purpost whe wan 



















Standard auger bits 
17 sizes (4Ag” to 24/46") 


























a 





BETTER HARDWARE DEALERS FROM COAST TO COAST 


REPORT ARISTO-MATS VOLUME SALES 


WORLD’S FINEST STOVE & ALL-PURPOSE UTILITY MATS 


See Your Jobber or Write for Your Nearest Distributor 


PHOENIX TABLE MAT CO., 1315 w. Congress St., Chicago 7 








—— 






MARSHALLTOWN TROWEL COMPANY 
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ery 


O. 


, Hlinois 
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WAX PAPER 
The Only 


Price and Priority Digest = | " & FOR PAPER ToweLs 









For fast, accurate reports on latest developments in 
OPS price ceilings, and how they affect hardware 













: FULLY COVERED 
dealers, don’t miss reading the PRICE AND PRIORITY STEEL 
DicEst which appears in every issue of HARDWARE COMBINATION 
AGE. This popular feature helps thousands of dealers DISPENSER 
keep up with the changing picture in Washington. It Offered to Jobbers 
contains information written exclusively for hardware ot $1.00 List 
dealers and which is obtainable no place else. Check “a 7 Size: 12%" x 71%4" x 454" 
the contents of this issue on page 5 for the page num- | c ‘ — WRITE FOR DETAILS 
ber of this valuable service to the hardware trade. Bon an Se = I. LEVY SONS 
JHand! LS amet 1107 BROADWAY, NEW YORK 10, N. Y 











oe. , ari an Sia 35 ne 
So <7 ORIGINATED 1896 2. uM 


AND AL Gminutl Sa 
MAYES GUARANTEES ACCURACY, SERVICE 


ASK YOUR DEALER ° ‘ CATALOG FOR 
el AND DURABILITY Loe 


maves Toots [AYES BROS.TOOL MANUFACTURING CO..Inc. Port Austin.Micu. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, moximum, 50 words........ $5.00 
Each additionol word.......... 10 
Positions Wanted 
(Special Rate) set ‘sotid, maximum, 
RTO Ra ee era 
Each additional word .......... d 


Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 

5% discount allowed for 4 or more con- 

secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and aes to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 

HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
Prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 













stamps. 








Representatives Wanted 


WANTED 
DISTRIBUTORS 


With national or sectional warehousing facili- 
ties, and efficient sales force and a strong 
following in one of these fields: Building Sup- 
ply, Plumbing Supply, Hardware, Paints, Floor 
Covering, Appliances, Blinds and Department 
Stores. 

We offer a high quality home improvement 
product with large sales potential, rich virgin 
territory and a highly profitable arrangement. 
Effective Promotional. 

With high sales success in the Northeast, we 
are now prepared to extend distribution 
throughout the country. 

Send inquiries of your facilities to Box A-350, 
care of HARDWARE AGE, ICO East 42nd Street, 
New York 17, N. Y. 

Manufacturer's Representatives — we welcome 
your inquiries. 














Representatives Wanted 


Representatives Wanted 








DEPARTMENT STORE 
SPECIALISTS WANTED 


We are now assigning territories on a new, 
revolutionary, non-competitive product, al- 
ready a proven success. We are looking 
for men with a good department store 
following in houseware departments who 
also should have good hardware and 
houseware jobber connections. Please reply 
in detail as to lines carried, territory 
covered, giving trade reference. Attrac- 
tive proposition to right and qualified men. 


Address Box A-343, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








FLATWARE ae ANTED, EAST- 
ERN PA.—SQO. J—DEL. by one of the 
oldest and best rea manufacturers of stainless 
steel flatware, who are rearranging this territory. 
Must have following with housewares and hard- 
ware jobbers, house to house direct selling or- 
ganizations, department stores, premium users, 
etc. A major, nationally advertised line, with 
established accounts in this 100% protected ter- 


ritory. Liberal commission arrangement. Ad- 
dress Box A-342, care of Harpware Ace, 100 
East 42nd Street, New York 17, 7. 





KEPRESENTATIVES wWANTED, MANU- 
FACTURERS REPRESENTATIVES CALL- 
ing on wholesale hardware and housewares jobbers, 
chain and department stores to sell the patented 
Pere-Tone aluminum percolator top that signals 
Territories open in all areas except New England 
and Middle Atlantic States. Full protection and 
cooperation in territory. State present lines, 
territory, references and commission. Perc-Tone 





Aluminum Products, Inc., P.O. Box 55, Brook- 
lyn 21, N. Y. 
NATIONALLY KNOWN BUILDERS 


HARDWARE MANUFACTURER desires Sales 
Agents to handle line in the following states: 
Arizona, Arkansas, Colorado, Kentucky, Ohio, 
Oklahoma, Montana, Nebraska, Nevada, New 
Mexico, North & South Dakota, Tennessee, 
Texas and Wyoming. Representatives experi- 
enced in builders hardware that have following 
in wholesale and retail hardware trade desired. 
In reply, state lines now carried and territory 
covered. Address Box A-308, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 


LONG ESTABLISHED MANUFACTURER 
LOOKING FOR IT1VE-WIRE commission sales- 
man calling on tool buyers in the retail hardware 
trade throughout Tennessee. Have complete line 
to offer to right man. Address Box A-338, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 


COMMISSION SALESMAN WITH GOOD 
FOLLOWING among retail trade tool buyers 
primarily, and also jobbers, in Alabama and 
Mississippi. Have complete tool line to offer to 
the right man. Address Box A-340, care of 
N.Y. AcE, 100 East 42nd Street, New York 











TOOL MANUFACTURER CAN NOW CON.- 
SIDER commission salesman to cover Western 
half of Pennsylvania. Established clientele among 
retail hardware store buyers essential. Reply 
fully. Address Box A-339, care of HARDWARE 
AGE, 100 East 42nd Street, New York 17, N. Y. 
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DISTRIBUTORS WANTED 


To sell patented formula for treatment 
of Septic Tanks and Cesspools to jobbers 
and wholesalers. Non-poisonous, non- 
corrosive. (“SEPTIFEED” — T. M. Reg. 
U. S. Pat. Office.) 


SEPTIFEED CORPORATION, Fayetteville, Pa. 











MANUFACTURERS’ REPRESENTATIVES 
WANTED 


Salesmen now calling on hardware and 
paint stores or hardware, variety and 
general stores. We offer a good staple 
line of 19c, 39c and 79c paints and low 
priced gallon paints on a commission 
basis. This merchandise has mass mar- 
ket appeal. Every store selling paint is 
a good prospect. Write, advising age, 
territory covered, how often you cover it 
and lines now carried. Address Box 
A-351, care of HARDWARE AGE, 100 East 
42nd Street, New York 17, N. Y. 











ESTABLISHED “TOOL MANUFACTURER 
DESIRES COMMISSION salesman with es- 
tablished clientele among retail hardware dealers 
throughout state of Kentucky. Address Box 
A-321, care of Harpware AGE, 100 East 42nd 
Street, New York 17, N. Y. 





SALES REPRESENTATIVES — TWO EX- 
CEPTIONAI. TERRITORIES — New York, 
New England and Michigan, Indiana, Ohio, now 
open. Leading manufacturer Electric l'arm Fence 
Controllers. Write Box A-337, care of HARDWARE 
Acz, 100 East 42nd Street, New York 17, B. ¥., 


giving detailed information. 








REP RE SENTA TIVE WANTED FOR ES 
TABLISHED PAINT BRUSH _ manufacturer 
catering to paint, hardware, houseware and _ in- 
dustrial jobbers. Good commission and oppor- 
tunity for aggressive man. Write details. Ad- 
dress Box A-332, care of Harpware AcE, 100 
East 42nd Street, New York 17, N. Y. 


| 


EXPERIENCED COMMISSION _ SALES- 
MAN WITH ESTABLISHED CLIENTELE 
among hardware retailers throughout Wisconsin 
wanted by established tool manufacturer. Com 
plete line. Address Box A-341, care of Harp- 
— AcE, 100 East 42nd Street, New York 17, 


RERFSENTATIV ES WAN TED. “CALLING 
ON JTOBBERS, Chains and Department stores 
to sell one of the best potato peelers on the mar- 
ket. Several territories open. Address The Tarr- 
son Co., 589 E. Illinois St., Chicago 11, Illinois 








Business Opportunities 








FOR SALE! 


Revolutionary Hand Type Can Opener. None 
like it on the market. Patent rights, die and 
fixtures all set for immediate mass production. 
Public reaction terrific. Tremendous possibili- 
ties for item on large scale production. 


Address Box A-348. care of HARDWARE aaa 
100 East 42nd Street, New York 17, N. 











FOR SALE 
Hardware Store and Brick Building located in 
Marshall County, W. Va., east of Wheeling, in one of 
the best farm and dairying communities. Stock about 
$35,000 consisting of general hardware, Plumbing 
Supplies, Wall Paper, Paints, Building Materials, 
Fertilizer and International Harvester Implements; 
also pane gage & Freezers. Principal stock- 
holders wish to retir 
t HARDWARE Co., INC. 

P. 0. Box 4 Cameron, W. Va 

















EXECUTIVE, 24 YEARS’ 
SUCCESSFUL EXPERIENCE in Retail and 
Wholesale Management. Desires to affiliate in 
executive capacity or assume a financial interest 
in rrogressive hardware concern, either in_ the 
retail or retail and wholesale field. Excellent 
financial trade and personal references. Address 
Box A-345, care of Harnoware Ace, i00 East 
42nd Street, New York 1, N. Y 


FOR SALE. OL D H: ARDWARE STORE in 
growing, modern Midland, Texas, population 35,- 
000, center Permian Basin, world’s newest, great- 
est oil field. Warm, dry climate. Clean stock, 
60 to 75 thousand, for inventory at marked cost 


HARDWARE 











with buyer. Our building for lease. Owner re 
tiring after thirty years. Box 1711, Midland, 
Texas. 

HARDWARE FOR SALE—ON U. S. HIGH 
WAY. Gross weekly income $4, 000.00 to $5,- 
000.00. Same location, 30 years, large rural 
territory, large stock of home appliances, hard 
ware, farm machinery. Ample show space, re 


Excellent location. Price of stock 


pair, storage. 
of stock plus 5% 


and equipment—cost invoice 





Buildi-g and real estate can be purchased. Write 
Leon Rich, R #3, Hillsdale, Michigan. 
HARDWARE EXECUTIVE WISHES TO 


PURCHASE a good retail hardware with a vol 
ume of over $100,000 and in a town of more than 
10,000 population. Excellent character, financial 
and trade references available. Address Box 
A-344, care of Harpware Acr, 100 East 42nd 
Street, New York 17, N. Y 





HARDWARE STORE FOR SALE. IN 
VENTORY $15,000 consisting of paints, Elec- 
tric Appliances, etc. Established 28 vears. Owner 
retiring because of age. Will sacrifice for ba 
500. Address Box A-307. care of Harpw 








Acz, 100 East 42nd St., New York 17, N. Y 
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Classified Opportunities Section 








Help Wanted 


Accounts Wanted 


Accounts Wanted 








AGGRESSIVE MEN! 


Opportunity for advancement or to own 
your own store with expanding national 
chain of Jim Brown Town & Country 
Stores. Openings for Store or Department 
Managers in Hardware, Building Materi- 
als, Fencing, Farm and Garden Equipment, 
etc. Write fully to Public Relations Man- 
ager, Jim Brown Stores, Inc., 414 Jim 
Brown Building, Cleveland 3, Chio. 











MANUFACTURERS DIRECT REPRE 
SENTATIVE W1I1H EXCEPTIONALLY _hne 
hnes needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
OG straight comnussion. Several territories in the 
11 Northeastern States open. Also required is a 
man in New ork City for the Export trade. 
When writing, you may state all particulars in 
complete conudence. Address Box A-178, care of 
ae Acz, 100 East 42nd Street, New York 
wv, B ¥. 





Accounts Wanted 


SUCCESSFUL ESTABLISHED FACTORY 
REPRESENTATIVE WANTS a good volume 
line to supplement lines now carried, builders 
hardware, domestic made small too!s, wool, ma- 
chine, sheet metal screws, carriage and machine 
bolts, calling regularly on Hardware, Mill Sup- 
ply, Electrical, Plumbing and Premium Jobbers 
in Missouri. No retail stores. Address Box A-327, 
care of Harpware Ace, 100 Easc 42nd Street, 
New York 17, N. Y. 


MANUFACTURER’S AGENT, ESTAB- 
LISHED, CALLING on all Wholesalers, Paint 
and Hardware Chains, Janitor and Mill Supply 
Companies with headquarters in St. Paul cover- 
ing Minnesota, Wisconsin, lowa and Nebraska, 
desires to add one or two additional lines for 
Paint, Hardware and Housewares outlets. Ad- 
dress Box A-329, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 


MANUFACTURERS’ REPRESENTATIVE, 
WELL KNOWN IN HOUSEWARES, hard- 
ware, glass and allied fields looking for addi- 
tional line for Ohio, Michigan and Western Penn- 
sylvania. Thorough coverage assured. References. 
Address Box A-349, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y 














VOLUME HARDWARE LINE FOR NEW 
ENGLAND by Manufacturer’s Representative 
with 15 years’ experience, good contacts, excellent 
references. Address Box A-335, care of Harp- 
a 3 Acer, 100 East 42nd Street, New York 17, 


MANUFACTURERS _ REPRESENTATIVE, 
COVERING MINNESOTA, NORTH AND 
SOUTH DAKOTA, Montana, Upper Wisconsin. 
Wholesale Hardware, Industrial, Electrical, Auto- 
motive and similar distributors. Desire additional 
major line only. Notions or novelties not ac- 
cepted. Minimum number of lines carried. 
Howard B. Marks, 215 Loeb Arcade 2, Minne- 
apolis 2, Minnesota. 








ATTENTION MANUFACTURERS 


| have large hardware busi- 
Established 


65 years. Desire lines on com- 


ness in Toronto. 


mission basis. Have salesmen 
to cover all or part of Ontario. 


Address Box A-346, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








GOVERNMENT RESTRICTIONS FORCES 
US TO take on one more account. Manufac- 
turers’ Representative, established twelve years. 
Calling on Ilardware, Electrical and Building 
Supply jobbers in Washington, Oregon and Van 
couver, British Columbia, desires connection with 
reliable manufacturer, on exclusive basis, of mer 
chandise applicable to our accounts. Address Box 
A-328, care of Hakpware Ace, 100 East 42nd 
Street, New York 17, N. Y 





Positions Wanted 


NEW YORK CITY RETIRED MAN, broad 
hardware experience, eager to re-engage to work 
part or full time. Personable, educated, able. 
No project too large and none too small for care- 
ful consideration. Can | be useful to you? Ad- 
dress Box A-274, care of Harvware Acs, 100 
East 42nd Street, New York 17, N. Y. 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references 














WELL ESTABLISHED MANUFACTUR 
ERS’ AGENCY. Very thorough coverage North- 
ern Ohio. Located in Cleveland. Interested in 
adding good line. Reply Box A-336, care of 
he Ace, 100 East 42nd Street, New York 
: -  * 


MANUFACTURER’S REPRESENTATIVE, 
ESTABLISHED FIFTEEN YEARS, open for 
one or two Hardware or Sporting goods items 
for State of Michigan. Address Box A-347, care 
of Harpware Ace, 100 East 42nd Street, New 
You 17, HF 











MANUFACTURER'S REPRESENTATIVE 


Have a force of 5 men covering states 
of Oregon, Washington, Idaho and Mon- 
tana—calling on Hardware, Industrial 
and Automotive Wholesale trade. Es- 
tablished 17 years. Could use one or two 
additional lines. 


RICE BROS., 351 N.W. 12th 
Portiand, Oregon 














SALES REPRESENTATIVE, COVERING 
ROCKY MOUNTAIN STATES and Southwest, 
looking for Hardware line to sell jobbers and 
other large users Address Box A-333, care of 
he AcE, 100 East 42nd Street, New York 








CANADIAN WHOLESALE HARDWARE 
MAN, 28 years, married. esires position with 
U. S. firm. 8 years top level all round hardware 
experience. Traffic movements, costing, railway 
adjustments and Junior Hardware Buyer. Volun- 
tarily desires change to an organization where 
my ability and initiative can produce results to 
our mutual benefit. Reply: L. Keller, 301 Isabel 
St., Winnipeg, Manitoba, Canada. 


SUCCESSFUL HARDWARE MANAGER 
WISHES to relocate. Fourteen years in retail 
hardware includes both rural and city stores. Ex 
perience includes supervision, buying, promotion 
and selling in paint, plumbing, sporting goods, 
heating, housewares and toys. Graduate NRHA 
Retail Hardware course CCNY. Assistant or de 
partmental manager acceptable to start. Address 
Box A-334, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y. 

EXPERIENCED WHOLESALE AND RE- 
TAIL HARDWARE AND FURNITURE MAN, 
age 47, with 28 years of experience in all phases 
ot both wholesale and retail business, desires to 
make a change. Capable of managing any size 
retail Hardware and Furniture store or house 
wares and cutlery buyer for jobber, complete 
resume on request. Address Box A-331, care of 
Harnware AGE, 100 East 42nd Street, New York 
is A Fs 





HARDWARE MAN, 40 YEARS OLD, 20 
YEARS experience in wholesale hardware on 
stock and orders; ability to work well with 
others; adaptable to most any position as an in- 
side man. Address Box A-293, care of Harnware 
Ace, 100 East* 42nd Street, New York 17, N. Y 


YOUNG VET, 24, COI LEGE GRADUATE- 
desires position as builders hardware clerical 
trainee, lead to sales, 5 years’ experience pricing, 
orders, purchasing, expediting stock. Also capable 
of handling full set of books. Will relocate. Am 
hitionus and dependable. Addyess Box A-330, care 


of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 











100 E. 42 St. 














S Hardware dealers all over the country have discovered that 
" it pays to keep your eyes on Harpware Ace for ideas and 
jt advice that mean more money in your pocket. Help on 
price control problems, new merchandising ideas, market 
news, more new merchandise descriptions than published 
by any other hardware magazine, and news of other hard- 
ware people are just a few of the regular features of HarpwareE AGE that have caused more dealers to 
invest in subscriptions to HarpwareE AGE than to any other hardware magazine. 


HARDWARE AGE 


The Hardware Dealers’ Magazine 





New York 17, N. Y. 
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HY-LO QUART & PINT VACUUM BOTTLES 
WORKMEN'S LUNCH KITS 


HOPALONG CASSIDY SCHOOL LUNCH 
KITS & HALF-PINT VACUUM BOTTLES 


WITH THE NEW ALADDIN SWEET 
SEAL Rubber Stopper 


BACKED BY 4-COLOR ADVERTISING 
IN_ LEADING NATIONAL MAGAZINES 
“4 








Pivvarcnoed by > 
Good Housekeeping 
Fi Aovtari®, eet 








ALADDIN INDUSTRIES, INC., 703 Murfreesboro Road, NASHVILLE, TENNESSEE * 1107 
Merchandise Mart, Chicago, Iinois * Pacific Coast: 105 E. Lexington Drive, Glendale California 











STYLED FOR BEAUTY © GUARANTEED FOR SERVICE 
Distributed exclusively through your jobber 





Made exclusively for 


AMERICAN IMPORT CO., San Francisco, Calif. 


dilly 
SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2° x 4” FOR LEGS 





























Saves time and storage space... for home use 
or by workmen in building trades. 
EACH PACKAGE A COLORFUL COUNTER DISPLAY 
Nationally advertised to builders 
and home mechanics. Order from 
your hardware jobber, or direct, if 
he cannot supply you. 
GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICHIGAN 



















that yield good mark-up 
Beautifully pressure cast in zinc-alloy. 
Priced on low production costs made 
possible by the industry's most mod- 
ern machinery. Attractively packaged 
for easy storage, easy identification. 
Worth buying by name. Send for free 
catalog and please name your jobber. 


Hall-Wessel 


COMPANY 


2116-26 W. Nicholas St., Phila. 21, Pa. 
Canadian Sales Agents: Geo. S. Hall & Co., 9 Wellington St. E., Toronto 1 
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ACE HOMEMAKER GIFT SET 


2 ee : Stainless Steel 

Ivory or Black 

- yee = Catalin Handles 
Paes eee Lifetime 
. : Guarantee 


- 





“sy Outstanding seller for 
A\% Weddings tenon, 
Birthdays and Holidays 

j ’ 7-Pieces beautifully 
packaged in Gift Box. 


4 SEND FOR CATALOG PAGES 
~ Special $ 
rometi 

Price - 11¢2 
re Set No. 5005 


Sul 


ACE PRODUCTS CO. CHALFONT, PA. 


Manufacturers of the famous Ace Knife Sharpener and ServespooN 




















List. 











Genuine Swiss SPORTSMEN'S # KNIVES 


PRECISION 
MADE of the 
FINEST STAINLESS 

STEEL 


Superior Quality, made 
by the finest skilled 
eraftsmen in the fac- 


© 









* Switzertand. Finished in 
ve, glossy red plastic. 
Excellent gift for outdoors men. 


At your jobber or 
welle for price list 


y _—— Tus FEIST, Importer 


141 West 73rd St. New York 23, N. Y. 


Pr 











“EVERYONE 
WILL WANT 


Rio Grande WOODENWARE 
THIS CHRISTMAS!” 


Here’s the answer to 
the extra special gift 
that customers de- 
mand each Christmas. 
Distinctive gift box set 
contains 11” hand deco- 
rated salad and fruit bowl, 10” matching fork and spoon and 
four 6” matching individual serving bowls. Available in all pat- 
terns. Shelf wide box trimmed in bright red and green holiday 
paper is a traffic stopper. Ready for mailing. 


by 2421 McKINNEY AVENUE 
DALLAS 4, TEXAS 








Gift Box Set 








TRADE MARK REG 


SOLDERING FLUX 
Liquid and Paste 


For customer satisfaction and more 
profits to you. 

Sells on sight from self - selling 
counter display cartons. 





See your jobber or write 


RUBY CHEMICAL CO. 


58 McDowell St. Columbus, O. 











3 
Comut! 
[were 
MADE IN CANADA SINCE 1917 


= UEL - REMOVES SOOT ELIMINATES CHIMNEY FIRES 
USED AS A SMOKE PURIFIER SAFE AND EASY TO USE 


FOR HOME USE ie es one cupful of “SOOTFOE” 
ver 


fire once or twice a week. 
16 oz. 52¢ 36 oz. 75¢ 
ECONOMICAL SIZES 
80 oz. Size $1 al 50 Ib. Drum $14.00 





THE OLD VICTORIAN 


PRODUCTS 
49 Miranda Ave., Toronto 10 
ONTARIO - - CANADA 














Transparent-Plastic 
WALL PROTECTOR 


A wall protector 
transparent plastic. Covers wall 
yet does not hide it. For walls be- 
hind stoves, around sinks, bathtubs, 
and light switches. 


Two 25x40" 


of attractive, 


sheets in a tube. 


PROFITABLE — COMPLETE PACKAGED PAPER LINE 


Baking Cups 
Guest Towels 
Col. Thumb Tacks 
Sandwich Bags 


Shelf Lining Napkins 

Cups Household Wrap 

Doilies Plates 

Garbage Bags Lunch Bags 
Freezer Supplies 


Write for Price List 5511 


RUBY PRODUCTS CO. io, Water st. 


Milwaukee 2, Wis. 











— of the compelling, 
year round consumer ad- 
vertising campaign (including 
the Esquire magazine Christ- 
mas promotion) behind the 
new MY BUDDY ALLIGA- 
TOR ROYALITE TACKLE 
BOX . . . and because of the 
enthusiastic consumer accept- 
ance of this product to date 

.. the coming Christmas 
promises to be the BIGGEST 
MY BUDDY tackle box SEA- 
SON IN HISTORY. This is 
the LAST call to get set for 
early Christmas shoppers. So, 
better order plenty! Write for 
free full-color catalog of com- 
plete line. 


STRATTON & TERSTEGGE CO.., Inc. 


P. O. BOX 1859 © LOUISVILLE, KENTUCKY 











Another Good Reason Why 
The Experts Prefer XCELITE | 


It's because for thirty years the makers of XCELITE screw- 
drivers and nut drivers have stuck to that line . . . haven't 
spread their cfforts out into saws, or other hardware! And 
XCELITE tools show the effects of this long concentration. 
We know what tool steel to use—how to grind a point to 
fit the screw slot—how big a handle should be for a firm 
grip. It's one more reason why those who deal in XCELITE 
tools tell us they're easy to sell! 





XCELITE originated 
the combination- 
Detachable screw- 
driver shown above. 


XCELITSG 
Stubby Com- 
bination Screw- 
driver. 


has 6 most-used 


CK-3 set, 
regular and Phillips screwdrivers plus 
XCELITE handle, which is also a 7/16" 


above, 








nut driver! 


Cush, 


PREFERRED BY 


PARK METALWARE CO., INC. 


Orchard Park, N. Y. 








GENUINE 
ORIGINAL 


DOMES OF SILENCE 


SELL ON SIGHT when these attention-compelling con- 
tainers, box or card are displayed on counters. Genuine DOMES 


One Set in a 
box—12 boxes 
in carton 


SIZES 
144” 1%” %” 
5%” 56” 4" 56” 











One set on « Card. 
12 Cards la @ bex. 
SIZES 

WA" 1%" Vie” 
Y %” %” 


OF SILENCE glide softly, silently, smoothly 
over all flooring; saves floors and furniture For 
years the favorite with houseowners and furniture 
manufacturers. 


Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 
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